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It Never Gets Out of Order— 


that’s why mechanics prefer the BEAVER wheel cutoff 


ae is a desirable feature in any mechanical device. 
It is fortunate when simplicity can be successfully combined 
with greater usefulness ... as in the patented ball-bearing wheel- 


and-roller cutoff used on the BEAVER Models A and B Pipe 
Machine. 


Although we make an excellent knife-type cutter (optional— 


same price) we prefer the simpler and more efficient wheel-cutter 
because: 


1. It covers the full range from % to 5. New cutting wheels cost only a 
2-inch pipe. few cents—last for weeks. 
2. It cuts off solid bolt rounds—knife 6. Uses standard wheels — obtain- 
cutters do not. ee in the world from 
stock. 
3. It is faster — cuts 2-inch pipe in 7. It leaves no fin on the “dropped 


seven seconds. end” of pipe—all knife cutters do. 


4. It leaves less burr than dull 8. It is absolutely “foolproof” and 
knives. trouble free. 


You will do your customer a favor (and yourself, too) by recom- 
mending the BEAVER MODEL-A or Model-B Pipe Machine with 
the simple ball-bearing double-duty wheel-and-roller cutoff— 
which has no mechanism to get out of order. 


BEAVER PIPE TOOLS 


310 DANA AVENUE Quality Tools—Since 1900 WARREN, OHIO 
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Carbides—With these know-how facts, you can sell carbides to your customers 


Customers See, Try and Buy Them 


—Radial saws, mounted on trailers, prove effective for salesmen 


Less Steel Predicted for Warehouses 
—500 gather in Chicago for annual meeting of warehouse association 
Dilworth’s $500,000 Building Opened 
—Modern design, conveyor through warehouse among features of new building 
Broadcasts Build Good Will For Distributors 


—Muskegon firms sponsor salutes to Michigan industry......+. 


The House That Hard-To-Get Items Built 
—New Marshall Tool & Supply building opened in Los Angeles... 


Supply Sales In The Farm Market 


—Louisiana salesman tells how and what he sells to farmers . . 


Product Show Attracts Crowd, Produces Sales 
—Wondering how to stage a show for customers? Here are the answers. . - 


Decals Make Buyers Remember You 
—Going after machinists’ tool business is well worth while if you know how 


Summer Business—An Editorial 


Deciding the Fate of Your Pricing System 


—Here’s an analytical article on the multiple basing point system 


Talk of the Trade 
Sales Tips 


77 
104 
Supply Sales Trends 
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Next Month 


Like Topsy, most distributors’ order 
routines have “just grown”. You can 
simplify your order routine, though, 
by studying the system employed by 
a Los Angeles distributor. You'll get 
all the details in August. 

Sales meetings, the really effective 
don’t just happen — detailed 
planning is the thing. How you can go 


ones, 


about it makes another of the interest- 
ing articles you'll want to read. 

Here’s a new angle: We've found a 
distributor who doesn’t “push” prod- 
ucts or service—he sells “production 
ideas”. Maybe you can put his ideas 
to work for you. 
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LINK-BEL —A GOOD NAME 


ON BALL AND ROLLER BEARINGS 


Fe 


A g00d name is one of man’s proudest pos- (BD. life 
sessions. A good name is also a manufac- 4 g 
turer’s requisite to stay in business. 4 fm 

For three-quarters of a century, the name y ( a: , . 
' “LINK-BELT” has warranted the respect i Ned vilt alignment 
_ of industry. When you see that name on ¢ if <> 
7 
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bearings, you can be sure that the quality af if N. 
is RIGHT. And once you sell Link-Belt Fa ee ‘ eat appearance 
Bearings, you'll add your good name to the 7 a F PP 

names of others who agree that Link-Belt 


is definitely a good name on ball and roller a f ° 
bearings. wf a _7\feen craftsmanship 


LINK- BELT COMPANY P P . 
Ball and Roller Bearing Division Pa - a Pea ,. 3 


Indianapolis 6, Indiana a. ae t * 
Distributors in Principal Cities ai 5 . . ern oe st performance 
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Send for Catalogs 
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It’s new! It's different! A packaged 
Flexible Coupling... available from 
stock... and ready to install without 
reboring. It's another Dodge devel- 
opment for mechanical power trans- 
mission: that saves time, cuts cost! 
% TRADE MARK REGISTERED U.S. PAT. OFF. 


Built with the famous TAPER-LOCK 
bushing (patented). 


Available from stock in a wide range 
of standard bores. No reboring! 


Fastens to shaft with the firmness of a 
shrunk-on fit. 


Easy on—easy off. Can be disconnect- 
ed without moving coupled machines. 


Compact design occupies minimum 
space on shaft. Safe! No projecting parts. 


“Pin Type” design with oak tanned sole 
leather center disc provides flexibility, 
resiliency and strength. 


Made of close grained semi-steel and 
machined all over to insure balance 
and true running. 
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DODGE MANUFACTURING CORPORATION 
MISHAWAKA, INDIANA 


CALL THE TRANSMISSIONEER < 


(or write the factory) for complete, 
bulletin on this newest Dodge 
contribution to better mechanical 
- transmission of 4 aoe mays 
missioneer— your local Dodge dis- 
of M Is ha wak a, | n d. tributor—is a factory trained spe- 
cialist. Look for his name under 
“Power Transmission Equipment” 
in your classified phone book. 


Copyright, 1948, Dodge Mfg. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS ® 
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FOUNDRY FILES VS. REGULAR-PURPOSE FLAT FILES. It has always been 
recognized that “regular” files are not designed to stand the abuse 
encountered in foundry filing. Their teeth are comparatively high and 
sharp, and are made for general removal of stock where speed is the 
main requisite. In foundries, however, the main filing job is snagging 
castings. When a casting comes out of the mould, it has all sorts of 
fins, knobs, sprues, sharp edges and other projections. Sudden chilling 
and sand which becomes a part of the casting make these projections 
hard and abrasive. The average file cannot stand this severe usage 
without “shelling off,” “breaking out” or wearing down rapidly. Its 
use on foundry castings is a waste of good file teeth — and, consequently, 





Me 

a waste of money. toé 
\ 

FOUNDRY FILE CHARACTERISTICS. Looked at casually, Nicholson and & 
Black Diamond Foundry Files do not appear to differ greatly from ing 


regular-purpose files of corresponding shapes and sizes. But the differ- 
ence is there .. . and it is important. Foundry files have extra-strong, 
rugged teeth which are not so high and sharp as the teeth of regular 
files. The Half Round shapes have heavier set edges, but the Flat 
shapes have regular edges. 


USES AND PERFORMANCE. Nicholson and Black Diamond Foundry 
Files are widely used today not only for snagging castings in foundries, 
but also for filing narrow edges and sharp corners of dies, and for many 
other kinds of rough filing. While not cutting as fast as regular files 
on general work, they are specially made to last longer on the punish- 
ing jobs. 


SIZES AND SHAPES. Nicholson and Black Diamond Foundry Files are 
regularly made in Flat and Half Round shapes (illustrated) and Bastard 
cut, but can also be furnished in Round and Square. Sizes 8” to 18”. 
Identified by the word “Foundry” stamped on tang or shoulder. 











Nicholson makes special-purpose files for Brass, Lead, Aluminum, Stainless 
Steel, Foundry Castings, Die Castings, Die Making, Lathe Filing, Curved 
and Shear Tooth filing—and Swiss Pattern files of all shapes and patterns. 






wy ne hts, NICHOLSON FILE CO., 42 Acorn St. Providence 1, Rhode Islond _svagiio., 
*uis. a* ( In Canada, Port Hope, Ont.) 
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] Complete Line of V-Belts! 
Meet every application, fractional 
to 6,000 hp. Famous Texrope Super- 
7 V-belts in Heat-Resisting; Oil- 
Resisting; Oil-Proof; Static-Resist- 
ing; heavy duty Twin-Cable type. 





4 Magic-Grip Sheave Line! 
Special bushing makes Magic-Grip 
fastest mounting sheave on mar- 
ket! Loosen capscrews—slide on 
shaft; tighten . . . that’s all. Fits 
drives from two to 250 hp. 





Greatest Name in V-Belt Drives! 


2 Constant Speed Sheaves! 
Texsteel, Texdrive sheaves for frac- 
tional to 25 hp; cast iron sheaves 
of pitch diameters to 1,000 hp; 
special extra-large deep groove 
sheaves to 6,000 hp. 


§ Vari-Pitch Sheave Line! 
In adjustable -while- stationary 
and adjustable -in- motion types. 
Also wide range from one to 
300 hp; extra wide range sheaves 
for fractional to 30 hp. 





* 





3 Adjustable Speed Sheaves! 
Line ranges from fractional to 
four hp. in one or two grooves 
for belt sizes A, B. These fast 
selling sheaves provide up to 50 
percent speed range. 


6 Vari-Pitch Speed Changers! 
The fastest speed adjustment 
while drive is in operation! Time- 
saving; protected. Permits flexi- 
ble control of speeds on uses 
from one to 75 hp. 









Texrope Super-7 
V-belts result 
from the cooper- 
tive research of 
Allis-Chalmers 
ond B. F. Good- 
tich; sold only 






by A-C dealers 
ond offices, 











You'll Make Money With Texrope Line! 


ADERSHIP for over 20 years . . . that’s the Tex- 
E rope line. A Texrope franchise is a sure-fire 
money maker for aggressive dealers. It’s backed up 
by the finest V-belt drive engineering ability in the 
world . . . by advertising reaching millions every 
month .. . by a complete lineup of promotional aids. 
Write today for details. ALLIS-CHALMERS, MILWAU- 
KEE 1, WIs. 


Texrope Super-7 Texsteel, Texdrive, Magic-Grip, and Vari-Pitch 
are Allis-Chalmers trademarks. 


ALLIS-CHALMERS 


Dealer Sales Organization GENERAL MACHINERY DIVISION 


A2446 
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= (1 O)(6 Valve 


OIC’s Selective Prauchtse 
BUILDS A PROFITABLE REPEAT 
BUSINESS FOR YOU 


. You're treated as a respected partner by OIC. 
This ideal “Partnership” arrangement is designed 
for the abilities of one partner to complement those 
of the other. OIC — specialist of the valve trade — 
makes the valves. You sell them. It’s that simple! 























When you sell OIC Valves, you’re selling the 
top-quality valves of the industry. They’re built in 
one of the most modern plants in the country. And 
OIC’s design engineers have built many special 
machines to incorporate dozens of pace-setting fea- 
tures into OIC Valves. 























You can offer your customers the right trim for 
the job. From the OIC long line of steel, iron and 
bronze valves, your customers will find the valve 
they need to handle the job. They will contribute to 
a constantly growing repeat business for you! 


OIC keeps up to date on distributors’ needs and 
builds stocks accordingly. And since the nation’s 
finest transportation facilities fan out from OIC’s 
location in the heart of industrial America, OIC 
gives fast, courteous service to distributors all over 
the country. 



































COLORFUL ADVERTISING PRE-SELLS 
LONG LINE OF OIC QUALITY VALVES 


Steady, 2-color national advertising in leading trade papers 
builds acceptance in your trade, develops inquiries for you! 
OIC field representatives work with you .. . calling with 
salesmen . . . furnishing you with such modern selling aids 
as sound slidefilms . . . holding training meetings for your 
men. 
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Business 


You’re selling valves because they’re money-makers. 
To really “pay off,” your valve business must give you 


aconsistent, good profit, must grow month after month. 


You can’t expect these steady increasing profits unless 
you do business with a valve manufacturer who 
believes in a cooperative, not a competitive franchise. 
And real sales cooperation on all orders — large and 


small—insures a gold frame on your profit picture! 


lf You'd Like to Know More About OIC’s 
Cooperative Distributor Policy Drop a Note to: 
The Ohio Injector Company 
Wadsworth, Ohio 








VALVES 


STEEL > IRON * BRONZE 
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Are Your Customers Using 
GUESSES or GAUGES? 
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Improper tension on assembly 
bolts results in costly break- 
downs and production delays, 
or gasket blow-by, etc. 


Sheared bolts or stripped 
threads mean not only added 
material cost but lost time 
and extra manhours. 


Longer life for equipment is 
insured by properly set bolts 
Wear and break- 
downs are eliminated. 


Correct tension on important 
nut settings increases efficiency, 
prevents cracking and blowouts and nuts. 
of gaskets—loss of compression. 


Here’s a Sales Slant for You on Blackhawk TORQUE INDICATORS! 


‘Point out to your customers the dollars and cents they’re 
gambling on a workman’s guess every time they tighten 
'a nut without a torque wrench. Costly assemblies de- 
mand proper care. Overtightening of nuts and bolts 
means stripped threads, broken bolts, distortion or break- 
age of parts. Undertightening invites backing off of 
nuts, gasket blowouts, loss of compression, leakage of 
fuel, gasses, liquids. All of these can mean extra cost 


for your customer. He’ll appreciate the tip. 


You can use this cost saving story for additional wrench 
sales, too. Point out that Blackhawk’s complete range 
of torque wrenches are a part of Blackhawk’s full line 
of industrial socket wrenches. Tell this cost-cutting 
story on Blackhawk Torque Wrenches, exclusive ‘““TORK- 
FLASH” and socket wrenches and you'll be opening 
the door to a host of new profits for yourself, too. 


A Product of BBACKHAWK MFG, CO., Dept. W1778, Milwaukee 1, Wisconsin 


BLACKHAWK 
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Certified case studies like this, 
publications reaching 1,000,000 key men 
widen your markets by showing industry profitable so 
production problems . .. with Walker-Turner M 


WELL BUILT MANUFACTURI COMPANY 


SLASHES &% FROM PREFAB CUTTING COSTS 
WITH WALKER-TURNER RADIAL SAWS 


To meet the problems of rising costs and the shortage of building 
materials, the Well Built Manufacturing Company designed a special set-up 
Model RA-1108 Price: with Walker-Turner Radial Saws which resulted in the greatest 
with 2 or 3 h.p. motor, production volume in the company’s history. 
less base $445.00* Mr. E. A. Chandler, President, a pioneer in the design and manufac- 
ture of prefabricated housing, writes: “With this set-up, cutting and 
handling costs are reduced by 34, and waste is cut from 10% to 1/10 of 1%. 

“The Walker-Turner Radial Saws were chosen for this set-up because 
they combine versatility, safety, and ease of operation...and afford a 
clear view of the work at any angle of operation. 

“It is our experience that a Walker-Turner Radial Saw pays for itself 
in less than four months. In eight years we have bought 16 of these 
machines, and total repairs have been less than $50.00.” For complete 
catalog, write to Walker-Turner Company, Inc., Plainfield, New Jersey. 


Photo, below: Three Walker-Turner 3 h.p. Radial Saws are set on channel beams on a 40 foot 
conveyor table which reaches to the railroad siding. The saws are set by control handles placed 
at both ends of the table. 


*Photo, left: Radial Saw, Model RA-1108. Cuts material up to 4%" deep—rips material 38” 
wide. The self-cleaning sliding ram travels 2142” and is equipped with eight ball bearings. 


The saw can be set for ripping, mitering, dadoing, compound mitering, routing, shaping, tenon- 
ing and any angle of beveling. 


SOLD ONLY RADIAL SAWS + BAND SAWS 
BY AUTHORIZED MACHINE DRILL PRESSES © TILTING ARBOR SAWS 
INDUSTRIAL MACHINERY JIG SAWS © TABLE SAWS 
DISTRIBUTORS jgeke) &. JOINTERS * LATHES 
BELT & DISC SURFACERS 
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Line up with the leaders . . . cash in on the growing fan market. Westinghouse offers you 
a big opportunity with its Sturtevant propeller fan . . . a fan that combines the experience 
of two outstanding leaders. Designed by Sturtevant—a long-time leader in top-quality 
ventilating equipment. Powered by Westinghouse—a leader in top-quality motor man- 
ufacturing. 





HERE'S WHY you can maintain volume sales in this market — 


I. You sell a Sturtevant fan that has outstanding 
customer acceptance because of the reputation of 
the names behind it. 


2. You're backed by strong promotion. A large- 
scale national advertising program, combined with 
all the essential sales promotion tools, create cus- 
tomer interest and demand. 


3. You can offer your customers a choice because 
there are many sizes available. And all units are easy 
to stock, easy to handle, easy to install. 


4. You're backed up with the best motor service 
plan in the fan industry—the nation-wide Westing- 
house motor-service plan. 


S. A Westinghouse Sturtevant team of engineers, | 
service and merchandising specialists is at your 
call constantly to help you get your share of the fa 
market. ‘ 


6. The Sturtevant fan will always be the last word 
in product advance because the Westinghouse 


Sturtevant research laboratories have no equal ir 
the fan field. 


distributors who have 
the Sturtevant anchise go places. Westing- 
house welconfes your inquiry. Write: Westing- 
house Electric Corporation, Sturtevant Division, 
68 Readville Ave., Hyde Park, Boston 36, Mass. 


Here are the r 
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Direct-driven ventilating set. For 
vaults, restrooms, stockrooms and 
locker rooms—anywhere air 
must be exhausted against low 
resistance. 


For use either as an exhauster 
or blower against pressures 
higher than those found in the 
average ventilating job. 





Westinghouse 


Sturfevant Division 
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Bull Dog Fractional 
Horsepower (FHP) 
V-Belts available in 
three standard sections, 
full range of lengths. 


Bull Dog Industrial 
-V-Belts available in 
A, B, C, D and E Sections 
in a full range 
of lengths. 


“THEY'RE TERRIFIC’... 


That’s the comment “dive heard on all sides, since 


these rugged new Bull Dog V-Belts were put on the 


market last month. And in big industry, where they 
had been previewed and tested in grueling workouts, 
“Bull Dogs” more than lived up to their name. Day 
after day, under strenuous working conditions, they 
demonstrated exceptional tenacity and stamina. 


What accounts for this greater efficiency in Bull 
Dog V-Belts? BWH experience, for one thing. For 
more than 70 years we've been famous for industrial 
rubber products that give you EXTRA service. And 
our technologists have built exceptional capacity for 
long, trouble-free performance into every inch of 
these new V-Belts. 


The new BWH Bull Dog V-Belts are designed with 
thesé outstanding advantages: 


Bull Dog 
V-Belts! 


Exclusive Bull Dog Cord Section with Higher Tensile 
Strength — able to carry the load, absorb shock. 
Low Stretch — because Bull Dog Cords are proc- 
essed in a new way. This means less slippage, 
fewer adjustments, longer belt life. 

Cool Running — quality-controlled compounds de- 
veloped in BWH laboratories don’t crack or de- 
teriorate under severe flexing. 

Wear-Resistant Covers — made of bias-cut heavy 
fabric to protect the heart of the belt from dirt, 
grease, and moisture. 


SPECIFY BULL DOG V-BELTS FOR 


“MORE POWER TO YOU” 


Bring us your toughest problems . .. we're specialists 
in solving them. Where stamina counts, turn to BWH 
for rubber products of dependable ruggedness—BWH 
distributors for dependable service. 


Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 


PLANT: CAMBRIDGE, MASS., U. S.A. 


P.O, BOX 1071, BOSTON 3, MASS. 
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V-R CARBIDE AND Weer Swi 


Masonry Drills 


TANTUNG CAST ALLOYS Diss, Balls and Rings 


Extruded Rounds 


Bushings and Burr Blanks 


\ 


AN, 


Special Tools and Wear Parts 


Standard Tools 


\ 


Boring Tools 


Cutoff Tools 


A 


Shell End Mills 


Solid Carbide Spring Forming 
Tools 


Scribers and Punches 
Bull Dog Tool Holders 
Wire Drawing Dies 
Mandrel Nibs 


Scalping Dies 


Standard Blanks 
Standard Tools 


World's Finest Carbides (originator of Steel Cutting Carbides). intial 


Special Tools 


Complete line of V-R carbide tools and blanks. Precision Castings 


Complete line of Tantung cast alloy tools and blanks. 
Solid carbide spring forming tools. 

Standard tool holders. 

Precision cast Tantung wear parts. 

Personalized V-R Engineering Service. 

National business paper and direct mail advertising. 


Cooperative V-R Branch Offices located 
in principal cities. 


Specialized distributor selling aids. 


INDUSTRIAL DISTRIBUTION © JULY, 1948 








x 


NY 





pa 


TTT 


» rt 














The Black Manufacturing Company 





MARYLAND 


BALTIMORE 23, 


1416-1428 WEST BALTIMORE STREET 





ARMSTRONG 


Drop Gorged 
EYE BOLTS 


Each year more buyers specify “ARMSTRONG 
EYE BOLTS.” They have learned that the Arm- 
and-Hammer is an absolute guarantee of depend- 


able strength, uniformity—of properly engineered _ 


and designed eye bolts, drop forged and heat 
treated to maximum tensile strength. 


They come in 16 sizes, plain or shoulder pattern, 
blank or threaded. Extra length EYE BOLTS can 
be furnished upon application. Your best way to 
get and hold this profitable volume business 
is to Catalog, Stock and Sell ARMSTRONG 
EYE BOLTS and also the other ten major 
ARMSTRONG lines “Across the Board.” 
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TOOL HOLDERS LATHE DOGS 
bar EveryOperdiion Squore Head or Sofety Type 


CUTTERS HOLD-DOWN and 
ypes for Tool Holders SET-UP TOOLS 
All Types ond Sizes 


ts & Wast 


KNURLS 
Precision Hob-Cut 


EYE BOLTS 
Proof Tested- Dependot 


ARMSTRONG BROS 
PIPE TOOTS 


MACHINE SHCP 
SPECIALTIES 
Exclusive Features 
ARMSTRONG BROS 
CHAIN TONGS 
For Pipe and Fittings 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People’’ 
5205 West Armstrong Avenue Chicago 30, Illinois 
Eastern Whse. and Sales: 199 Lafayette St., New 
York 12, N. Y. Pacific Coast Whse. and Sales Office: 
1275 Mission St., San Francisco 3, Calif. 
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Jobbers report 


Big increase | in Profits 


since installing 
Goodyear’s V-Belt Merchandiser 
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OBBERS everywhere are re- 
porting tremendous increases 

in profits within a year after 
purchase of Goodyear’s 
SerVomatic V-belt merchandiser. 


Here’s why: the SerVomatic 
speeds up sales of fractional 
horsepower V-belts simply by 
being set out on your selling floor. 
It’s a quick reminder to your cus- 
tomers, because it keeps V-belts 


y ales Increased 


E asy, Quick Profits! 
Rg eminds your Customers to Buy 


-Belts for Home, Farm, Small 
Machines — 


re) N7-1 a0 by Ao) Me] Mi lat-t1 a Needs 
et akes Inventory-taking Easy! 


A ll-aluminum Beauty 


T 
i 
C 








right out in plain sight —out of 


your way but instantly visible 
to make its own sales. Many cus- 
tomers even serve themselves! 


SerVomatic holds a complete as- 
sortment of the most popular 
sizes of Goodyear fractional H.P. 
belts — plus a belt guide and 
SELECTORULE to help anyone fit 
the right belt to any appliance. 


SerVomatic, Selectorule—T.M.’s The Goodyear Tire & Rubber Company 


-GOODFYEAR © 


akes little Room— 
nstall it anywhere 


ash in on a Ready Market 


To help dealers sell still more 
belts, there’s a full range of 
sales promotion helps — window 
streamers, decals and other sales 
boosters. 


For full details on this sales- 
making merchandiser, see your 
nearest Goodyear Industrial 


Rubber Products Distributor, or. 


write Goodyear, V-Belt Sales 
Dept., Akron 16, Ohio. 





THE GREATEST il IN RUBBER 
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It's gone a long way in improving 
conveyor belt strength 


a le. 
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For high strength at low cost 
.-- look into Cordura* 


There's a long lift involved for conveyor belts that 
carry coal and ore from mine pits to loading sta- 
tions. To give these belts the terrific tensile strength 
required, engineers have turned to Du Pont 
“Cordura” High Tenacity Rayon. 

“Cordura” makes possible a lighter belt—and a 
longer belt. One-piece conveyor belts made with 
“Cordura” eliminate costly, troublesome transfers. 
And they trough. easily—have remarkable re- 
silience. 

“Cordura” is engineered to yield much greater 
strength than natural fibers. And each strand is a 
continuous filament—no short pieces to pull apart 
under strain. 


RE 


Perhaps you'd expect to pay a premium for the 
advantages of “Cordura.” But in many cases you 
can reduce production costs because you get so 
much strength from so little! 

It will pay you to find out more about the ad- 
vantages that Du Pont “Cordura” High Tenacity 
Rayon contributes to conveyor belts—and to other 
products, such as V-belts ... tires... industrial hose. 
Perhaps this development of Du Pont research can 
improve an article your customers make. Whether 
they are manufacturers or users of finished products, 
they should know about “Cordura.” For more infor- 
mation, address Rayon Division, E. |. du Pont de 
Nemours & Co. (Inc.), Wilmington 98, Delaware. 


*REG. U. 8. PAT. OFF. 


G6. U. $, PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 
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FALK(|- 
our best « 


FALK Advertising 
Reaches Your Best 
Customers! 


Your selling job,-as a Falk distributor, is made 
easier as a result of Falk advertising. This means 
more sales with less effort... more profits for you, 


Every month in the year, smashing Falk messages 
...in color “spreads” and color pages... appear 
in a long list of the most important industrial, engi- 
neering, design and general business publications 
with national circulation. 


Your best customers read these papers faithfully, 
They see the Falk name blazoned everywhere; 
they read the Falk story ... are impressed.., 
“softened up” to buy—from you! 


To make your selling job still easier, we provide 
a wide assortment of bulletins, circulars, booklets 
and other literature which is always available 
to you. 


Plant officials, production and maintenance engi- 
neers and executives, purchasing agents—the 
men who specify and buy couplings, motoreducers 
and other power transmission equipment—these 
are the men regularly reached by Falk advertising! 


These are your best, most profitable customers! 





Your 
Protection 


Falk furnishes each distributor 
with a written statement of pol- 
icy, in order to facilitate deal- 
ings, prevent misunderstandings 
and avoid unnecessary corres- 


pondence. This written policy is 
of genuine value to you, as both 
you and we “know where we 
stand” at all times, 





k| Advertising reaches 
| customers ! 


omers! 





FALK Speed Reducers 


Falk Speed Reducers reflect 
Falk's broad experience in gear 
design and manufacture. Pre- 
cision-hobbed Falk gears are 
enclosed in self-contained, 
sturdy housings, available in a 
wide variety of ratios and 
capacities. They have proved 
themselves time after time under 
rigid service requirements and 
in every kind of duty. 


Falk Speed Reducers are built 
in parallel, horizontal, and ver- 
tical right angle types, with 
single, double and triple reduc- 
tion ratios. All are simple, com 
Lola Melle MLigelile 


From Power to 


THE FALK CORPORATION « Milwaukee 8 Wis. 
Established 1892 


Precision manufacturers of Speed Reducers . . . Motore- 
ducers... Flexible Couplings . .. Herringbone and Single 
Helical Gears... Heavy Gear Drives ... Marine Turbine 
and Diesel Gear Drives and Clutches . . . Steel Castings 
..- Contract Welding and Machine Work. District Offices, 
Representatives, or Distributors in principal cities. 


FALK Steelflex Couplings 


The Falk Steelflex Coupling transmits power smoothly, dampens vibra- 
tion, reduces shock, and cushions peak loads between driving and 
driven member. 


The secret of the success of the Falk Steelflex Coupling is due to the 
Falk grid-groove design, which provides flexibility and torsional 
resilience ‘to a degree not found in couplings of any other type. 
Provision is also made for free end float. The combination of these 
features has been the solution to many tough coupling problems. 
Truly, Falk Steelflex Couplings provide the very finest protection for 
connected machinery in every branch of industry. 


Now, the Falk Steelflex Coupling has been further improved so that it 
meets practically all industrial installation requirements. This is another 
reason why it will pay you to standardize on the Falk line . . . it is 
profitable to stock and sell 


FALK Motoreducers 


With Falk All-Motor Type 
Motoreducers you can inter- 
change motors, units—even 
parts—in a few minutes’ time, 
on the job. You can use the 
iitolicl Moh Mm Zell Maule) (4-9 4-1-1 ih od-1i 
spare motors and save valuable 
time with these versatile Falk 
units. Parts as well as units are 
fully interchangeable, without 
machining. A wide variety of 
Falk All-Motor Type Motore- 
ducers is available in vertical 
and horizontal models, with a 
horsepower range from | to 
75 h.p., and an output range 
from 1430 to 7.5 rpm. 


Production, it’s 


FALK 


...a good name in industry! 





ARE YOU SURE YOU'VE CARRIED 
NYLON-BRISTLED PAINTBRUSHES? 


If you want to make more 
paintbrush sales, read this carefully 


SOME PAINTERS think they’re using paintbrushes bristled with 
Du Pont nylon when actually they aren’t. And some distributors 
think they’ve been selling nylon-bristled brushes, when they 
haven’t. With the reputation nylon has achieved as an extremely 
versatile material, it’s natural that many might mistake other 
bristles for nylon. 

Our suggestion to you is to make sure you’re selling—and your 
customers are buying—nylon-bristled brushes. Show buy- 
ers the name nylon bristles stamped clearly on the handle 
of the brush. This is their assurance of more value for the 
money and complete satisfaction. And it’s your assurance of 
protection against customer dissatisfaction and possible loss of 
future sales. 

For no paintbrush gives the service of a ‘“‘nylon.”’ There is only 
one NYLON! And if a customer buys a brush he thinks is a ny- 
lon-bristled brush but the brush isn’t made with nylon, he’s 
going to be a dissatisfied customer—may turn to another dis- 
tributor with his trade. 

Just remember: because there’s no paintbrush like a “nylon” — 
because nylon-bristled brushes serve so well and last so long— 
there’s no other paintbrush that can provide you with the same 
sales advantage. There’s more value ina “‘nylon.”’ Because, though 
one customer may buy fewer brushes, more customers will buy 
more. And that’s your ticket to bigger sales, bigger profits—more 
goodwill too! E. I. du Pont de Nemours & Co. (Inc.), Plastics 
Department, Room 317, Arlington, N. J. 








ale bates | 


BETTER THINGS FOR BETTER LIVING Du Pont “Cavalcade of America’”’ returns to the air 
- THROUGH CHEMISTRY Monday, September 13—NBC network. 
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DUFF > NORTON JACKS 
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ourr-nonton # THE DUFF-NORTON MANUFACTURING CO. 
Y PITTSBURGH 30, PENNSYLVANIA 
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Misting the varied needs of your customers for 
bolts and nuts, lag screws, turnbuckles, and the 
like, becomes relatively easy when you handle 
Bethlehem fastenings. For the Bethlehem line is 
all-inclusive, containing hundreds of individual 
types and sizes of headed-and-threaded items. 


What’s more, Bethlehem Bolts and Nuts and re- 
lated products are known for their ruggedness and 
dependability. Made from tough steel by men who 
are specialists in fastenings manufacture, they have 
the strong heads, straight shanks and smooth, easy- 
fitting threads that keep customers coming back 
again and again. 








BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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Nowe PERMANENT MAGNET CHUCK 
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NOW ...new SMALL SIZES—-NEW FEATURES 


No. 408 Rectangular 
Model, with its small working 
surface (4” x 8”), is specially 
suited for use on small surface 
grinding machines, bench grind- 
ers and for bench work. Pole 
spacers are closer than on other 
rectangular models to permit 
holding smaller pieces. 


No. 412 Two-Line Rec- 


tangular Model, has work- 
ing surface, 4” x 12” and two line 
pole spacers. Useful for grinding 
rows of small parts as well as in- 
termediate and large sizes. Many 
types of work may be laid end-to- 
end over line spacers. Packing 
strips not required. 


No. 5R Rotary Model, 
is the smallest B & S rotary model. 
Holds work from 34” to 5” in 
diam. Control ring permits con- 


Grinding bushing ends on 
No. 408 Chuck 


BROWN. 6 SHAR 


These new models have all the advantages of other B & $ 
Permanent Magnet Chucks... ready portability, absence of 
wires and auxiliary generators, freedom from heating with 
attendant distortion of work, strong holding power—retained 
indefinitely. All, suitable for wet and dry grinding. For sale 
only in the United States of America and its Territories. For 
complete information write: 

Brown & Sharpe Mfg. Co., 

Providence 1, 'R. I., U.S. As 


trol of holding strength from any 
position in which chuck stops. 


No. 7R Rotary Model, 
next smallest rotary model, holds 
work from 1%,” to 7” in diam. 
The amount of energy or holding 
power in the face can be controlled 
by giving the operating handle a 
part turn, thus permitting work 
to be moved or tapped into posi- 
tion and centered accurately. 


es 5 Disc grinding of pump part on 
Group grinding on No. 412 Chuck No. 5R Chuck 














Another reason for handling 


DISPLAY... 


DISCUSS... 





_ DEMONSTRATE... 
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THE ONLY 


oF ABRASIVES F 


Abrasives by CARBORUNDUM are the only 
complete line of quality products in the field. 
They enjoy wide usage in a market of tremen- 
dous scope. Every concern in your territory is 
a prospective customer for abrasives. 


This completeness provides your representa- 
tives a chance to discuss abrasive needs and 
problems on every call. Known and accepted 
quality of these products leaves no question of 
efficiency "in grinding, sanding and finishing 
Operations. The support and cooperation of 


products hy cARBORUNDUM 


QNPLETE UNE 


TRADE MARK 


The Carborundum Company assures interest and , 


attention in discussing technical problems. 


Add to this the large amount of promotional 
and advertising support provided in the indus- 
trial field and it makes sense to put plenty of 
push behind abrasives by CARBORUNDUM. 
Your cooperation in displaying, discussing and 
demonstrating these abrasive products can be 
made to pay off increasingly in year round prof- 
itable volume. The Carborundum Company, 
Niagara Falls, New York. 


Abrasives by 
CARBORUNDUM | 


TRADE MARK 
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IN YOUR CORNER... 


WHEN YOU SELL ROEBLING “BLUE CENTER” WIRE ROPE 





SERVICE! Fast service that helps you meet cus- 
tomers’ needs on the dot! . . . Wherever you're 
located, there’s a Roebling warehouse within 
easy reach . . . ready to supplement your own 
stock ... enabling you to fill orders when wanted 
. . . by shortest route and quickest conveyance. 


And Roebling warehouses are more than geo- 
graphically strategic, they're completely stocked! 


When your order comes in, the goods go out .. . 
promptly, with no delay. 


This is the sort of service that brings new 
customers and keeps old ones. ... yet it’s only one 
business-building factor in the Roebling program. 


JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 
) 


TECHNICAL HELP THAT PAYS OFF 


Roebling Engineers and your Roebling Field Man 
are always ready to help you solve technical prob- 
lems . . . to suggest the right Roebling product for 


the job . . . the right way to use it for top perform- — 


ance and lowest cost. Make use of this service . . . it 
is bringing suppliers more and more orders the 
country over. 


ADVERTISING THAT SELLS IN YOUR MARKET 


Hard-hitting, effective, colorful page and two-page 
Roebling advertisements in leading business and 


f industrial papers reach every customer and prospect 
in your market. Telling the story of Roebling prod- 


ucts and service, month after month, they mean 
more sales and bigger profits for Roebling agencies. 


; 


Dy as AND INDUSTRIAL WIRE CLOTH & LAWN MOWERS 


an 


ve 


% WIRE ROPE AND STRAND * FITTINGS * SLINGS ~ 


% SUSPENSION BRIDGES AND CABLES * AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
*® SKI LIFTS * HARD, ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
: FLAT WIRE, COLD ROLLED STRIP AND 
* COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 


. \ ’ 
Ste ; . : / 
ii . U ifs bt, 
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A CENTURY OF CONFIDENCE @u») 


Sri v 
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Special Taps? 
YOU BET! 


The tap user who needs a type or 
size not listed in the GTD Catalog can put 
his threading problem up to “Greenfield’s” 
staff of threading tool engineers with com- 
plete assurance that he will get the tap that 
will do the job. A special thread form or 
pitch? A special point? An unusual shank or 
square? A reamer pilot? Whatever the 
problem, there are 75 years of tapping know- 
how ready to solve it, plus the ingenuity of 
men trained to creative engineering. 





From the drawing board, your 
“special” goes to a new “‘specials’”’ depart- 
ment where only specials are made; it is not 
sandwiched into the production schedule 
between lots of regular taps. Here are the 
latest in tap-making machines. Here are 
the best of the toolmaking craftsmen. Here 
is an inspection set-up usually found only 


in gage-making plants. 2 ] 
4 | 
No matter how complicated your hobs Calla ] 
“special” may be, it is made with greatest | 
speed — and at the most reasonable cost. | 
This is the ultimate test of special tap- THREADING 
making ability. 
“Greenfield” carries in stock hardened 


blanks in all standard sizes and dimen- When you buy GTD ‘‘Greenfield’’, you get a quality 
sions which can be finished to special of- product that comes from the world’s largest, 
pitches or thread forms at short notice. most modern threading tool plant and its research 
staff of threading engineers— PLUS SERVICE 
from the leading distributors and GID 


If you have a special tap problem, get in touch “Greenfield’s”’ field men in every industrial center. 
with the “Greenfield Man” through your 
nearest “Greenfield” distributor. 





iREENFIELD TAP and DIE CORPORATION asiccusr: 
+ 
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CHAMPION Lamps 
fit your business 


like a glove 


Fluorescent and Incandescent Lamps are 
““must’’ items on everybody's list. The re- 
placement business is sure and steady. 

CHAMPION Fluorescent—daylight and 
white, for regular circuits, instant start cir- 
cuits and low temperature service. 


CHAMPION Incandescent — clear, inside 
frost, white bowl, silvered bowl bulbs, for 
general lighting service, vibration and rough 
service, spotlight, floodlight, reflector lamps 
and infra-red lamps. 

The complete line has the quality and long 
life that is the result of forty-eight years of 
specialization in lamps for industry. 

Champion Lamps are sold outright—no red 
tape, no contracts, no restrictions —nothing 
to hinder you from getting new lamp business 
and more of it at lowest handling cost, maxi- 


mum profit. 


May we give you the whole story? 





% 
CHAMPION LAMP WORKS 


Lynn, Massachusetts 


LAMP 


A 


OIVISION 


OF 


CONSOLIDATEO 


ELECTRIC 






























“Hallowell” Shop Equipment of Steel is hitting an WORK BENCHES 
all-time high with mill, shop and factory mainte- 
nance men. It’s sturdy, all-steel construction — 
welded or hydraulically riveted joints — smooth 
splinter-proof surface eliminates frequent replace- 
ments. We make everything for the shop—trucks, 
tool stands, work benches, stools, foreman’s desks, 
chairs—all of steel—all of sturdy construction. 


“Unbrako” Screw Products are first with mainte- 
nance engineers and mechanics. Their precision 
and accuracy—their quality and strength keep STOOLS 
them in constant demand. The Knurled Head of 
the “Unbrako” Socket Head Cap Screw is a 
feature that saves time and money. The Knurled 
Cup Point of the “Unbrako” Socket Set Screw 
makes this a Self-Locking set screw that will 
never back-out in spite of the most chattering 
vibration. 


“Unbrako” and “Hallowell’ Products are sold 
through Industrial Distributors—if you do not 
already carry these products — why not let us 
help you to serve your customers promptly and 
efficiently. 


Fic. 732“ 
PAT'D - PATS. PEND. 
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FOREMAN'S DESKS 


OVER 45 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. SS SD 


JENKINTOWN, PENNA., BOX 519 


Boston @ Chicago @ Detroit @ Indianapolis @ St. Louis @ Sen Francisco UNBRAKO 


@ 





PAT'D & 
PATS. PEND. 


SCREW PRODUCTS 






Self-Locking 


Nut 
kits. 


~« 


You can’t tighten or loesen socket screws without a hex 


socket wrench,—so why not get our #25 or +50 
“Hallowell” Hollow Handle Key Kit which contains most F L £ ®& LO a 


all hex bits. 
«4 SELF-LOCKING NUT 


PATD- “ot ya 
PATS. PEND. 
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O-W 6%*/9 FILLER WIRE CABLE 








SHOVELS BECAUSE IT IS % 
FLEXIBLE AND RESISTS=— 
FATIGUE AND ABRASION j 
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FOR DRAG CABLES ON DRAG 

LINE EXCAVATORS, U-W 6/6 

FILLER WIRE 1S BETTER BECAUSE 

IT 1S COARSE AND RESISTS ABRASION 
BETTER, YET IS SUFFICIENTLY FLEXIBLE 


For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


We invite you to let UPSON-WALTON engineer your tough rope jobs. 


Copyright 1947—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Man Offices and Factory: Cleveland 13, Ohio 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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Engineers and maintenance men are astonished 
at the performance of the B & G Series 1522 
Pump .. . because this unit really licks the 
pumping jobs which usually cause trouble. 


A Mechanical Seal, instead of a stuffing box, 
is one of the reasons the 1522 gives such long, 
trouble-free service . . . especially where the 
pumped liquid contains foreign matter which 
is damaging to the ordinary stuffing box. The 
Seal is self-lubricating and eliminates the cus- 
tomary leakage through the packing gland. 


Removal of a few bolts permits separation 
into three parts — motor, bearing bracket sub- 
assembly and pump body. The motors used 
are standard units, with replacements readily 
obtainable from motor manufacturers’ stocks. 


B & G Series 1522 
Pumps are available as 
all-iron, bronze-fitted 
or all-bronze units. 


Complete engineering 
information is given in these 
two catalogs . . send today 

for your copies. 
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Hydro-Flo CENTRIFUGAL PUMPS 


BELL & GOSSETT CO. + Dept. AP-35, Morton Grove, Illinois 


* REG. U. S. PAT. OFF. 
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KABLE KORD 
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Gilmer Kable Kord easily absorbs 
in lumber mills. 
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GILMER SALES POLICY 


This is what the Gilmer Sales Policy*w.fers: 


1. A “buy-through-Distributor” policy; no factory 
sales in competition. 


2. A widely-experienced District Manager affords 
frequent direct sales help. 


3. Engineering assistance when needed from fac- 
tory power transmission specialists. 


4. Distributor protection. 
5. Uniform discount schedules. 
6. A profit on every sale. 


7. Full jobber profit on non-stocking Special Pur- 
pose Belts. 


8. Catalogs, direct mail, and national advertising 
in a balanced program. 


9. Monthly bulletins from the factory. 
10. Stockroom and merchandising aids. 
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HOSE and PACKING 


ADVERTISED TO YOUR CUSTOMERS 
Telling them to “Get in Touch with your 
Gilmer Distributor.” In current issues of... 
FACTORY MANAGEMENT & 
MAINTENANCE and MILL & FACTORY 










































AL IF YOU 


FOR ORDINARY 
APPLICATIONS’ | 


(aA & 
a 











Buy your precision screws, socket 
keys, dowel pins and pipe plugs 
from your Allen dealer and get 
real service on a line of over 1500 
standard items, accepted all over 
the world as “tops”. There’s no 
more respected guarantee of qual- 
ity than the Allen trade mark. 






WARNING 


Allen-TYPE screws aren't 








BUY FROM STOCK N 
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LEN ‘IF YOU HAVE 
AN ENGINEERING 


\ 0B INVOLVING 
FASTENERS” 














Write the factory direct for 
authoritative and imaginative 
engineering service on fastenings, 
backed by unmatched breadth 
of screw manufacturing facilities. 
Write here, too, for descriptive 


folders you require. 


ALLEN HANDI-HEX DRIVERS 
For continuous use, driving smaller size 


hex socket screws. Blade adjustable, 
reversible and renewable. Speeds assem- 
bly and cuts cost. 

























Keynote of all 


Allen 
Adverti 


“Allen products are sold only 
through leading distributors... 





call on us direct for descriptive 








folders, catalogs and engineer- 
ing assistance.” 


x *k * 


This message or its equivalent will 
be repeated to a circulation of 
3,634,000 designers, purchasing 
agents, production executives, 
foremen and management men 
in twelve months’ time emphasizing 
that: 


1. Allen distributors enjoy com- 
plete protection. Every Allen 
screw, pipe plug and dowel pin 
sold is credited to the proper 
distributor, whether he makes 
the sale or whether it results 
from a direct inquiry. 


2. Allen gives you constructive 
sales help, not only through the 
Allen factory sales representa- 
tivein your locality, but through 
factory sales promotion and 
engineering assistance. 













Our policy is to continue making 
the Allen line not only a fine one to 
stock... but one profitable to push. 












see’ 









only , 

Secs “ 

Ptive 

eer- 

will 

1 of 

ing 

es, 

nen 

ing I n thousands of plants throughout the country 

Curtis Model ‘‘C”? Air Compressors are 

delivering a completely satisfactory air supply 

“a under widely varying conditions. 

in The precision construction of every Curtis 

er | Air Compressor assures dependable, trouble- 

es free operation with less wear, unusually long 

its life and low operating and maintenance costs. 
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For AN ADEQUATE, DEPENDABLE AIR SUPPLY 


-* CURTIS 


“PRECISION BUILT” 


AIR COMPRESSORS 


Curtis Air Compressors are available in sizes from 4% to 50 H.P. 
Write today for full information or simply fill in the coupon below. 
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Curtis economy results from such outstanding 
design features as: 





@ Timken Roller Bearings || 





@ Positive Lubrication — Self-oiling | 





@ Carbon-free Disc Valves 





@ Automatic Pressure Unloader || 






@ Precision Construction Throughout 










CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Louis 20, Missouri 














Please send me Form 
C-7 on Curtis Air Hoists, 
Air Cylinders and Curtis 
Air Compressors. 
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MARVEL” Has 


the edge 








MARVEL High-Speed-Edge Blades assure Faster, more Accur- 
ate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a genuine 18% 
Tungsten high speed steel cutting edge electrically welded 
to an exceptionally tough, strong alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 





: Genuine 18% Tung- 
With greater accuracy, higher production and lower cost per 1. sten High-Speed-Steel 


cut, come the extra dividend of Safety, for MARVEL High- tting edae. 
Speed-Edge Hack Saw Blades are Positively Unbreakable— Cem 


they will not shatter. 2 Tough _ unbreakable 


alloy steel body with 


MARVEL High-Speed-Edge Hack Saw Blades cost no more hardened eyes. 


than ordinary high speed blades. MARVEL High-Speed-Edge 
Hole Saws not only have the “edge” but the tough alloy steel rT lded 
bodies which give them the extra strength needed for deep — Y Pr ed to 
work on drill presses and lathes. MARVEL Band Saw Blades om . a tast-cutting, 
come welded to size ready for use, packaged in individual bled py yen: He 
boxes . . . these three lines of superior metal-cutting saws a. reed Is positively 
constitute the very finest blade service you can offer your aie 
customers. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 


5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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Better Machines-Better Blades , Py 
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THE MARK OF QUAI T= ——» 


The Right Fitting 
.. The Right Fit 


Weatherhead Fittings are 
precision machined to 
S.A.E. Standards. Threads 
and bodies are clean cut for 
exact fits. 

You can depend on 
Weatherhead as a reliable 
source for a complete 
range of sizes and 


types of fittings. 


Look Ahead with 


“= Weatherhead 


CLEVELAND 8, OHIO 


PLANTS AT CLEVELAND, OHIO ¢ ANGOLA, INDIANA @ COLUMBIA CITY, INDIANA 
HOUMA, LOUISIANA e ST. THOMAS, ONTARIO, CANADA 
| 
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To INCREASE your industrial Air 
Compressor sales, mail the coupon below 
and get the whole story on the Wayne aux- 
iliary Unit Plan. It makes sales easier. Wayne 
Compressors are not only backed by a strong 
business paper advertising campaign, but we 
offer a training program for your salesmen 


TRAINING PROGRAM FOR YOUR SALESMER! 


A PLAN THAT HELPS YOU SELL! 











e 
ved Ww f 4 
- 
rs a : 


which will help them sell departmental units 
in much greater volume. Prospects for Air 
Compressors are everywhere and this train- 
ing, plus attractive literature and other sales 
helps, supply your men with the technical in- 
formation to get the orders. Use the coupon 
below to learn more sbout Wayne Franchise. 


| 








i) 
" 


\\ THE WAYNE PUMP COMPANY 
4 FORT WAYNE 4, INDIANA 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 





WAYNE INDUSTRIAL 
AIR COMPRESSORS 
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“OVERHEAD” SHOWS A PROFIT 


... When material handling is the problem 


The new WRIGHT Speedway Electric Hoist is a 
rugged package of power with more exclusive sell- 
ing features than any hoist in its class: grooved drum; 
full 12-foot lift with no over-winding; pre-formed wire 
rope with swaged fittings for anchoring; Timken tapered roller- 
bearing trolleys; standard NEMA motor frames and ratings 
... many others. Capacities from 250 to 2000 
pounds. Write us at York, Pa., for folder 
DH-1250 for the whole story. 


York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, 
New York, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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and expanding. You can offer a complet 
rinders, flexible-shaft tools, and the Dumore” 
hore tools are now on the way. Every Dumore 
hany types of set-ups and operations, That's « 


quality on tools — accepted for decades by 

fe pendability. You can recommend a Dumore tool 

‘No worry about expensive maintenance and recalls, 
fidence, That’s real prestige! 





W Bys at your service. Theya 
of Duffiore tools, They ar are eager to train your personnel 
ales. Their experience is a real sales asset! 


Dumore advertising gives you constant, powerful support. Colorful, dominating 
sales messages play up your services — pull inquiries — open the door for you. Dumore 
not only sends you these valuable leads, but also supplies sales tools to convert them into 
profitable Dumore sales. That’s real sales support! 
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EASONS WHY DUMORE® 


line $or yout 


Yes — it’s easy to sell Dumore! That’s because it’s an 
old established line — advertised, recognized, and ac- 
cepted. Shopmen know the name “Dumore” on a tool 
is the best guarantee of quality they can ask for. 
However, even the 8 big advantages listed on the 
opposite page won’t do the whole job. The only way to 
really cash in on a major profit line like Dumore is to 
push it for all it’s worth. 


As a sales tool, ‘““Here’s How” is a power-house! 76 
pages crammed full of factual information on how 75 
different plants have cut production, maintenance, and 
toolroom costs with Dumore! No conscientious shop- 
man can pass it by. 

That’s how you make it work for you. You don’t send 
a copy or deliver one, You make a call to show your 
copy. It is obviously worth your prospects’ time — so 
they listen while you leaf through the book and: 


i. Show them what a Dumore Grinder is (in case they don’t 














sr 


es 


minating 
Dumore 
hem into 


- 
use 


already know). 


2. Show them how to use Dumore Grinders on any 
rig machine tool, on used machine-tool bases, bench- 


5 \ Pe mounted, or in special set-ups. 


3, Show them how other plants have used Dumore tools for 
every type of grinding, for drilling, and for light milling. 

, 4. Show them page after page of illustrated reports — 

he on time-saving, cost-cutting Dumore set-ups in pro- 
duction, toolroom, and maintenance work. 





+> 

5. Show them the complete selection of sizes and types of 
Dumore tools available for use in their own plant. 
As you leaf through “Here’s How,” point out applica- 
tions of particular interest to them, Ask about their 
plant operations. Suggest ways they can use Dumore 
tools. Often you will be taking an order before you're 
through showing the book, 


“Trade Mark Reg. U. S. Pat. Off. 


Flexible-Shaft Tools 


It's up to you to capitalize on these 
8 big advantages —and it’s easy! 


Talk Dumore on every call. Make special Dumore 
calls. Blanket your area — the little shops as well as the 
big plants. Identify yourself as the Dumore distributor 
— on your buildings, on your trucks, in your local ad- 
vertising and direct mail. See that your prospects re- 
ceive the Dumore Shop Talk. Display Dumore in your 
windows, and on your floor, Then you really sell 
Dumore — and you really roll up the profits! 


Use “Here’s How” to open the prospect’s door 
— to tell the Dumore story — to sell the Dumore line 





When you have shown the book, offer to send a per- 
sonal copy to your prospect. Use the postcard Dumore 
supplies, to forward his request. His copy of “Here’s 
How” will keep on selling for you in your absence. 

Let “Here’s How” pave the way to increased Dumore 
profits. Start using it on your calls today! 
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DISTRIBUTORS: A few Dumore Industrial Fran 


chises « available lf you are interested in 
handling Dumore Industrial Tools in your area, 
please write us for information. The Dumore Com 
—_ 


pany, Dept, G-3 Racine Wis nsin 














RACINE, 


Sold by leading distributors in all principal cities 
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F Greater Profits 
4 sell the 
lt Lacing Products 


that have the Biggest 
Consumer Demand... 
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~\\ @ BUILDS REPEAT SALES! In over 30 gor ready sales— 

; \ years’ experience manufacturing belt lacing DEMONSTRATE 
\VAN products exc/usively, Clipper has developed __ the Clipper No. 9 
\Y¥< the world’s finest belt hooks. These are enna 
yy made of the highest quality belt hook wire, 


produced solely for our use. Longer satis- 
factory service is assured. When these top 
quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the best combination—one which 
saves the most money for your customers— 
BUILDS REPEAT SALES! 


CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan 
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Scientific action of jaws forms perfect loops 
for maximum size LUBRIHIDE connecting pins. 
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Scientific action of jaws. 
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LACING FQUIPMENT 
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Courtesy United States Lines JMLco F-GGIb 


SURE OF HER BEARINGS! 


A ship at sea is dependent on its navigator for 
direction and on its engines for power. Efficient 
bearings are necessary to the continued success- 
ful operation of these engines. The proper bearing metal, therefore, is 
of fundamental importance to the efficient operation of ships... and 
to the efficient operation of any machine that uses bearings. 
Federated’s complete line of bearing metals offers the right alloy for 
your specific application. “XXXX Nickel” and “Thermodyne” tin- 
base babbitts for rugged service; “Merit” metal and “Record” lead- 
base babbitts for lighter loads; “G”’ and “S” lead-base 
babbitts for precision bearings or special properties. 


For information, or to order, call or write any of 





Federated’s 11 plants and 25 sales offices coast to coast. 


Sedidt METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N. Y. 
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Resistance to Rust Re-Usable 

. Resistance to Corrosion Easy to Clean 
Non-Magnetic High Strength 
Non-Sparking Long Service Life 

. Attractive Appearance 10. Lower Ultimate Cost 


—an amazing combination of advantages in favor of non-ferrous 
and stainless steel bolt and nut products. 

Prompt Shipment from Stock . . . Bolts, Nuts, Screws, Washers, 
Rivets, Accessories . . . Harper maintains stocks of over 5,000 indi- 
vidual items in Chicago and New York ... large quantities of each. 


Nothing in common steel. Other non-ferrous arid stainless fasten- 
ings being added constantly. Specials made to order from ample 
stocks of new metals. Write for catalog. 


HARPER 


SOOSOOOSOOOSSHHOSOSSSOOOHSOOHH OOH HOHSSOOSSOHSSH SOS OOOOEOHOSHSOOHOOHEHOOOOOOOOCOOOEEEE 


THE H. M. HARPER COMPANY remanne C4icaga+ New York 
2622 FLETCHER STREET, CHICAGO 18— Q54 

585 WASHINGTON STREET, NEW YORK 11 —— 

Branch Offices: Los Angeles, Beston, Philadeiphia, Milwaukee, 

Cincinnati, Dallas, Cleveland, $t. Levis. 

Representatives in other principal cities 
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BUTTERFIELD 


BACKS THE DISTRIBUTOR 


Recognizing the vital role Distributors 
play in efficient marketing of industrial 
products, Butterfield advertising is specif- 
ically slanted to direct business to you. 


Every Butterfield ad carries the exclusive 
Basic Sales Idea: “BUTTERFIELD .. . THE 100% 
INSPECTED TOOLS’’—a factual statement that 
gives a big reason why Butterfield tools 
are so reliable...so uniform in quality...so 
dependable in performance. And Butter- 
field's advertising in MACHINERY, MILL & 
FACTORY, and AMERICAN MACHINIST during 
1948 will carry no fewer than 775,422 


selling messages to prospects — your 
prospects included! 

This is just the beginning of a campaign 
that will give you more and more proof 
as time goes on that BUTTERFIELD BACKS THE 
DISTRIBUTOR. BUTTERFIELD DIVISION, Union 
Twist Drill Co., Derby Line, Vermont and 
Rock Island, Quebec. 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 


TAPS «+ DIES « REAMERS «+ SCREW PLATES 
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unting Bronze Bars and 
Standard Stock Bearings are available, 
coast to coast, from hundreds of 
Siebel etelcamelcole am GrieuaZtelcae Ol tieulelticons 
... Wherever the need may be the 
Leading Distributor is almost 


certainly the le rerenenens Dy isculolerces a 
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The Bunting Brass & Bronze Company 


TOG Do oo Se ee 


3 yatta 


BRONZE BEARINGS e BUSHINGS e PRECISION BRONZE BARS 
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There Are Half-a-Hundred Reasons Why 
You Can Make More Hand Truck Sales! 


THERE ARE FIFTY MODELS and SIZES 
in the AMER'CAN HAND TRUCK LINE 


When it comes to making more hand truck sales you have 
plenty in your favor with husky pressed-steel Americans. 
The complete line of fifty models and sizes puts American 
in the lead to handle every type of hauling job. 


Each and every one is constructed of pressed-steel. 
Americans are built to stay on the job and keep main- 
tenance costs low. 


Fast rolling American “Steelite’’, Ball Bearing, Rubber 
Tread Wheels hustle more material faster ... move more mate- 
rials per man-hour through smooth-rolling performance. 


American Hand Trucks are perfectly balanced... Make 
it easier for truckers to handle heavy loads... Increase 
trucker efficiency. 


Americans are the profit line for you—more 
trucks for more jobs result in increased sales. 
Write today for further information. 


The Umerican V4lley 


4220 WISSAHICKON AVE., PHILADELPHIA 29, PA. 


AMERICAN 


PRESSED~STEEL 


HAND TRUCKS 
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TRADE AND BUSINESS MAGAZINES 
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...Up to $30.00 PER WEEK 
per man if you ‘sand by hand 


Fast, economical sanding — smooth, uniform surfaces — that’s what 
you get with a Sterling Portable Electric Sander! Use it for either 
occasional or continuous heavy production, maintenance and repair 
work. Use it on furniture, displays, boats, refrigerators, cabinets — 
yes, for sanding, rubbing or polishing your product! 


The Sterling is vibrationless, lightweight, easy to operate on 
flat or curved surfaces. Its “Orbital Motion” principle is the 
secret of its success — see for yourself this amazing feature, 
Your distributor will demonstrate the Sterling Sander 


at your convenience. Call him today — start saving 
time and money today! 





Write for illustrated folder! 


STERLING TOOL PRODUCTS CO. 
1336-F Milwaukee Avenue, Chicago 22, Illinois 


STERLING »° SANDER 


PORTABLE ELECTRIC 


SANDS (COARSE OR FINE), RUBS AND POLISHES 
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Right Now!... 
UNION IS 
BUILDING 
BUSINESS 
FOR YOU 

With Over 


1,000,000 
Sales Messages! 
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During 1948, in foremost, they’ll see, prominently fea- ho other 


carefully selected magazines, tured in every ad, this all- 


Union is publishing a total of important advice: ‘CONTACT cutting tool 


1,168,200 hard-hitting, full- YOUR LOCAL DISTRIBUTOR.” 


page-and-color sales messages Union’s fast-growing promo- will outperform 


to users of cutting toolsthrough- tion is carefully planned to 


UNION TWIST DRILL COMPANY 
Athol, Massachusetts 


MILLING CUTTERS «+ GEAR CUTTERS + TWIST DRILLS 
We own and operate S. W. CARD MANUFACTURING CO., Division, Mansfield, Mass. HOBS + REAMERS + CARBIDE CUTTING TOOLS 
BUTTERFIELD DIVISIONS, Derby Line, Vt., Rock Island, Quebec. Manufacturers of Taps, Dies, 
Screw Plates, Reamers 














out industry. maintain the distributor’s key 

When your customers read position in the sales picture. 
these messages — as they surely And as this promotion snow- 
will —they’ll see striking illus- balls along you'll find continued 
trations pointing upthedramat- 100% cooperation building big- 
ically repeated fact that: ‘No ger business for Union Cutting 
OTHER CUTTING TOOL WILL Tools—and bigger volume and 
CUTPERFORM A UNION.” And profits for you. 
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Many LYON Dealers and their customers have 
found it possible to supply us with steel in 12 to 
24 gauge sheets. In such cases, we will buy the 
steel from you and ship the pound-for-pound 


equivalent in EITHER 


... any selection of LYON standard products (see 
partial list below) at regular published prices... 


OR 


...assemblies, subassemblies, parts, etc., for 
your customers’ products—to their specifications 
—1in an even wider range of gauges —8 to 30. 

For complete details, write or ask your near- 
est LYON District Office. 





L Y Oo i METAL PRODUCTS, INCORPORATED 


General Offices: 753 Monroe Ave., Aurora, Ill. 


Branches and Dealers in All Principal Cities 


A PARTIAL LIST OF LYON PRODUCTS ~ 











© Shelving © Kitchen Cabinets = ¢ Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands ¢ Flat Drawer Files 

® Lockers © Display Equipment ¢ Cabinet Benches © Bench Drawers © Shop Boxes Service Carts ¢ Tool Trays ¢ Tool Boxes 

© Wood Working Benches ¢ Hanging Cabinets © Folding Chairs © Work Benches © Bar Racks © Hopper Bins © Desks @ Sorting Files 
@ Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools @ Ironing Tables 
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Wickwire Ropeis Tissue Tested’ 


With the same scientific care a physician uses in examining human tissue, 
technicians in the Physical Testing Laboratory of Wickwire Spencer’s Rope 
Mill test samples of wire imbedded in plastic ‘‘buttons.”” Samples from coils of 
wire are ground, polished, etched, microscopically examined and the findings 
recorded. 

What's this got to do with wire rope? The grain size has an important bearing 
on the life span of the wire. Because the quality of the steel in the rope wire is 
just as important for dependable service as is the construction of the rope, 
Wickwire uses only such wire as passes the Physical Testing Laboratory’s 
exacting standards. 

For the utmost in performance, safety and long life, specify Wickwire Rope. 
It is available in all sizes and constructions, both regular lay and WISSCOLAY 
Preformed. Call on Wickwire distributors and Wire Rope engineers to help 
solve your wire rope problems and supply the right rope for your needs. 





HOW TO PROLONG ROPE LIFE AND LESSEN ROPE COSTS 


Thousands of wire rope users have found that the information packed 
in the pages of “Know Your Ropes” has made work easier and rope 
last longer. It’s full of suggestions on proper selection, application and 
usage of wire rope. It’s easy-to-read and profusely illustrated. For 
your free copy, write, Wire Rope Sales Office, Wickwire Spencer 
Steel, Palmer, Massachusetts. 


WICKWIRE ROPE 


4 PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 


WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. 


SALES OFFICES—Abilene (Tex.) « Boston « Buffalo * Chattanooga * Chicago * Denver « Detroit « Emlenton (Pa.) « Philadelphia » Tulsa + Fort Worth * Houston » New York 
PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 
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Industrial Distributors: It's performance like this that makes 
Atkins ‘’Curled-Chip” metal cutting easier to sell and keeps 
your customers coming back for more. 


It's easy to see why the Atkins “Curled-Chip” Method of 
metal cutting so often results in sensational reductions in 
cutting costs. Where the conventional angular tooth must 
push against a vertical face, the inward-curving Atkins 
“Curled-Chip” tooth gets under the chip and lifts it in a 
continuous clockspring-like coil. Result: Less tooth-dulling 
heat — faster cutting speeds — heavier feeds — cleaner, 
truer cuts that need less re-machining. 


Sell Atkins performance and you build customer satisfaction 
that means more volume, steady business, greater profits. 


& ¢.. ATKINS AND COMPANY © Home Office and 


Factory: 402 S. Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon e Branch Offices: 
Atlanta « Chicago » New Orleans.» New York + San Francisco ee 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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STRENGTHEN 


Quaker Pre-Tested Products Assure Positive Performance 


king the fabric that goes into 
more than eighteen tests 
of the 9001 carrying the 


Pulling - -- stretching - - 
Quaker products is jus 

to produce top quality in ever 
Quaker trade-mark. 

The tensile test shown above is to assure fabric for belts 
that will meet and beat the recommended horsepowe' trans- 
mission «°° hose that will withstand all pressures encoun- 
tered under working conditions. 

When you specify Quaker products, you are sure of peak 
performance —pre-tester in the laboratory and performance 
proved throughout industry. For higher plant efficiency 9" 
lower operating costs, call your nearest Quaker distributor. 
He and the Quaker sales engineer are teamed to provide 


accurate recommendations on belting. hose and packings: 


PORATION 


5 « Chicago 16 « Houston | 


QUAKER RU 


PHILADEL PHIA £ 4 


BBER cOR 
w York F eK eveland | 


Neste 


QUAK 


° Seattle 4 


htitesiimeetiiaal 


RUBBER 


BELTING FOR 
MAXIMUM HORSEPOWER 
TRANSMISSION 


Huge fiat belts driving large fly- 
wheels oF small fractional horse- 

wer drives on small motors - -- 
Quaker pre-testing develops belts 
for every need of Industry + + ° 
belts to assure peak efficiency 
under all operating conditions. 


HOSE THAT STANDS 
WEAR AND ABRASION 


Hose for air, steam, water, oil, gOS, 
chemical, fire, or paint, Quaker 
makes it and makes it to fit the 
needs of Industry - + + each length 
of Quaker hose is made right...pre- 
testing assures peak-performance- 


PACKINGS FOR TIGHTER 


SEALS .-- LONGER WEAR 


Quaker packings are scientifically 
engineered for every use—for 
pumps, refrigeration compressors, 
water lines, valves and the many 
other places in Industry- Each pre- 
tested for positive performance. 


PRODUCTS 


custom m 
ade for every industrial use 


IN 
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Hearing is Believing” iy 


AMERICAN PHILLIPS 
SCREWS 


Cut Costs-Kite Sales 


_.-when you listen to 
makers of Electronic products 
like these: 


Says one hearing-aid manufacturer, “American Phillips Screws save 
us as much as 50% in time alone — and what they’ve saved us by panishing spoilage runs 
into even more money!” Simply because American Phillips Screws can’t slip, can’t slash, 
can't drive any way but straight. And because they’re so much easier to handle, aim, and 
..» without “dropsy- 

American Phillips Screws give all types of products @ smart new 
jmproved @ nce over ugly, purred, slotted screws- And 
power and greater vibration-resistance 
ds — you've got an earful that drives home more 

Screws can do for yorr product. Write. 


AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicage I: 589 E. IMinols St. Detroit 2: 502 Stephenson Building 





ALL TYPES 
ALL METALS: Steel, 
s, Bronze, Stain- 
Aluminum, 
Everdur (sili- 
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The wide selection of chain available to you is the secret of 
more sales for McKay “Engineered” Chain. This selection enables 
you to fill every customer request for chain used in farm, home, 
shop and factory. 


When you handle McKay “Engineered” Chain, you can sell 
your customers with the confidence that you are giving them good 
chain—n.ade in the most modern chain manufacturing plant in 
the country with equipment that is specially designed by McKay 
Engineers. 


Tell your McKay jobber or representative the types of chain 
that are best sellers in your area and let him show you how you can 
sell more chain, more profitably, and with less effort when you 
handle the McKay “Engineered” Chain line. 


WELDING ELECTRODES COMMERCIAL CHAINS 
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here’s a McKay Chain 
for Every Use 


for Farm... 


* Cow Ties - Trace Chains - Well 
Chains - Stage Trace Chains - 
Stretcher Chains - Halter Chains 
* Wagon Chains - Breast Chains 
* Tie-out Chains - and many 
others. 


for Home... 


* Twist Link Machine Chain - 
Victor Pattern Coil Chain - 
Sash Chain - Repair Links - Tow 
Chains - Tire Chains - Jack 
Chains - and many others. 


for Shop... 


* McK-Alloy Chain - Hi-Test 
Chain - Sling Chain - Proof Coil 
Chain - Iron Dredge Chain - 
Steel Shovel Hoisting Chain - 
and many others. 


TIRE CHAINS 











21: pages of pertinent engineering data and installation information on Wood's 
“Sure-Grip’’ and Standard Sheaves, and ‘’Sure-Grip’’ V-Belts. Write for your free 


copy, today. .. on your business letterhead, please. 


Wood's “‘Sure-Grip ‘Sheaves are available from STOCK for A,’B, Cand D Grooves. 


T. B. WOOD’S SONS COMPANY 


CHAMBERSBURG, PENNSYLVANIA 
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UTICA TOOLS...accurately designed — precision made of the 


highest quality alloy steel—with electronically hardened 


cutting edges ... have consumer acceptance everywhere. 


Their sale is sure to bring steady, repeat business. 


Sold Through Recognized Jobbers 
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250 # 
STEAM PIPE 
UNIONS 


D 
BLACK OR ZINC COATED " UNDERWRITER LAB: abet 
FOR HAZARDOUS ul 


BRASS SEAT 
GROUND JOINT 
CLOSE TOLERANCE 


‘/ 4/ 4/ 
made from approved 


solid bar steel. 


3M 
“A, made from solid 


bar and high grade 
steel forgings 





Ml 
| forged steel 
parts throughout. 


Every step in the manufacture of these unions, from raw 
steel to finished product, is handled in our plant assuring 
rigid inspection and controlled quality. 





REPRESENTATIVES IN PRINCIPAL CITIES 


ORIGINATORS OF 
STEEL PIPE UNIONS 
AT POPULAR PRICES 


A QUARTER 
CENTURY 
OF PROGRESS 





* COUPLINGS - NIPPLES - KWIK - HEAT COILS 


/ CAPITOL MFG. & SUPPLY CO., COLUMBUS, OHIO 
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PLANTS IN: ST. LOUIS, MO. 





—- | 
Custom-Alloyed or Standard Bearing Metals 


National Bearing Division offers a complete line of bearing metals — 


or any type of non-ferrous alloy to required specifications 


N-B-M Babbitt Metals have gained nationwide 
recognition for these important reasons: virgin 
metals are used exclusively... alloys are correctly 
proportioned ... blending is controlled. Specify 
any of the following service-proved babbitts for 
long range economy and trouble-free service: 
“Nickel” Babbitt “Diesel Engine’ Babbitt 
“Improved” Babbitt “Rex Babbitt 
“Regent” Babbitt “Genuine” Babbitt 

“Extra Copper-Hardened” Babbitt 

For unequalled performance in heavy duty serv- 
ice, specify “Tiger Bronze’’. “Tiger Bronze”’ is 
specially compounded to give maximum density 
with minimum friction . . . withstands heavy 





shock and pounding. Furnished in cored or solid 
bars, rough or machined. 


When your bearings are subjected to unusually 
severe or heavy duty service, call the nearest Na- 
tional Bearing Division service engineer. Many 
bearing applications require ‘‘custom-alloyed” 
bearing metals for lining and shells. National 
Bearing has the unique ability, acquired by 74 
years of experience, to give you thorough engin- 
eering service on problems of design, stress load- 
ing, alloy and lubrication. 

For fewer shutdowns and lower maintenance 
costs, let National Bearing’s unique service take 
over your bearing problems. 


NATIONAL BEARING DIVISION 


¢ MEADVILLE, PA. - NILES, OHIO - PORTSMOUTH, VA, © ST, PAUL, MINN. 


ST.LOUIS * NEW YORK 
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Internal Grin 


about these six 

1. Take heavy; fast cuts. 

2. Have exceptionally long life. 
3. Are uniform in size and grin 


4. Are accurately centered --° 


to face. 
5. Afford consistent duplication, 


results. 
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like these might 
be made in the plants of your customers 


ESTABLISHED 1840 


REG.US.PAT OFF, 


dence 
1776. 


Day after day, in plants like 
those of your customers, a Disstoneer is 
helping to speed up production and cut 
manufacturing costs. Practically every 

kind of cutting problem is given him 
to solve. Thus no matter what the 
operations of your customers may be, 
nor what materials they cut, you will 
find that the Disstoneer has encoun- 
tered similar conditions many times 
before. 


This valuable experience may be 

utilized by you and your salesmen. 

Your customers are being told 

WHEN YOU SELL A repeatedly in Disston advertising 
DISSTON PRODUCT YOU - : . - . 

that this service is available without 

SELL charge or obligation. They are also 

DISSTON being told: “‘Get in touch with 


STEEL your local Disston Distributor.” 
SKILL 


and 


SERVICE 


HENRY UISS|ON & SONS, INC. 723 Tacony, Philadelphia 35, Pa., U.S. A. 
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Valves and 
Send for 9% 
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ample leverage + ** no runt-and-groae ef- 
fort needed tO oper oF shut this valve. 
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Buy from 
r easy operation and simple Your Local 
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‘Our Whiting Hoists 
Run Il Hours a Day 


"We've had six Whiting electric hoists operating seven days a week, 
ten to eleven hours per day, for several months—lifting tandem truck 
axles, and special truck bodies. We like them! First, our men find they 
operate easily and safely... carrying work to any desired spot. Another 
factor is the low operating cost—so far we have had no maintenance 
expense. What’s more, by switching from chain blocks to Whiting 
hoists, we have eliminated scraping of painted surfaces on truck bodies, 
In short, Whiting electric hoists fit our handling operations very satis- 
factorily. We are completely satisfied with their performance.” 


C. B. SODERQUIST, 
President and Manager 
Motor Truck Equipment Co. 


Plant managers all over the country are proving how 
economical it is to move heavy loads with the new Whiting 
electric hoist. They’ve found that this hoist will handle loads 
up to two tons, 13 times as fast as a hand hoist... releasing 
men and machines for productive work. Workers like them, 
too, because they make it so easy to handle back-breaking 
loads. 

Whiting hoists can be installed by one man, yet are so 
rugged they will stand up under heavy duty. The one-ton 
unit weighs only 94 pounds. It has steel from hook to hook, 
and precision ball bearings throughout. 

Whiting hoists are available for polyphase or single-phase 
operation. To install, simply hang them up, plug them in, 
and they’re ready to go. Investigate these new time and 
money-saving hoists. 





- « « IT PAYS A PROFIT! 
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Write for Bulletin H-100A 
WHITING CORPORATION 


15652 Lathrop Avenue, Harvey, Illinois 


Send me a copy of your Bulletin H-100A 
describing the new Whiting electric hoist. 


O 
O 


I ieccnereneserncinins 


We are interested in handling the Whiting electric hoist line. 
Send me full information. 
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STANDARDIZATION 
SIMPLIFIES STOCKS 


Careful Study Streamlines 
ideal’s Line for Greater 
Turnover and Profits 





To make it easier to stock and 
sell IDEAL products, a thor- 
ough study of every item— 
and analysis of sales—has 
been made. Every product, 
size and model now in the line 
is a proved seller on which the 
distributor can expect a rea- 
sonable turnover and good 
profit spread. 


Sizes for which there was only 
occasional demand have been 
discontinued. Certain prod- 
ucts for which the market was 
limited have been dropped en- 
tirely from the line. 


It is emphasized that in the 
IDEAL line the distributor 
salesman still has a most com- 
plete line of popular products 
to make his selling job easier, 
his earnings greater. 





FREE DIRECT MAIL 





IDEAL’S big national adver- 
tising campaign does double 
duty as your local advertising 
when you tie-in with free di- 
rect mail. 


Two new, hard-selling pieces 
are now yours for the asking. 
One features IDEAL “Wire- 
Nuts” and is primarily in- 
tended for mailing to electri- 
cal equipment manufacturers. 
Order by Form No. WNB-348. 
The other covers the IDEAL 
line of Commutator Mainte- 
nance Equipment. It is for 
mailing to industrial plants, 
public utilities, steel mills, 
railroads, coal mines and oth- 
ers. Order by Form No. CMB- 
448, 


Both are free to distributors. 
All you do is stamp, address 
and mail them. Distributor’s 
name is imprinted on reply 
cards. 
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\ Super Powered! 





This IDEAL “Tank Type” Cleaner 


Display Tells its own sales story 





New, Improved Catalog 
Out About June 15 


IDEAL’S big, new, better 
looking, easier-to-use catalog 
will be ready for you on or 
about June 15. With dozens of 
new photographs, latest speci- 
fications and information to 
help the salesman, the new 
catalog will be of loose-leaf 
type so that pages can be 
added as new products are an- 
nounced. All franchised dis- 
tributors will receive a supply. 








Boost Cleaner Sales 
with Free Display 





Here is a practical display 
that is a “salesman” for you 
all through the business day. 
It not only illustrates the 
Cleaner’s many features, but 
also lists typical users. Set up 
with a Cleaner, the display 
only requires floor space 48 
inches wide, by 42 inches deep. 
The display board, 30 inches 
wide, 48 inches high, is free to 
all Cleaner distributors. Put it 
to work for you. 





Voltage Tester Proves 


Here’s a tip straight from the 
reports of many distributors. 
Salesmen are finding the 
IDEAL Voltage Tester is the 
“door opener” that results in 





Good “Door Opener” 


the sale of one or more units 
on practically every call. 


Safety Feature Appeals 


Plant electricians, electrical 
contractors and others prefer 
the IDEAL Tester because 
(1) it gives double protection 
—a neon light as well as a 
scale indicator, (2) it is com- 
pletely enclosed from dirt and 
dust and (3) test prods are 
of improved type for greater 
safety. 


The Tester is packed complete 
with carrying case and priced 
to sell. Give it a chance on 
every call and watch it build 
sales volume for you. _ 
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AMPLE FIELD STOCKS 
GIVE FAST SERVICE 
AND QUICK TURNOVER 





Sales Training Program Aids 
Distributor Salesmen 


IDEAL’S sales program of se- 
lective distribution is now vir- 
tually complete and paying 
off handsomely for both dis- 
tributors and wholesalers. 


Since March 31, all orders 
from non-franchised whole- 
salers, as well as from users, 
have been handled through 
IDEAL’s stocking distribu- 
tors. 


Offers Many Advantages 


IDEAL’S distribution plan 
speeds up and improves serv- 
ice all along the line. 


For the smaller wholesaler 
who does not carry stocks it 
provides a local stock to draw 
upon. He can give better 
customer service and has 
available immediate price and 
catalog information and ap- 
plication advice. 


For the user, the plan saves 
time, simplifies establishment 
of credits, reduces purchasing 
and accounting work, and 
gives faster delivery. 


For the distributor, it means 
faster turnover and greater 
profits from the same dollar 
investment. 


Thorough Sales Training 


Through 37 IDEAL sales of- 
fices, an intensive sales train- 
ing program is underway to 
help distributor salesmen 
make more and bigger sales. 


By planning and organization, 
the program has been con- 
densed into a single two-hour 
session. The distributor sales- 
men not only learn all about 
IDEAL products, their sales 
features and application, but 
also of the tremendous poten- 
tial market that means bigger 
earnings for them. 





Month-after-month . . . year- 
after-year... Spang ads take 
no vacation. In spite of today's 
unprecedented demand, these 
ads have important work to do 
...calling on old customers... 
reaching new buying influences 
...and reminding them of 
Spang CW Pipe and you. These 
efforts will pay off in the years 


ahead for both you and Spang. 


But advertising is just one way 
that we are trying to help you. 
Every effort is being made to 
maintain maximum production 
of CW Pipe so that you can 


better serve your customers. 








A JOB FOR A MAN 


— WITHOUT 
A BOY 


With Spong CW Pipe even close center bends ore 
easy to make, without the use of pipe filler. And 
you con make them with full confidence thot Spong 
CW will not fracture or crush. For more than 100 
years Spang Pipe hos been known for its excellent 
bending quolities. 

Speed your jobs by using Spong CW .. . the pipe 
that's famous for the following qualities 


Easy to Cut * Bend, Thread or Weld * Uniform 


Lengths * Smooth Inside Surfoce * Sound Weld 

from End-to-End of Pipe * Accurate Threaded 5 
Ends © Accurote Size * High Concentricity 

ln spite of the greot demand, your Spang dis- 


tribvtor will do everything possible to speed the 
delivery of your orders for Spang CW Pipe 


SPANG-CHALFANT 


Division of The Notional Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


Oramiet Seles hee % 
Dewed Hoviten Los Angeles Mew Vert, Phuledeiphie, 
Prmamergh. St Lours. Son Frencisce, Tule, 


that 18 








This is one of a series of ads which are appearing regularly in: 
DOMESTIC ENGINEERING; FACTORY MANAGEMENT AND MAIN- 
TENANCE; HEATING, PIPING AND AIR CONDITIONING; MILL 
AND FACTORY; and PURCHASING. Copies are available on request. 


SPANG-CHALFANT 


Division of The National Supply Company 


GENERAL SALES OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detroit; Houston; Los Angeles; New York; Philadelphia; 

Pittsburgh; St. Lovis; San Francisco; Tulsa 
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Distributors! 


Get 
Full Protection 


With This 
Bristol 
Franchise 


OU’LL do yourself a good turn the day you tie in with 
Bristol. Recognizing the essential part the distributor plays 
in our American economy, Bristol has prepared this simple, 
clearly written franchise which protects your vital interests 100% 
— with no “ifs”, “ands” or “buts’’. Here it is in black and white! 


BRISTOL DISTRIBUTOR POLICY 


1. We believe the distributor is 
vital to the efficient and prof- 
itable distribution of Bristol 
Socket Screws. 


2. We believe that these Bristol 
products should be restricted to 
acknowledged distributors of rep- 
utation and financial responsi- 
bility, having adequate facilities 
for stocking, selling, servicing. 


3. We believe that the distrib- 
utor is entitled to a reasonable 
profit. 


4. We believe that it is part of 
our responsibility to constantly 
widen markets and to build turn- 
over into our product — through 
properly directed sales promotion. 


5. We will make every effort to 
direct business through our es- 
tablished distributors. Should an 
order come direct to the factory 
it will be either billed through the 
distributor or a commission credit 
will be issued the distributor. In 
cases where large customers pre- 
fer to buy direct, we shall sell di- 


rect only with the distributor’s 


approval. 


6. We appoint no more distrib- 
utors in any one territory than 
the market justifies, no more 
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than can get adequate volume at 
a profit. We have set up a system 
of distributor discounts and sug- 
gested resale discounts which we 
believe insures to the distributor 
a desirable return on his in- 
vestment. 


7. We are investing in a strong 
advertising program to strength- 
en old markets and cultivate new 
markets for our distributors. 


8. Bristol factory-trained sales- 
men are ready at all times to as- 
sist Bristol distributors. In an 
emergency, Bristol has men to 
back the distributor in 31 key 
cities. 

9. We consider it our responsi- 
bility to supply distributors with 
adequate sales, engineering and 
promotional material. 

A Bristol representative will be 
glad to tell you more. Write THE 
BRISTOL COMPANY, Mill 
Supply Division, 126 Bristol Rd., 
Waterbury 91, Connecticut. 











DEPENDABLE 
DRILL 
PERFORMANCE 


It is easy enough to put a few drills in the shop and 
get a favorable report on their performance. But what 
about the next order...and the next? Will every 
drill in every lot give you a consistently satisfactory 
performance? They will if they are ACE Drills. 


ACE Drills have a uniform high quality because the 
flutes are ground into solid, uniformly hardened drill 
length bars of high speed steel. Uniform hardness is ob- 
tained by passing mill length bars —— a 22 foot long 
hardening furnace in a continuous line... bar after bar. 


The bars enter and leave the furnace through small 
flame-sealed openings which eliminate sudden rushes 
of air when doors are opened as they are in batch 
type hardening processes. Uniform furnace conditions 
are thus assured. The continuous feed of the bars in the 
ACE process exposes each part of each bar to identical 
treatment resulting in thoroughly uniform heat treating. 
Thus ACE Drill hardness is uniform to within one-half 
ROCKWELL point giving ACE Drill users consistently 
dependable drill performance. 





2256 


A\CESD RULE 
CORIPORIATION 


MANUFACTURERS OF GROUND-FROM- rats SOLID DRILLS AND REAMERS 


13835 JENNINGS STREET SF DETROIT 27, MICH. 
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Back 
\n the 
icture 


Again! 





For the first time since the war, CONSOLIDATED'S popu- 
lar line of plumbing fittings is back in production. Made of 
heavy red brass, brite nickel finish, these high quality fittings 


are now available for prompt delivery. 


The items shown are but a few of the complete line. 


Think of CONSOLIDATED first. 


SEND FOR FREE CATALOG 


r ry p> ee, malts, 
: BRASS COMPANY. 
DETROIT 9, MICHIGAN as < 
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R COLORS 
“ASKING 


yout charge. 
oe 


C you pur- 


ASK ABOUT THE FULL 


QUICKAID une 


There is a QUICK AID FIRE 
GUARD for every fire hazard, 
and there are big profits for 
you in selling the complete line. 
GENERAL makes every type of 
extinguisher—carbon dioxide, 
vaporizing liquid, foam, soda- 
acid, and pump—for home or 
industrial use. All are Under- 
writers’ Approved. 





IF NOT. ee Sakae 


Phe COE 


GET THIS Wee 


apreavan at 
Seorewnrees: 
CUEATRNES, 
0S CHT cuaay, 





ot 
FACTORY mareats 


The General Detroit Corp. 
2272 E. Jefferson Ave., Detroit 7, Mich. 
RUSH ME THE FOLLOWING: 
“Have You Money to Burn” Display Board, beautifully printed in four colors, with 


[_] QUICK AID Vaporizing Liquid FIRE GUARD mounted thereon. I understand the 
only charge for this is for the extinguisher, less my regular discount. 


C] — doz. QUICK AID Vaporizing Liquid FIRE GUARDS. 
CT] Rush full information, including prices and discounts, on QUICK AID FIRE GUARD 


Extinguishers. 


Name. 





Addres 





City. 





Authorized by. 
Ship as follows: [] Remittance Enclosed []C.O.D. [] Open Account 





Ee 
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Look, 


Mr. Distributor! 


No wonder there’s a continuous 
demand for Armour Abrasives! 
It's because of ads like this in 
leading publications like these: 
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REASONS WHY ARMOUR 
BACKSTAND BELTS ARE BETTER! 

















































































erry, Foreman: “Ferdinand’s tickled 
ss pink since we switched from the 
old set-up wheels to these 
Armour Abrasive Belts |” 






1. Sharper Coating! 
Ferdinand: ‘“Take it from me—I’ve worked with both the 
old set-up wheels and these Armour Coated Abrasive back- 
stand belts. And since we converted our bench grinders 
into belt grinders by using backstand units —we’ve had 
sharper, tougher, smoother cutting action. That’s because 
factory-coated belts have uniform grain distribution. It 
was the inaccurate, uneven coating of the set-up wheel 
which slowed down cutting action.” 


2. Cooler Cutting!! 
Foreman: “Right, Ferdy! We know, too, that belts afford 
greatly increased production because their cutting surface 
is greater. The point of contact on the belt gets a chance 
to cool as it passes around the idler. Results— cooler cut- 
ting, longer abrasive life, less tendency to burn work.” 


3. Greater Contact Area!!! 


Ferdinand: “And with the resilient contact wheel you 
get a cushioned grind and greatly increased contact area. 
This cushioned grind gives us smoother, cleaner finishes 
— in less time, at lower costs — even on those surfaces 
that are hardest to reach. To us operators that means 
less fatigue—and my friend, the Foreman, knows that it 
also means more speed and greater production.” 


For abrasive advice — consult your local Armour Industrial Distributor 


ARMOUR and Company 
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Coded Neasivee Division 






1355 WEST 31st STREET + CHICAGO 9, ILLINOIS 
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LIMEGLN 


COMPLETE 


Ohiginal Container to Beauing 


LUBRICATING SYSTEMS 
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(1) Lincoln Transfer Pumps provide a (2) Lincoln Filler-Type Grease Guns are (3) Lubricant is delivered under high-pres- 
clean, fast method of transferring lubricants quickly loaded from the Lincoln Filler Pump. sure to the bearings with either a Lincoln 
from original refinery containers to Filler A few strokes of the pump handle and the Lever Gun, Push-Type Gun or Bucket Pump. 


Pump or Bucket Pump. gun is filled. 




















There is a Lincoln System for Every Industrial Requirement. . . 


Lincoln “Original Container to Bearing” Lubricating Systems 
assure delivery of refinery pure lubricant to bearings—without 
mess, waste, or contamination. When you sell these systems, 
you sell your customers positive protection against bearing 
failure caused by impure lubricant . . . you sell them a time and 
money saving method of loading grease guns . . . and you sell 
them a system engineered for thorough lubrication. 


here's a Keal opportunity 
_- Iudustral 


Lincoln’s new Industrial Lubricating Equipment Catalog No. 63 SIDS AGL) oiionenr® 
shows your customers how to get the most out of ‘lubrication— 2 i ainte cae 
the Lincoln way! It shows the complete line—everything needed oe the 
for the proper application of the right lubricant to machines and 
equipment. Be sure that a copy of this helpful catalog is in the 
hands of every prospect—it paves your way to profitable sales. 


























@ APPLY THE RIGHT LUBRICANT 












oe 7 o 
The Nationally Advertised Line / ° 'N THE RIGHT QUANTITY — —=s 
Lincoln Lubrieating Equipment is being consistently 
advertised in leading trade papers to help make your 
selling job easier. Get acquainted with the many ad- 
vantages of this outstanding lubricating equipment 
so you can fell, and sell, your customers. 






@ AT THE RIGHT TIME 













\ 
LINCOLN ENGINEERING COMPANY \/ 
Leaders in Lubricating Equipment fora Zuarter Century 


WRITE FOR COMPLETE INFORMATION 
5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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treated all-weather 


PURE MANILA ROPE 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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Talk of the Trade 


AN IDEA: Friends of Paul Myers (Myers Equipment 
Co., San Diego) have been giving him some advice . . . 
They want to know why he doesn’t follow his business 
slogan—“If it rolls, we have it”—and put casters on his 
two race horses . . . Paul has been taking a lot of ribbing 
despite the fact that his two horses have enviable winning 
records. 


ELECTED: Fred Ellfeldt (Fred A. Ellfeldt Co., Kansas 
City) has been telling friends and acquaintances about 
two important things that have happened in recent 
months: Fred was elected head of the board of the Re- 
search Hospital and his daughter, Betty, gave birth to a 
baby girl, Susan Carol . . . Fred’s son-in-law is Jim Star- 
mer who made quite a name for himself in football by 
plaving with Missouri in ’38 to ’40. , 


’'D CLIMB THE HIGHEST: Ken Adam (Adam-Hill 
Co., San Francisco) is an enthusiastic mountain climber 
... In fact, Ken has looked down on the world from 
virtually every peak along the Pacific Coast . . . Ken and 
Sid Woodbury (Woodbury & Co., Portland) should get 


together and compare notes. 


NATIONAL PUBLICITY: In addition to winning $200 
for himself, Tracy Haines obtained nationwide publicity 
for his firm, Morse Twist Drill, when he appeared on the 
“Break The Bank” program . . . When the MC asked 
Tracy what a twist drill was, he was right on his toes . . . 
Tracy whisked one out of his pocket and displayed it. 


GOOD NEIGHBOR POLICY: Our southern neigh- 
bors, it would seem, are getting plenty of attention... 
Harold S. Graham (John H. Graham & Co., Inc., New 
York) recently returned from a trip to Colombia, S. A., 
and Victor M. Streicher of the same company, just got 
back from Mexico and Cuba . . . George Kreplin (Geo. 
A. Kreplin Co., Oakland, Calif.) took a 100 percent air 
trip to Mexico and then as far south as Guatemala City 
and Merida, Yucatan, where he paced over six square 
miles of ruins—An outstanding feature of George’s trip, 
he says, was that not a single person asked him if he 
could “get that for me wholesale”. 


STILL TALKING: We're still hearing reports from 
Atlantic City Convention-goers that next to the booths, 
the National Association’s new badges were the “hit of 
the show” . . . Take a bow, Harry Rinehart. 


GOOD SCOUT: Edmund Orgill (Orgill Bros. & Co., 
Memphis) recently received the Silver Antelope Award 
from the Boy Scouts of America . . . The award was 
in recégnition of Ed’s distinguished service to scouting in 
the Mid South and Florida. 


POLITICAL: More than a year ago, we asked Gene 
Drody and Ted Kenny (S. B. Hubbard, Jacksonville) to 
tell us who’d be elected as the next governor of Florida 
... They picked Fuller Warren . . . He'll take office in 
January . . . Wonder what they have to say about the 
Presidential race? 

R.W.B. 
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Exhibits of Jenkins Valves, care 
fully planned to stand out i 
attention and interest, are regu 
lar features at leading indus 
trial and professional shows such 
as: Power Show, Purchasing 
Agents Inform-a-Show, N.A.P1 
Show, Heating and Ventilating 
Exposition, Southern Textile 
Exposition. This picture o 
Jenkins Exhibit at the Powe 
Show is clear evidence that the 
stop, look, and listen, 


JENKINS 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 








© TAR attraction at leading industrial and pro- 
\ fessional shows for the past two years, this 
scale model power plant is a potent sales-starter 
for Jenkins Distributors. 

It is the crowd-stopping focal point of the Jen- 
kins Valve Exhibits that attract plant engineers, 
superintendents, purchasing agents and others— 
important prospects from important companies 
—who visit these shows in search of new informa- 
tion and ideas. 

Jenkins representatives take this opportunity 
to demonstrate Jenkins Valves, talk up new devel- 
opments, use the popular Piping Layouts to 

illustrate their many applications, and pass out 


informative literature. Thousands of visitors learn 


At the Heating and Ventilating Exposition 
Ain 
i 

Gite .. 
TO 








ENKINS. DISTRIBUTORS 


why Jenkins Valves are first choice for lowest cost 
in the long run, and go away better prospects for 
later sales contacts by Jenkins Distributors. 

It’s all part of the Jenkins carefully planned, 
complete support to Jenkins Distributors. This 
support includes continuous, national advertis- 
ing, as well as sales promotion, sales assistance, 
and expert engineering service. It gives Jenkins 
Distributors a competitive advantage second to 
none. No wonder Jenkins continues to be the 
preferred valve franchise...why year in and year 
out, it pays, and pays well, to sell Jenkins Valves. 
Jenkins Bros., 80 White Street, New York 13; Bridge- 
port, Conn.; Atlanta; Boston; Philadelphia; Chicago; 
San Francisco. Jenkins Bros., Ltd., Montreal. 


At the N.A.P.E. Convention, Boston, 1947 






The ““AWARD for 
MOST INFORMATIVE 
EXHIBIT’ 


has been won by the Jenkins 
Exhibit at the National Assn. of 
Purchasing Agents Inform-a- 
Show, New York, June 1948, for 
the second consecutive year. 


VALVES 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 





LOOK FOR THE 
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DIAMOND MARK 














REPUBLIC’S 4-POINT POLICY 
Ga 


A line of rubber~items sufficiently 
complete to permit effectively sup- 
plying the requirements of the trade 
solicited. 


Quality 


A quality of product uniformly good 
and capable of delivering service 
results that should reasonably be 


expected. 


fice 


A price basis inducing and making 
possible aggressive competition with 
reasonable profit return. 


Sueedtom 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


Cfeling 


Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized train- 
- ee a knowledge of the product 
sold. 


rEr ee kt Ge 


You can sell the fact that you are a “factory department 
store’’, and your diversified inventory, plus your acquaintance 
with manufacturers’ specialized items, enable industrial buyers 
to purchase many maintenance and production items from 
one source. Thus, one salés call, one delivery, one invoice, 
and one check replaces many costly and detailed oper- 
ations which occur when purchases are directed into many 
channels. Your large inventory is supplemented with your 
knowledge of manufacturers’ latest developments, the use of 
which may not have been anticipated by many buyers. 

Republic Rubber Division is backing you up by telling 
this story to industrial buyers everywhere. Why don’t you 
sell these ideas everyday? 


ee 


fm 


...it tells buyers why it is economically wise to 
buy from YOU. It tells your story and does not 
a mention Republic. Write today for your copy. 


MECHANICAL RUBBER GOODS BY 


REPUBLIC RUBBER 
DIVISION - 


ee vese eR DIiIvtistoOo eon 


LEE RUBBER & TIRE CORPORATION YOUNGSTOWN, OHIO 


Lee Deluxe Tires & Tubes, Conshohocken, Pa. 
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Milling cutters with carbide blades machine metals faster in less time for a higher 


bution 


Cedric - tt 


rate of production. 


CARBIDES 


Here’s a product report that tells you: 


> Who are the best prospects for carbides 


> What are the best approaches 


> When can the salesman consider his customer sold 


> Where can he expect to find tie-in sales 


BY JOHN FARLEY 


Since EARLY 1946, metal working production has 
almost doubled. The trend is still upward. 

Carbides account for half of all the work done 
on metals. The trend there, too, still is upward. 

That other 50 percent of the industry, however, 
has become the particular target for all salesmen of 
carbide tools. They believe there must be many 
more customers among “the other half”. 

Herewith, we present for their consideration one 
more good tool to help increase their product 
knowledge, another of our special review aids for 
distributors’ salesmen. 


The salesman who sets out to sell carbide-tipped 
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tools will find himself talking, before long, about 
how carbides are produced. He will become a fair 
expert in the use of the impressively descriptive 
phrase, “powder metallurgy”, the simple chemical 
process which uses powders to combine various 
metals. The process mixes, heats, molds, com- 
presses and heats them again to form some product 
that has properties sometimes entirely unlike the 
original ingredients. 

In the manufacture of carbides, the principal 
ingredients are tungsten carbide, with the binder, 
cobalt, mixed in to make the particles adhere to 
each other. Various minor quantities of titanium, 
tantalum and the like may be added to give the 
mixture other special cutting qualities. 
































* he = : 


where carbides score their biggest gains. 


When the careful process of mix- 
ing, heating, great pressures, molding 
and final heating has been gone 
through, a slug of metal emerges. It is 
the hardest man-made metal, ap- 
proaching the diamond in hardness. 
It will peel, steel as a hot knife slices 
through butter. Yet before the final 
heating in high temperature furnaces, 
the carbide forms could be crumbled 
in the hand, like the clay dice young 
boys make on a sunny summer after- 
noon. 

What emerges from these furnaces 
every day in the plants where carbides 
are made has brought about a revolu- 
tion in the metal-working industry. 
For when carbides were first intro- 
duced, two outstanding technological 
advantages immediately were apparent. 


High Speeds, More Production 


First, the new carbide-tipped tools 
had pushed back the old high limits 
at which machines could be run ef- 
fectively. Second, carbide tools soon 
ran up an incredible score on hours 
saved in production, in “down time”, 
for tool resharpening, in wear resistance 
and in warehousing. All these benefits 
meant longer production runs, and 
longer production runs meant a higher 
rate of output at less cost per unit. 

Along with carbides’ advantages 
came new problems for builders of 
machine tools and the men who oper- 
ated them. With time and research, 
most of these problems were solved— 
and today more than 50 percent of all 
material removed by machinery is 
done with carbides. Meanwhile, pro- 
duction for the various metal-working 
industries has increased 80, 100, 200 
—and in one case, aluminum—as 
much as 500 percent. 





82 





CARBIDES | 


AUTOMATIC SCREW MACHINES are big prospects for 
carbides. They're built for long, steady production runs, jobs 











A TRANSFORMER BUSHING (hard porcelain) is faced by 
carbide at 15 sfpm. Frequently salesmen overlook the fact 






that carbides can cut hard rubber, plastics, asbestos, etc. 


Nevertheless, carbides are in a posi- 
tion today similar to that occupied 
some years ago by electric light bulbs. 
Everyone who uses them, praises them, 
and wouldn’t be a day without them— 
but few people know all the work 
they can do, nor how they do it, nor 
why they do it so well. 


Mounting the Blank 


The salesman of carbide tools 
anxious to know the minimum he 
must know to make a customer for car- 
bides—and keep him—might begin 
with this carbide blank that “powder 
metallurgy” has just tossed into his 
hand. The blank must now be 
mounted somehow, and _ strongly 
mounted, so that full use can be made 
of its extreme hardness and unusual 
cutting qualities. 

Manufacturers of carbides were con- 
fronted with the same problem, years 
ago, and through practice and research 
they devised a method which binds 
the blank to a steel shank by a process 
known as brazing. 

Over the years the process was im- 
proved upon until the fastest, cheap- 
est, safest and, currently, the best 
mass-production method of brazing 
binds the shank, solder and blank to- 
gether in the high temperatures gener- 
ated by the industrial electric furnace 
with hydrogen atmospheres, or by use 
of the newer high frequency induction 
heaters. 


Torch Brazing 


For education’s sake, however, let’s 
assume that the salesman has a brand 
new customer and for demonstration 
purposes he must make his own braze 
of the carbide blank to the shank (al- 
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though this obviously is not a “must” 
in making a sale.) The new custom- 
er’s shop, of course, rarely is equipped 
with an electric furnace, or induction 
heater. 

But almost every new shop he sells 
will have equipment for brazing by 
torch, the other method most com- 
monly used to join the carbide tip 
to the single-point cutting tool shank. 

Before he begins the actual business 
of brazing, however, the salesman had 
better check his customer’s equipment 
for the job. It should include: 


(a) a torch and set of torch tips 
(b) gages, work bench, vise and 
safety pan 
(c) sundry tools like pliers, a 
holding rod or file, tin- 
smith’s shears 
flux for bonding, cleaner 
fluid (carbon tetrachloride) 
some sheets of Easy Flo #3, 
some Tobin Bronze, etc. 
The shop not equipped with these 
items, will offer the carbides salesman 
fine opportunites for “tie-in” sales. 


(d) 


The Most Common Braze 


There are two types of brazes the 
salesman might use to bind his blank 
to the shank; the ordinary braze, which 
melts down a single metal sheet of 
silver solder usually Easy Flo #3 be- 
tween the tip and the shank; and the 
sandwich braze, for irregularly shaped 
or overlarge tips, which employs two 
sheets of Easy Flo #3 with a thin 
sheet of Constantan between them. 
The Constantan is intended to cush- 
ion the braze line and withstand 
shrinkage strains generated when the 
tool is cooling. 
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For most jobs the method used is 
the “ordinary” braze. The salesman 
of carbides who sets out to make a 
successful braze of this kind should 
scrupulously observe three rules during 
the brazing process: 


1. The work must be cleaned thor- 
oughly beforehand with carbon- 
tetrachloride or alcohol. 

2. Flux all parts that figure in the 
braze, and lay it on heavy. 

3. Apply the torch so the heat will 
be distributed evenly over the 
work. 

Brazing is Simple 

The brazing process is simple 
enough. Briefly, it goes about as fol- 
lows: Clamp the shank in the vise; 
clean the milled shank recess and the 
work thoroughly; apply the flux; in- 
sert the piece of Easy Flo #3 in the 
recess; slide the tip in on top of it; 
apply the heat to the tool, bottom, 
sides and end in that order and keep 
the flame moving; when the shank 
turns a dull cherry red, turn the flame 
on the tip itself; seat the tip firmly 
with the holding rod; watch for a 
slight bubbling of the Easy Flo #3 
up through the joint when it will be 
time to remove the torch, and allow 
the tool to cool. 

Easy Flo #3 is recommended as the 
bonding agent for various good rea- 
sons. For one thing, it melts easily. 
That means it will take less of the 
salesman’s time to do the job and cost 
the company less in gas used. More- 
over, it stands up well in case the sales- 
man grows too anxious and overheats 
the shank and tip. And it melts down 
again, as easily as before, should the 
salesman wish to replace a worn or 
broken tip with another. 

The product is available also in rod 
form, and can be used as well for the 
ordinary braze. 


Grinding the Tool 


The tool has cooled and by the look 
of it you have made a successful braze 
of the tip to the shank. The new tool 
can’t be used, however, in its present 
“raw” state. The tip is rough; it has 
no proper side or end cutting edge 
angles, no clearance angles, no end or 
back rake angles. Run it in against 
the work in its present condition and 
it is bound to be an early casualty. 
The next step, then, is to grind the 
tip itself and, if necessary, the shank 
end, to the dimensions required. 

The object of the angles mentioned 
can be listed here briefly, together with 
the order in which they are ground 
onto the tool; first rough ground on 
silicon carbide to “shape” the tool, 
then finish ground on a diamond 
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among the men in his field. 


for a quick okay. 


conceived notions,” 


steel tools. 





The Tool Engineer’s Story 


“The age and condition of the 
customer’s machinery has little 
effect on the possible use of 


carbides .. . 


How does a specialist go about the business of winning over another cus- 
tomer to the use of carbide cutting tools? Paul “Pete” Schwan of Sterling 
Products Co., Inc., Chicago, can answer that one and a few more besides. 
At Sterling, he’s tool engineer and specialist in cutting tools—and a Socrates 


Mr. Schwan’s method of selling is different. He often enters the customer’s 
plant in a round about way, as when the selling department at Sterling 
hears word that some company down the line could use advice on carbides 
from a certain tool engineer. He visits the plant that has the urge, makes a 
quick spot check and passes on his recommendations to the purchasing agent. 

That’s only the beginning of things, the knocking at the door. The door 
opens a little when Mr. Schwan calls on the shop foreman. It opens wider 
when the shop foreman’s head begins to nod up and down at Mr. Schwan in- 
stead of crosswise, and the foreman talks about “going upstairs” with him 


With the “yes” in his pocket, Mr. Schwan gives the door another nudge open 
when he meets the machine operator down at the end of the production line. 
He’s the talented young Joe who will soon become the test tube “carbides 
specialist” on the floor under Mr. Schwan’s patient teaching of the carbides 
catechism. (You’ve got most of the best of it right here in this article.) 

Sometimes the young Joe has a quick mind; sometimes it’s a small battle 
to win him over. “Most of them have to be de-educated to correct their pre- 
says Mr. Schwan, “then re-educated in the use of carbide 
tools. It’s not as involved as it sounds. 

“Take any two men of about equal ability, with equal capacity to learn, 
and teach them what they need to know about carbides. You'll find that one 
will learn to use carbides as easily as the other.” And to prove his point, 
Mr. Schwan cites the many hundreds of unskilled workers who were trained 
in the use of carbides during the war—and under mass programs. 

He reports, from long experience, that the good prospects for carbides are 
the big accounts with engineering services; the shops that use screw ma- 
chines; shops that make frequent production runs; and the jobs where the 
machinability of the metal to be worked is beyond the capacity of high speed 


Pete Schwan: 


” 


They all can do the job. 











wheel. The angles, then: 
1.Top rake; positive or negative; 
rough ground on top surface of 
the tip; absorbs loads, directs 
chips, improves cutting edge. 

.End secondary relief (clearance) 
angle; rough ground on end 
of tip; permits work to clear the 
tool, gives freer cutting action. 

. Side secondary relief (clearance) 
angle; rough ground on side of 
tip; gives free cutting action, 
work clears tool, directs chips. 

4.Top rake; positive or negative; 
finish ground at top face angle. 

. End and side cutting edge angles; 

finish ground for primary reliefs. 

Nose radius; breaks sharp nose 

of tool, improves cutting edge. 


Mm 


Ww 


VI 


6. 


— 
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These six steps and the ten “pre- 
cautions” listed elsewhere (page 86) 
are all that the carbides salesman 
must know to grind the general pur- 
pose, single-point tool—these and his 
own good sense. 


Grinding Equipment 


So the grinding of the newly brazed 
carbide tipped tool requires a definite 
method of procedure. It requires, too, 
certain necessary tools. Here again, 
by the way, the carbides salesman 
may increase his chances of “tie-in” 
sales because the grinding is most suc- 
cessful where the shop is properly 
equipped for the job. That equip- 
ment should include, along with such 
staples as safety shields and glasses: 
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CHIP BREAKER 


ANGULAR 


10° 
27 T 
F 2% 


W- Width 
T- Thickness 


PARALLEL 





L-Lond 


TYPES 
GROOVE 


G- Groove: width 


TOOL NOMENCLATURE 


T- Tip thickness 





W- Tip width 





vi 








L- Tip tength 

EGEA-~ End cutting edge angle 
SCEA- Side cutting edge angle 
NR -Nose radius 

SC- Side clearance 

FC- Front clearance 

BR- Back rake 

SR- Side rake 








(a) a grinder, equipped with a 
silicon carbide wheel (of the 
cup type) and a diamond 
wheel , 

a strong, rigid spindle on the 
grinder with reversible motor 
and capable of wheel speeds 
of about 5,000 sfpm 

table rests large enough to ac- 
commodate good-sized tools 
(the 14-in. grinder will be 
found most economical) and 
let it be adjustable with grad- 
uated dials to lay down the 
correct angles on the tool 

(d) a method for disposal of the 
dust abraded in the grinding 
process 


Cup type wheels are preferred above 
the straight wheel type because, no 
matter how much the wheel’s side 
may wear down, surface speed remains 
constant. 

The diamond wheel, for finish 
grinding, should be about six inches 
in diameter; should have, also, a 
strong, rigid spindle and flange and, 
above all, it should be free of runout. 
A coolant is always advisable on the 
diamond grinder. A soluble oil and 
water coolant or kerosene will serve to 
keep the wheel clean, free cutting and 
will add to its life. 


For All Conditions 


This shop setup will be found 
equally effective on carbide-tipped 
tools no matter what their condition; 
dull, or the tip broken or the tool 
newly brazed. The dull tool may re- 
quire only a little “touch up” finish 
grinding. ‘The newly brazed tool needs 
to be ground to the desired shape then 
finish ground. The broken tool must 
have the steel under the broken edge 
cut back, the broken portion of the 
tip hogged off and proceed as you 
would with the newly brazed tool. 

The high speeds at which carbide- 
tipped tools are run in steel, and the 
depth of cut they take, will present 
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the salesman of carbides with that 
common problem of metal-working— 
chip disposal. ‘This will be true, par- 
ticularly, when the tool runs in against 
stringy or tough materials. 


Grinding Chip Breakers 


The method most commonly used 
to dispose of chips is to grind a chip 
breaker into the carbide tip, either at 
an angle, or parallel to the cutting 
edge, or in the form of a rake-like 
groove in the blank. 

The parallel type breaker is a step 
or shelf ground in the top surface of 
the tool, between .015 to .020-in. 
deep, depending on the feed and the 
stringiness of the material. 

The angle chip breaker, used most 
frequently on finishing cuts or boring 
operations, may be ground at an angle 
from 5-deg. to 10-deg. to the cutting 
edge—but here the depth of cut is 
constant. ‘This type, by the way, is 
most widely used today in metal-work- 
ing. How wide the groove should be 
will depend on: (a) the depth of cut, 
and (b) the feed. 

The groove type of chip breaker 
consists of a side rake ground in the 
breaker with a narrow land ground 
along the cutting edge. It is used, 
principally, where depth of cut varies 
on feeds from .012 to .065-in. The 
groove may be as wide as 3 or 4 times 
the feed; the land 1 to 2 times the 
feed. In no case, though, should the 
groove be more than .010-in. deep. 


No Great Skill Needed 


The grinding of a chip breaker re- 
quires no special art or talent, but to 
be successful, the salesman will need 
the proper grinding setup. This would 
consist of a tool and cutter grinder 
equipped with a universal vise. The 
wheel used should be the resinoid 
bonded diamond type, grit about 100. 

Set the tool so the wheel will meet 
it to cover the full width of the chip 
breaker and adjust for a light feed 
(.0005-in. per pass is safe). 
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In “moving in”, shopmen will tell 
you to traverse the table at about one 
stroke per second. 

As coolant for the diamond wheel, 
and to keep it clean and sharp-cutting, 
kerosene or soluble oil in water is 
suggested. 

One thing more: In practice, the 
carbides salesman will want to remem- 
ber that once a chip breaker has been 
found satisfactory, it should be dupli- 
cated each time the tool is reground. 
For that reason, the salesman would 
do well to note down the chip breaker 
dimensions on tool-room drawings for 
ready future reference on regrinds. It 
will prove valuable, also, when de- 
signing new tools. 


Carbide Tool Design 


The design of a carbide tool de- 
pends upon how it will be used. The 
elements of design would include: 


(a) grade of tip 
(b) thickness of the tip 
(c) tip width and length 
(d) cutting edge angles 

(e) clearance angles 
(f) rake 

(g) nose radius 

(h) shank width, 


length 


height and 


These elements combine to deter- 
mine the “style” of the tool. They 
should reflect the salesman’s detailed 
study of the part to be machined, type 
of material, shape, etc., the kind of 
operation, the type and condition of 
the machine itself, the tool-holder to 
be used, the production, accuracy and 
finish required—and the cost. 


The Shank 


Over the years, a thorough study of 
shanks and how they react in machine 
setups has shown that shank steel used 
for mounting carbide blanks must 
have various essential properties. It 
must be of a high (above 1050) grade 
of carbon tool steel, be machinable, 
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suitable for brazing, and at least twice, 
and preferably three times the thick- 
ness of the tip. Complete and ac- 
curate estimates of shank steels, and 
sizes recommended on various types 
of machining operations, can be 
gained by consulting the tables put 
out by some of the pioneer manufac- 
turers of carbides. They detail the 
load to be expected on the tool (due 
to depth of cut and the feed) and 
shank resistance to bend (depending 
on overhang). 

(he ability of the carbide-tipped 
tool depends as much upon the other 
factors mentioned: the grade of car- 
bide, the thickness, length and width 
of the tip, its various angles and rake, 
aud the nose radius. If any one of 
them is more important than the 
others, it is the carbide grade em- 
ploved on the job. 


The Carbide Tip 


Selection of the proper grade of 
carbide must take into account: (a) the 
kind of material to be cut, (b) the 
speed, feed and depth of cut intended 
and (c) whether the tool will be used 
on average work, large though slow 
speed work, etc. For counsel on the 
proper grade for the particular job, the 
salesman is advised to look up the 
manufacturer-supplier’s handy charts 
on the subject and, whenever possible, 
use standard tips and tools. 

He will find that most carbide ma- 
chining operations can be done with 
three or four standard grades. 


Tip Dimensions 


A good part of the strength of a 
carbide blank is to be found in its 
dimensions. Tip thickness, of course, 
is paramount and will depend on the 
depth of cut and the feed. Tip width 
and length are important because they 
affect the price of the blank. 

The location of the blank in the 
shank will depend on the cutting ac- 
tion desired and the economies that 
may be realized on regrinds. Position- 
ing of the blank is of particular im- 
portance on cuts which set up unusual 
strains, such as cuts on eccentric forg- 
ings, interrupted cuts, etc. Tip thick- 
ness on such “shock” work is another 
factor that must be considered. Good 
machine shop practice dictates that 
tips used on these cuts should be 2: 
thicker than those employed on aver- 
age work. 

Cutting Angles 


The cutting edge angles, clearance 
angles, rake and nose radius all con- 
tribute their bit to the tool’s perform- 
ance in the work. 

The side and end cutting edge 











Messrs. Moriarty and Baker: 


Sales and Service 


“It is the long-run, mass produc- 
tion, highspeed machining proc- 


esses that can use carbide tools 


Pr) 


to greatest advantage . . . 


Because carbide tools do offer the user special advantages, they require 
special care in their handling. Because customers sometimes have trouble 
machining faulty castings, or run into other difficulties in their first use of 
carbides, the sales engineer must be able at short notice to go into the shop 
and solve these production problems, and fast. 

Foster N. Baker and J. F. (“Jim”) Moriarty, both of L. A. Benson in 
Baltimore, learned early that service and sales go hand in hand when carbides 
win another customer. For that reason, the two carbide tool sales specialists 
always have at hand a “kit” of carbide blanks (readily interchangeable in 
tool shanks) a torch, flux and silver solder and various small hand tools. 

Along with their tools they carry their long and considerable experiénce in 
practical shop work—and neither Mr. Baker nor Mr. Moriarty will admit 
which is the least essential selling tool, the kit or their experience. 

But don’t get them wrong. Messrs. Moriarty and Baker do not set them- 
selves up as “Doctors” on carbides. That situation wouldn’t help anybody. 
They would much rather leave the customer’s plant with the shop foreman 
and the machine operator congratulating each other on the way they had 
solved their own problem—with a couple of “assists” from Messrs. Baker and 


, 






Moriarty. 


psychology. 





That’s salesmanship, but it’s education too—on both sides. The customer 
profits by his new or larger awareness of the proper use of carbides and 
their advantages. Messrs. Moriarty and Baker profit by the lesson in human 


Under the general title of “education” must go, also their habit of inviting 
customers’ and prospects’ shop personnel to sit in on manufacturers’ motion 
pictures. The picture treats, usually, with carbide applications in some 
metal-working industry. It helps to “sell” the customer further by demonstrat- 
ing: “Here is still another place that uses carbides”. 
too, by interesting example, how other firms use carbides and how they main- 
tain them. (Recent studies demonstrate, by the way, that the use of motion 
pictures increases teaching effectiveness by about 23 percent.) 


But it shows them, 











angles have about the same character- 
istics in operation; they differ most in 
the acuteness of their angles. The side 
cutting edge angle may be as little as 
8-deg. or as much as 45-deg. with a 
good “average” angle about 15 to 18- 
deg. The angle proper for the job is 
the one that will take the load at the 
strongest part of the cutting edge, 
and yet will keep pressure from chips 
down to a minimum. 

The end cutting edge angle, ground 
primarily to clear the work, may range 
between 4 and 8-deg. In multiple- 
tool work, however, where the tool 
setup moves in at fixed angles to the 
work, the end cutting edge angle may 
be considerably larger. The important 
thing here is to maintain the 4 to 8- 
deg. clearance angle beyond the angle 
at which the tool approaches the work. 
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To increase or maintain strength 
in the tip under unusual load, rake 
angles may be ground on the side and 
back of the tip. For soft materials, 
rake angles may be quite large. In 
machining steel, however, negative 
rake normally will be between 2 and 
8-deg., positive rake will be between 
7 and 10-deg. 

In general the object of these angles 
is to meet the impact on the tip at a 
point far enough back along the cut- 
ting edge to transmit most of the 
shock back into the shank itself. 


Nose Radius 


Carbide tools have been found most 
efficient when the point of contact 
between work and tool tip is held to 
a minimum. The salesman will ob- 
serve, through practice, that as the 
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Precautions When Grinding Carbides hey 
Some rules on the grinding of carbide tools already have and forth and tip it up and down against the wheel. ! von 
been suggested in earlier notes on procedure. To these may 6. Grind the top surface of the tool first. The damage se 
be added several precautions: you may do to the cutting edges may later be repaired on exam 
1. Wear goggles or a shield. The little extra effort it side and end grinding. eratio 
takes to adjust them may save an eye. 7. Always grind on the side where the wheel runs down Ho 
2. Before grinding, be sure the wheel spins freely. Try it into the work-rest table. equal 
first by hand. 8. Grind at a slight angle on the outside edge of the opera! 
3. In dressing your ys-in. crown on the wheel (rough wheel—to get the full use of your Ys-in. crown. ay 
grind), hold the star dresser loosely. You want a rough 9. When reversing, first bring the wheel speed down to a is the 
wheel but not a gouged one. slow turn, then press the switch for “reverse”. j Th 
4. Use light pressures on the tool against the wheel. 10. Don’t cool tools in water or oil—not carbides. If one must 
5. Keep the tool in constant motion—roll it, move it back gets hot, put it aside and grind another while it cools. setup 
tion | 
ing f 
nose radius is increased the angle be- Under the head “Tools and Tool- were found desirable in tool posts and§ 1.1 
tween the work and the point of con- holders” might go those insert holders holders. They would include rigidity, ( 
tact with the tool is increased, also. known as insert or ejector-type tools. ability of the clutch and drive to carry J 2.1 
In turn, pressure between the work They are specially designed shanks the load without slip, absence or | 
and the tool is increased, which often which offer several unusual features. absolute minimum of play in the— 3.1 
results in drag, shorter tool life, flak- The bits used in ejector type tools spindle bearings and slides and a mo- 
ing and chatter. The rule, then, is to and the way they are used provide the tor powerful enough (plus) to pull | 
keep the nose radius on the small salesman with a few fast selling points: the cut. 4.: 
side with a s2-in. radius recommended (a) they are easy to replace If V-belts are used the belts must 
| ean ) they are eld without strain De, AEE BE, Tn Shr, eco 
| Tool Posts and Holders (c) aa heat to be diffused cause Beck or undue auiea® 
Early users of carbide-tipped tools ’ ; 
| : oe . (d) they are quickly resharpened Centers, Motors 
| ead the ard way hat cers re ith minimum loss af pe Carbide. tool operons ro 
| new tools could do their best work on cious carbide, wheel impait- other conditions in the machine setup, §j Mill 
| long production runs. One of their ment, or loss of the opera- and these provide salesmen with still Fy 
first “lessons” demonstrated that tors time ; another source for sales of tie-in prod- f ¢,4, 
some of the old-stvle tool holders thev (ec) their internal holding mech-  yets. Carbide tools perform most ef fy; 
had on hand couldn’t be used for the eainin- penne Sene: Sow oF fectively at high speeds, and high fo. ¢ 
new tools. the chip while simplifying speeds mean wear on centers, the po 
These experiments with holders ay ee tO OE eae weer being on fixed-type cen- price 
produced a series of “Do’s and Insert bits, moreover, can be bought ters. Here, then, is a ready market § yin 
Don’ts” which were set down for the ground to fit ejector tool holders, with for live centers or for centers tipped fg, 
benefit of the metal-working indus- approximate cutting angles at one end with wear-resistant carbide. be s 
try—and for salesmen in particular. which require only a light grind to _ Often a_ customer will find it de- chin 
Today, carbide tool users are agreed fit them for immediate use on the job. _Sitable—and a saving—to replace vari F wor 
that tool holders and tool posts re- ous obsolete or inefficient units in 
: quire: Coolants and Speeds wok meee = A ge Cut 
a) a flat, rigid bottom as base When machining with carbides, Ott, fOr istance, may ve foun T 
for the st : the salesman is advised to suggest the dear in 4 cost but -~ when - the 
(b) shims to bring the tool to the use of coolants in a flood or not to SE The POURS CE REN the ft and 
: . : . se them at all. As to tvpe: thev may 0d, limited horsepower machine § tio, 
| height required in a hori- use them a inland 5 Iphu;. through another production run 
zontal plane be mineral hard cutting oils, sulphur- Here's . i - or thet * wan 
(c) minimum overhang (not ized mineral cutting oils or water “CICS 2 sa st ies ty si Y = of t 
to exceed the total height of soluble cutting oils. + pete vd mth rs ae it clons to t 
the tool) The recommendations on cutting i ay a oo eS Here ae oy oe ia 
| (d) flat-clamping or dog screws speeds put out by carbides manufac- S16 Une : arbc 
| (they are best for adjust- turers and by carbide-component Where To Begin? diat 
| ment) tool makers are approximate; they The salesman of carbide tools has d 
| (ec) that the tool must be com- are “starting points”. Manufacturer one more problem to solve: Where ber 
pletely free of the work when ‘ecommendations on carbide grades to begin with them? Manufacturers J 
clamping in the holder also are starting points from which of the tools, however, say “the be § "PC 
(f) that adjustment should be the salesman may move up or down ginning” is no problem at all—rather § ™ 
made from the rear and the the chart depending on conditions. they consider it the salesman’s big ff > 
tool moved in The Machi chance to make a major “selling (c) 
(g) that the tool should be set rdlbessacasil point” for their products. They advise J 2" 
with the point on centerline Vibration impairs the effectiveness him to start slowly on simple opera- ( 
(h) that if a special tool of carbide tools. For that reason, the tions—not in any experimental way, me 






holder is needed, use one ex- 
pressly designed for carbides 
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machine that employs carbides should 
incorporate many of the elements that 


however, but on some actual produc 
tion operation out on the floor. 
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“ARBIDE TOOLS: 
filling Cutters 


The major emphasis up to now has 
yen on single point tools, primarily 
yecause they are the tools most often 
»mployed by industry either in single 
‘ool or mutliple-tool setups as, for 
example, in boring and turning op- 
erations. 

However, carbides have been found 
equally effective in other machine 
operations when incorporated in spe- 
cially designed tools. One such tool 
is the milling cutter. 

The salesman or tool engineer who 
must recommend his customer’s best 
stup for a particular milling opera- 
tion will want to achieve the follow- 
ing favorable conditions: 


],the best possible combination of 
cutter and machine 

2.the proper location of the work 
in relation to the cutter 

3. machine, work and tool must be 
rigid throughout the cutting 
cycle 


4.secure the best combination of 


(a) cutter diameter, (b) proper 
number of teeth in the cutter, 
(c) proper shape of tooth, (d) 
the correct rake, relief and clear- 
ance angles, (e) proper cutting 
speed, (f) the proper feed 


Milling Cutter Types 


When he has determined all these 
factors, he must decide the type of 
milling cutter, whether it will be slab 
or face mill, up (conventional): or 
down (climb) milling, etc. Where 
price is a consideration, face milling 
will be found more economical than 
slab milling. The salesman -had better 
be sure, though, that the milling ma- 
chine can pull the load and that the 
work can be held properly in position. 


Cutter Details 


The cutter diameter will depend on 
the nature of the machine operation 
and the time allotted for the opera- 
tion. In this regard, the salesman will 
want to remember that the diameter 
of the cutter will have direct relation 
to the diameter of the arbor—particu- 
larly with shell type cutters—and to 
arbor rigidity. The larger the arbor 
diameter, the more rigid it will be. 

No rule can be made for the num- 
ber of teeth a milling cutter should 
contain, ‘That can only be decided 
upon after the salesman has deter- 
mined: (a) how thick the chip should 
be, (b) how much power is available, 
(c) the finish required, (d) how speed 
and feed will be used. 

Coarse tooth cutters, naturally, will 
need a larger feed per tooth but will 
consume less power than fine tooth 








..» Charles Menard: 
Carbides Specialist 


“I'd be willing to venture the 
guess that within 10 or 15 years 


carbide tools will dominate the 





metal-cutting field.” 


Where carbides are concerned, the conduct of a sale is ritual. Charlie 
Menard, sales engineer and specialist on carbides for Hansen and Yorke in 
New York City, follows a quick, direct routine. 

He sees, in the following order: (1) the purchasing agent, who introduces 
him to (2) the shop foreman or supervisor, who hands him on to (3) the 
tool engineer, often a specialist in grinding and design work. Lacking a 
specialist, the foreman will assign Charlie one of his better mechanics. 

The tools of Mr. Menard’s trade are few. They include his scale, his scriber 
(home made, by the way), his protractor (for angle dimensions), one of 
those handy plastic “milling calculators” (pocket size) and his catalog—all 
of which fit easily into his thin briefcase. Currently, he estimates that 40 
percent of his time is taken up with wear parts—in design, in experiment, in 
special sketches and in quotations. 

In setup, his practice is to try a medium grade of carbide to begin with. 
If the edge doesn’t hold up, he’ll try the next grade higher (harder). 

“First cost,” Mr. Menard admits, “can be a bone of contention for some 
die-hard prospects.” But he tries to checkmate that argument before it’s 
fairly started by proving that the production speedup with carbides is so 
great, it soon overcomes the worry about initial outlay. The decrease in 
finish time on the job, he points out, is to be found not only in increased 
speeds and feeds but in the fact of fewer regrinds. 

Charlie Menard has had first-hand experience of the fact that by the use 
of a larger chuck, greater horsepower can be developed at the chuck head 
than is registered on the horsepower gage or delivered by the motor. He has 
seen much the same setup on milling jobs, where the addition of a flywheel 
has firmed the spindle end and, by setting greater weight in motion, has 
enabled a face-milling cutter to “carry through” the cut without stalling and 
without strain or damage to cutter or machine. However, he wouldn’t recom- 


mend it for “standard practice.” 
the horsepower is built in. 





It’s always a better, gimmick-free job when 








cutters. The proper tooth shape, of 
major importance in the milling job, 
will be arrived at after consideration 
of the helical, rake, relief and clear- 
ance angles. 

What speed and feed to use will 
depend on the conditions the sales- 
man encounters. In any case he will 
want to select a conservative cutting- 
speed as a starter. The tool will stand 
up longer, then, between grinds. As 
for feed, let him not start so high that 
he loads the machine beyond its horse- 
power, or loads the cutter teeth un- 
duly, or damages the finish. 


Cutter Maintenance 


In long production runs, where 
cutters can be dulled or damaged if 
they are not cared for under the load, 
the salesman might establish a definite 
time schedule of spaced intervals be- 
yond which no cutter should be run. 
The practice will save precious carbide 
that might be lost through excessive 
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grinding and certainly it will be to ad- 
vantage, production-wise, to have the 
cutters always in top condition. 

For suggestions on the “do’s and 
don’ts” of cutter care, tables of feeds 
and speeds and the approximate tooth 
angles for cutters working against 
various materials, the salesman should 
consult the catalog literature available 
from fabricators of milling cutters. 


CARBIDE TOOLS: 


Reamers and Drills 


Carbides find wide application in 
industry in the form of tipped and 
solid drills. Their use has meant more 
holes drilled in less time, fewer re- 
grinds and lower production costs. 
Carbide-component drills have been 
used with large success on cast iron, 
plastics, masonry, glass and non-fer- 
rous alloys. 

The care of carbide-tipped and solid 
drills and reamers and their use in 
machine setups can be covered by 
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A CARBIDE-TIPPED lathe tool bites brass bar stock with a 


clean, sharp, dry plunge and a short manageable chip. Car- 
bides also can cut bronze, copper, zinc, babbitt—even Stellite. 


several accepted practices, including: 

(a) The work being machined 
should be rigidly clamped. 

(b) The machine should be able 
to deliver sufficient horse- 
power under load at the 
speed recommended. 

(c) Machine (and components) 
should be vibration-free and 
perfectly aligned. 

(d) Chucks and sleeves must be 
in good condition. 


(e) Use no coolant, or plenty. 


(f) As with all carbide tools, 
avoid excessive dulling of the 
drill or reamer. 


Drill and Reamer Capacities 


The work capacity of solid carbide 
drills and tipped drills is higher, some- 
times substantially higher, than other 
tools of the type. Carbide drills have 
been used with success on such ma- 
terial as hardened high speed steel, 
with a Rockwell of 65, etc., on the 
“C” scale, at a speed of 300 fpm. 

Reamers with carbide tips have sev- 
eral advantages the salesman might 
play up in his initial approach. They 
offer long wear, the ability to hold 
size, they produce a better finish— 
and they are economical. They elimi- 
nate scoring of the work and galling. 
They may be used effectively on all 
the common metals as well as in non- 
metallic materials like plastics, rubber, 
etc. They are available in tipped flute 
or flute-long styles with spiral flutes 
for right or left hand applications. 


Speeds and Feeds 


In reaming, speeds and feeds would 
run about the same as those recom- 
mended for high speed steel tools. 
Here again, however, the manufactur- 
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ers define the most efficient speeds 
and feeds as those which give the fin- 
ish required, along with long tool life. 
Maximum reamer life, of course, will 
depend largely on perfect alignment 
of hole, reamer and bushing. 


What’s Ahead? 


Many carbides salesmen and the 
men who work with carbide-tipped 
tools believe that within 10 or 15 


PRODUCTION WORKERS seldom think about their tools 
until the cutting edge breaks down. Carbide inserts in thes: 
nippers increased cutting and wear life, saved the lady’s hands 





SETUP CUES 


First users of carbide-tipped tools 
all come from Missouri—in the way 
they react to your “jump-off” sales 
talk. They’ve got to be shown. Well, 
show them. But before you do, give 
your machine setup one last quick 
check for the ten “musts” that will 
prove the job with complete success 
and make another customer for car- 
bides: 

1. Is the tip size right—and the 
shank size? 

2. Have you selected the right 
grade of carbide for the job? 

3. Are tip and shank the right 
shape? 

4. Is the tip firm on the shank? 

5. How about that “last minute” 
honing of the cutting edge? 

6. Are the tool angles right? 

7. The tool setting—is that right? 

8. How about the tool holder set- 
up? 

9. Are your settings okay on 
speeds, cuts and feeds? 

10. Do you need a cutting fluid? 
Better have another look at the 
manufacturer’s recommendations. 
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years carbide tools will dominate the 
metal-cutting field. That may sound 
like tall talk to some people or, as 
with carbides men, it may seem a good, 
educated opinion based on their hopes 
for future sales. 

It is true that carbide sales have 
not yet reached “saturation”. Where 
carbides go from here, however, will 
depend not alone on carbide tools, 
but on the machines that use them. 

Production, then, is the key—the 
ability of the manufacturer to turn out 


_ a better product, faster, for less money, 


at a cheaper cost per unit. Production 
needs big, automatic, many-purpose 
machines. It needs tools able to pro- 
duce more in less time and hold up 
under the load. And high among 
money-saving, increased output tools 
are those which incorporate carbides. 


ACKNOWLEDGEMENTS: 


The preparation of this special sec- 
tion could not have been undertaken 
without the help and counsel of 
manufacturers of cemented carbides 
and the makers of tools which incor- 
porate them. For specific information 
and assistance we are indebted to the 
following companies: 


Ace Drill Corp., Allegheny-Ludlum 
Steel Corp., Armstrong Bros. Tool 
Co., Carboloy Co., Inc., Clark Equip- 
ment Co., Cleveland Twist Drill Co., 
Firth Sterling Steel & Carbide Corp., 
Gorham Tool Co., Kennametal, Inc., 
Lakeshore Tool Works, Metro Tool & 
Gage Co., Midwest Tool & Mfg. Co., 
Standard Tool Co., Super Tool Co., 
Vascoloy-Ramet Corp., Wendt-Sonis 
Co., Wesson Co, and Willey’s Car- 
bide Tool Co, 






















By R. G. SPANGLER 
Sales Manager, Zonne Electric 
Tool Co., Los Angeles 









AN IMPORTANT STEP taken in our 
sales organization recently was the 
separation of the industrial accounts | 
from the construction equipment ac- 
counts in so far as the salesmen con- 
tacting them is concerned. The reason 
for this is logical. Separate knowledge 
is required of tool and equipment 
applications in the two fields. Sales- 
men who have a_ natural liking for 
construction work do not function 
with equal interest and proficiency 
when handling industrial accounts 
and vice versa. As a consequence, we 


at mam — rr ts have six salesmen at present who fol- 
t a end << ¢- —<ees low only industrial accounts and four 


















































too] 


the WHEN DISTRIBUTOR PUTS saws ON TRAILERS... who concentrate on construction ac- 
ands counts. 


Another, and equally important 































Customers See Try and Buy Them step was to provide each of the con- 
te the eee - struction salesmen with a trailer saw 
sound unit so that a radial saw could be 
Or, as taken to the job, demonstrated on 
good, actual work, and, if the occasion arose, 
hopes sold as a unit. Naturally, this put us 
into the trailer manufacturing busi- 
- have ness in a limited way. The design of 
Vhere the trailer is our own, embodying the 
r, will features which the combined experi- 
tools, ence of those dealing with the build- 
them. ing contractor and his problems dic- 
—the tated. So far, the actual manufacture | 
m out of the trailer has been done under | 
1oney, contract, to our specifications. 
ae Comfortable for Work 
ITpose | 
D pro- This trailer is built up to a com- 
ld up fortable working height as it stands 
mong ’ on its wheels, or approximately 37 
tools | 1 eer inches to the top of the standard 
bides, L rae Oh skewer ont =” a. ee » working table. It is equipped with 
rain ablie to. , ese eit airplane type shock absorbers, which, 
DEMONSTRATIONS prove most effective, says Salesman Richey (second from acting on the wheels and not on the 
right) when prospects do the work. table, assure smooth road action and | 
a firm table when the saw is in opera- 
I sec- sg - tion. The trailer also is equipped with 
taken drop legs, which can be adapted to 
ol of any uneven surface. 
bides One of the jobs on which the trailer 
incor- saw unit operated effectively was the | 
ation Stocker-Crenshaw project in Los 
0 the Angeles, a huge housing project. It 
contains 102 12-unit apartment 
dlum houses, homes for 1,224 families. 
Tool One of our salesmen, T. A. Richey, 
quip- has been using the trailer idea success- | 
Co.. fully from its inception. Since his 
‘orp., methods are typical, I have asked 
Tor. him just what his sales procedure was 
ol & on this job. Here’s his report: 





“At the outset, I should explain 


Co., 
that although the end result is sales | 








Ca, : : z: 

Sonis : ME _ aye ag of trailer units, we salesmen are under 
aes f ake ; no pressure to make a sale on the spot. 

Car MOVING to another job for a demonstration is easy. Richey attaches the trailer P E 






to his car and drives away. (Continued on page 186) 
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“MANUFACTURERS will have to 
take a hitch in their belts.”—David 
F. Austin. 


“WE AS AMERICANS must demon- 
strate to the world our own national 
unity.”—Cyrus S$. Ching. 


MISSOURI: L. J. Haines, E. E. 
Souther Iron Co., St. Louis and S. D. 
Conant, Sligo Iron, St. Louis. 





Association president bases 


STEEL WAREHOUSES will get less steel 
this year than they did in 1947, Wal- 
ter S. Doxsey, president of the Amer- 
ican Steel: Warehouse Association, 
predicted when he spoke at the 39th 
annual meeting of the Association in 
Chicago May 11 and 12. 

Mr. Doxsey based his “guess” on 
three points: 

“John Lewis’ miners walked out 
and anywhere from 1} to 14 million 
tons of ingots went overboard. A 
further loss because of coal shortages 
may develop in July. 

“To the extent that the emergency 
programs in the Office of Industry 
Cooperation take more steel, other 
users will get proportionately less. 

“The defense program now con- 
templated is larger than all the money 
business firms spent last year on new 
plants and equipment. Months of 
planning must precede placement of 
orders, so we are not likely to feel 
the impact of military buying until 
late this year.” 


500 Attend 


More than 500 representatives of 
steel producing and distributing firms 
attended the meeting. In addition 
to Mr. Doxsey, they heard David F. 
Austin, vice-president of | United 
States Steel Corp., discuss “Federal 
Allocation Plans”; James D. Mooney, 
head of Willys-Overland Motors, 
talk on “Inflation”; Dr. George S. 
Benson, president of Harding Col- 
lege, “Make Mine Freedom”; and 
Cyrus S. Ching, director of the Fed- 


Less Steel 


estimate on miners’ strike 


eral Mediation and Conciliation Serv- 
ice, “The Role of Government in 
Labor Relations’. 


“Business Is Normal’ 


Mr. Doxsey, talking on “Business 
is Normal”, pointed out that the post 
war period certainly has not been 
normal and expressed doubt that the 
present generation will ever see nor- 
mal times again. 

“This nation’s assumed responsi- 
bilities to a troubled world have recast 
your normal markets, they are strongly 
reflected in exports,” he said. “In the 
future, defense requirements of our 
armed forces may be considerable. 

“The government has revamped 
the basing point system, eliminated 
phantom freights and through the 
Robinson-Patman Act, has caused 
many sellers to be fearful of freight 
absorptions. 

“Only two weeks ago, the Supreme 
Court, in the Cement Case outlawed 
the multiple basing point system. The 
Office of Industry Cooperation may, 
or may not, be the germ of extensive 
federal mandatory controls of basic 
materials. When you don’t know and 
can’t guess what the government is 
going to do next, any hopes of nor- 
mal times are sheer illusions. 

“Within the year some warehouses 
have gone on an f.o.b. plant basis 
and no longer equalize the transporta- 
tion charges on shipments back 
toward basing points. In some in- 
stances, arbitrary figures have replaced 
less carload rates as transportation 


FOUR STATES were represented in this group by L. T. Johnston, Armco Steel 
Corp., Middletown, Ohio; J. K. Lacy, Sheffield Steel Corp., Chicago; H. M. Wallis, 








Watkins, Inc., Wichita and R. W. Davison, Sheffield Steel Corp., Kansas City. 
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For Warehouses Predicted 


and emergency programs; allocation plans discussed 


factors. The net result has been to 
compress the territory where many 
warehouses can economically serve. 
So it appears inevitable that normal 
in the future will embrace more out- 
lets in outlying towns and cities.” 

On pricing, Mr. Doxsey said, “The 
procedures you have always consid- 
ered normal, were developed before 
the war and they were in harmony 
with the mill pricing factors consist- 
ing of mill base prices and a few mill 
extras. Currently, virtually no steel 
mill products can be had at published 
base mill prices. 


Spread Remains Normal 


“This anomaly of putting a mill 
base price on a product and having 
none of that product available at that 
price will most certainly introduce 
innovations in the warehouse pricing 
practices. When mill extras that must 
be paid over and above the base price 
amount to 25 or 50 percent and even 
more of the total cost of steel, then 
it becomes untenable, even danger- 
ous, for warehouses to pass these ex- 
tras along without compensating ad- 
justments in margins and spreads. 
Warehouse profits have declined 
about 16 percent. Thus far the only 
factor in this business that has re- 
mained near normal is the dollar and 
cents warehouse spread. 

“Despite any shrinkage in ware- 
house profits, our industry has ex- 
panded at an abnormal pace. Since 
the end of the war, long established 
companies have enlarged their plants. 


Newcomers have acquired plants in 
many distributing centers, and what 
is more, they have acquired steel. 

“Scrap dealers and sellers of re- 
claimed materials now distinguish 
themselves as steel warehouse dis- 
tributors. Plant capacities everywhere 
have been stepped up by the installa- 
tion of labor saving, material handling 
equipment. There is one offsetting 
factor, geographical integration of the 
producing industry is rapidly bring- 
ing about the elimination of mill 
depots. 

“Mill deliveries to warehouses in 
1947 for the first time exceeded 10,- 
000,000 tons, and this is not nor- 
mal. If the demand continues at its 
present pace, well and good; other- 
wise the same laws of supply and 
demand will act inexorably in the 
opposite direction and, very likely, 
the result will be fewer warehouses. 


Distribution 


“Despite real difficulties, such as 
you are experiencing in getting the 
full range of products you need for 
your inventory and the tonnages you 
need to serve your customers and, 
notwithstanding complaints which 
might be lodged against some of the 
producers for maldistribution, it is 
a fact that warehouses individually 
and as a whole are faring better un- 
der current conditions than they 
could under any voluntary or manda- 
tory schemes of allocation. 

“Federal direction of steel distribu- 

(Continued on page 181) 


CONNECTICUT: R. W. Herb, Hunter Havens Inc., Bridgeport; R. B. Shearer, 
C. S. Mersick & Co., New Haven; W. J. Starkie, L. L. Ensworth & Son Inc., Hart- 
ford; J. O. Phelps, Blodgett & Clapp Co., Hartford; G. S. Brousso, C. S. Mersick 
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& Co., New Haven; J. H. Walters, Chapin & Bangs Co., Bridgeport. 













‘Beata 


Re 


“MY GUESS is no more steel than 
in 1947, possibly less.”—Walter S. 
Doxsey. 





“YOU ARE THE ONES responsible 
for reaching the public with facts.”— 
George S. Benson, 





INDIANA and Minnesota: C. H. 
Bradley, W. J. Holliday Co., Indian- 
apolis and P. G. Rast, Mill City Steel 
Corp., Minneapolis. 
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Be: 
AN AERIAL VIEW of the new Dilworth building. it covers about 44 acres. 


DILWORTH’S $500,000 BUI 





AIR-CONDITIONED OFFICES are equipped with fluorescent lighting and acous- 
tical tile ceilings. Note the wide aisle space. 


THE WAREHOUSE has 53,000-sq. ft., has large ventilating fans and fluorescent 
lights. All items can be reached without ladders; aisles are 12-ft. wide. 
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PRESIDENT WELLFORD: “Maxi- 
mum efficiency for service and ideal 
working conditions were major goals.” 


DING OPENED 


FORMAL OPENING of the new 
modern $500,000 offices and ware- 
house of the J. E. Dilworth Co., 
Memphis, Tenn., was held in a three- 
day celebration in May. Approxi- 
mately 2,000 persons, including cus- 
tomers, manufacturer’s representatives 
and old and new friends visited the 
building. 

Amid many huge baskets of flow- 
ers from friends, Dilworth officials 
greeted the visitors. Receiving were: 
Walker L. Wellford, Jr., president; 
Walker L. Wellford, Sr., vice-presi- 
dent; D. C. Shepard, treasurer; Miss 
M. L. Coleman, secretary; W. H. 
Allen, Jr., sales manager; G. R. Mc- 
Calla, purchasing agent, and V. C. 
Foster, branch manager of the Jack- 
son and Vicksburg, Miss. offices. 

J. E. Dilworth, who founded the 
firm 27 years ago, dropped in to con- 
gratulate the Wellfords, who pur- 
chased the company about two years 
ago. Henry J. Davis, Clarksdale, Miss., 
who was the company’s first customer 
and who is still on the books, also 
attended. 

There were 34 complete demon- 
stration exhibits set up and manned 
by factory representatives, which 
made the opening resemble a ma- 
chinery show. 

All the company’s salesmen were 
on hand to conduct visitors through 
the building “to see the last word in 
design for efficiency of operation, 
service and distribution for a ma- 
chinery and supply center”. A buffet 
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SALES MANAGER ALLEN: “We 
are expanding to keep pace with the 
industrial growth of the South.” 


luncheon was served in the warehouse 
cach day from 11 to 2 o’clock. Music 
was provided in the afternoon. 

Visitors entered the building 

through the general sales office. This 
was done so customers would not 
have to go through the reception room 
and main general offices unless they 
wished. Adjoining the sales room, 
and separated only by a plate glass 
partition and double glass doors, is the 
28 x 33-ft. permanent display room 
which accommodates large exhibits 
and working displays. On the walls in 
the sales room are panel displays. 

From the sales and display rooms, 
the guests were taken through to the 
connecting warehouse where exhibits 
were set up. It was explained how 
orders are received and shipped. Visi- 
tors also saw the 36” wide slat type 
conveyor in operation. It is 260 feet 
long and travels through the middle 
of the warehouse building, connect- 
ing the storage department near the 
front with the order assembly and 
loading area in the rear. A crane with 
a 60-ft. span on a 168-ft. runway also 
is a part of the main building. With 
a floor clearance of 20 feet, this is 
used to handle heavy stecl and large 
machinery. Railroad cars are spotted 
inside the building directly under the 
crane. ‘Trucks also are driven directly 
under the crane. 

Actual warehouse space totals 53,- 
000-sq. ft., and is designed so that an 
additional 40,000 sq. ft. may be added. 
Office space totals 6,500-sq. ft., and is 
arranged so 4,000 sq. ft. may be added. 
All offices are air-conditioned and 
equipped with electrostatic air filters, 

fluorescent lighting and acoustical tile 






Rot 


VISITORS numbered more than 2,000 during the two-day 
They are registering in the City sales room. 








A SLAT-TYPE CONVEYOR runs through the center of the warehouse for 260 
feet. It is used to move material in and out of stock bin areas. 


ceilings. The warehouse is ventilated 
by large fans and lighted by fluores- 
cent units. The warehouse has panel 
type heating to prevent rusting of 
metal products in the winter. 

After a tour of the warehouse, visi- 
tors were shown into the reception 
room, where the switchboard is also 
located, and then on through to the 
main gencral offices, which have an 
outside entrance. From there they 
went to the executive offices and the 
engineering office, which is located 
near the sales department for the con- 
venience of customers who want ad- 
vice on their problems. The offices are 
equipped with the latest labor and 
time saving machines, and new office 
equipment throughout. 

Following the inspection tour, 
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many visitors returned to the exhibits 
for further inspection and talks with 
factory representatives. 

The new building is one-story es- 
sentially, but due to the elevation of 
the lot, the second floor of the office 
building proper is on the same floor 
level as the warchouse. The first floor 
of the office portion is used for heat- 
ing and air-conditioning equipment 
and for future office expansion. ‘The 
front windows next to the strect arc 
used for displays. In the triangle 
formed by the two portions of the 
building, a large parking space is pro- 
vided for customers. Heating coils 
are embedded in the concrete so the 
driveway will be ice-free in winter. 
Parking facilities for employees are in 
the rear of the property. 
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THEY’RE ON THE AIR. Listeners are hearing “A Salute 
To Industry” sponsored by Muskegon industrial distributors. 


Broadcasts 
Build Good Will 


For Distributors 


Muskegon companies sponsor “salutes”’ to 


Michigan industry; programs keep buyers 
aware of suppliers, promote closer rela- 


tionship and improve employee relations 


A CLOSER RELATIONSHIP between Western Michigan man- 
ufacturers and Muskegon industrial distributors has been 
achieved through sponsorship by the distributors of a 
weekly half-hour radio program. 

The success of the broadcasts in an initial thirteen- 
week period prompted the distributors to renew their 
contract for a summer series of thirteen programs. Origi- 
nally presented on Sunday afternoons, the programs now 
are on the air Tuesday nights. Each program dramatizes 
a neighboring industry, its products and their develop- 
ment, and presents interesting sidelights on personalities 
involved in the industry’s progress. 

Sponsors of the program are Factory Supply Co., 
Muskegon Hardware & Supply Co., Towner Hardware 
Co., Lakeshore Machinery & Supply Co., and three whole- 
sale suppliers in other lines. 

Immediate or increased sales are not the. prime con- 
sideration of distributors in sponsoring the. broadcasts. 
The closer relationship which has developed and the 
program’s effect in keeping industries mindful of their 
local suppliers are the important things. 

“Letting the people in the Muskegon area know the 


THE PROGRAM is a worthwhile contribution, says G. A. 
Mitchell of Manning, Maxwell & Moore. 


important part their local industries play in the nation’s 
economy is the big job the program does,” said D. K. 
Towner, president of Towner Hardware. 

N. J. Workman, vice-president of Muskegon Hardware, 
phrased it this way: 

“Most of the listeners to this program earn their living 
directly or indirectly from the manufacturers in Muske- 
gon, so we consider the broadcasts a civic duty. 

Executives of the firms already saluted have expressed 
their belief that the broadcasts go a long way in promot- 
ing better relations for them with their employees. 

While the distributors are the sponsors, the actual 
program is handled by the staff of the station, W M U S 
and W M U S-FM. The program series is written and 
directed by Miss Verna M. Earle, public relations direc- 
tor for Greater Muskegon Broadcasters Inc. “The show,” 
Miss Earle explained, “is planned on a weekly schedule. 
The first two days I spend at the factory interviewing 
anyone from the top executives right on down, anyone 
who can give me an interesting story and ‘inside informa- 
tion’ regarding the industry. 

“When the research is completed, I write the script, 
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SPONSORS of the broadcasts are (top photos) D. K. 
Towner, Towner Hardware; N. J. Workman, Muskegon 


have it checked and approved by the firm being saluted, 
and go on with selection of music and cast, and rehearsing 
character parts until the program hits the air.” 

Promotion for the broadcast also is handled by the 
station. It consists of newspaper advertising and large and 
small posters. The large posters are placed throughout the 
plant being saluted one week ahead of the broadcast. 
The smaller posters are spotted throughout the area. 
These smaller posters invite employees of plants to 
“Listen In, Your Factory May Be The One Saluted 
Next.” All promotion pieces, except the newspaper an- 
nouncements, carry sponsoring firms’ names. 

Typical of the programs presented was a recent “Salute 
to the Shaw-Box Division of Manning, Maxwell & 
Moore, Inc.” After recounting the history of lifting and 
moving loads through various eras of civilization, the 
program dramatized the changes brought about by the 
radical change in the thinking of people in the industry. 
The program also dramatized how two pioneers in the 
industry, E. J. Shaw and Alfred Box, founded their own 
firms and then later combined them. After a review of 
the products manufactured, the program closed with a 


Hardware; (lower photos) L. E. Pickle, Factory Supply, 
and A. G. Anderson, Lakeshore Machinery. 


talk by G. A. Mitchell, Shaw-Box advertising manager. 

“It’s human nature that we all like to know what the 
other fellow does in the way of a contribution to the 
welfare of our nation, while earning his daily bread,” 
Mr. Mitchell said. 

“In my opinion, the distributors sponsoring this pro- 
gram are making a worthwhile contribution to the people 
of this locality by bringing to them at least some of the 
things that the industries of this great community and 
its workers are doing. 

“It is my belief that the average member of the com- 
munity is so wrapped up in his own work that there has 
been little opportunity, until this series was made avail- 
able, for him to arrive at any appreciation of the facts 
and thus become aware of the wide cross-section of the 
industry that is centered in this locality. 

“The industrial distributors of our country, firms of 
the type who sponsor this series of programs, play an 
important part in our industry because they are, in many 
cases, the media by which the requirements of industry 
are conveyed to us, and through whom many of the goods 
we produce are placed in the hands of the users.” 
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A MODERNISTIC FRONT with huge windows 
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for display purposes is a feature of the new quarters. 


The House That Hard-To-Get Items Built 


Display space, air conditioning, a 60-ft. counter are features of the 


new Marshall Tool & Supply home in Los Angeles; firm is ten years old 


As A CLiMax to ten years in business, 
the Marshall brothers, Carl and Mack, 
recently moved into new and larger 
quarters—a 100 x '100-ft. building de- 
signed and built especially for them 
in Los Angeles. 

The brothers had a basic idea when 
they founded the Marshall Tool & 
Supply Co., in a Los Angeles store 
that measured 5 x 12-ft.: They deter- 
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GROUND-BREAKING _ ceremonies 
put the Marshalls to work. They 
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mined to make available to customers 
such hard-to-get items as extra long 
drills, special taps, dies, cutters, etc. 
Out-of-the-ordinary items still are pro- 
moted extensively by the company but 
it now also stocks approximately 200 
full lines, embodying some 50,000 
items. 

It was because of the increased num- 
ber of lines handled and a desire to 


be equipped to serve customers faster 
and better that the Marshall broth- 
ers built their new “home”. 

The new building has a modernistic 
front, with windows ten feet high, 
thus providing an opportunity to dis- 
play many of the products handled. 
Fluorescent lighting, designed to elimi- 
nate glare, has been used throughout 
the building. The offices are large and 


were the only “employees” when the firm was founded. Now, ten years later, the 
Marshall Tool & Supply staff numbers 23. They are pictured above. 
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DISPLAYS occupy 2,000 sq. ft. 


all equipped with heating and air con- 
ditioning. Such features, the Mar- 
shall brothers believe, are important 
because they make the building a 
pleasant and comfortable place for 
employees. 

In the arrangement of the offices, 
the switchboard, bookkeeping, pricing, 
typing and miscellaneous departments 
are all in one large office. In the rear 
is the, office of the general manager 
Bernard Eger, with a separate desk 
for an accountant. On the other end 
of the counter is the office of the sales 
manager, with his secretary, and four 
additional desks for the convenience 
of outside salesmen. Then comes the 
office of Carl Marshall, president and 
Mack Marshall, vice-president. ‘These 
offices are private, the sides being of 
corrugated glass, whereas plate glass is 


While many items are shown, they are placed to avoid that “crowded look.” 


used in all other offices. Finally there 
is a room containing equipment for 
direct advertising—an important phase 
of the business. It houses an addresso- 
graph machine, a special cabinet for 
the mailing list of 25,000 names, a 
mimeograph machine, a folding ma- 
chine, a letter sealer, and a ditto ma- 
chine. 


Displays Save Time 


The floor layout for display of ma- 
chine tools and light machinery covers 
2,000-sq. ft. with a new showcase act- 
ing as a backdrop. The counter has 
seven showcases which .feature ‘a vari- 
ety of small machines and precision 
tools. Although the displays are many, 
covering machinery for the machine 
shop, plastic, woodworking and sheet 
metal industries, they are not too 
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THE FLOOR PLAN resulted from a careful study of ways 


crowded, which encourages customers 
to wander around. 

Every machine has literature at- 
tached in a separate cellophane folder 
with price tags and other necessary 
information. ‘This saves customer and 
salesman time. Counter displays are 
used in strategic places, acting as silent 
salesmen. 

In the old store, the countermen 
frequently were bumped, since the dis- 
tance between the counter and bins 
was short. This no longer is a prob- 
lem, with a width of four feet being 
allotted to this space. The floor is cov- 
ered with a rubber mat making it 
warm and comfortable to work on. 
All this promotes efficiency and pleas- 
ant relationship. 

In back of the building there is a 
parking area of 3,000-sq.ft. 


A LOADING DOCK permits inside work. When backed 








to serve customers speedily and efficiently. 


in, trucks are at platform level, avoiding unnecessary lifting. 
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MACHINERY IS EVERYWHERE ON BEENE PLANTING CO.S PLANTATION, WHERE H. H. ALLEN FINDS .. . 


SUPPLY SALES IN THE 


THE ACCELERATED MECHANIZATION of farming led H. H. 
Allen, salesman for the Peerless Supply Co., Shreveport, 
La., out into the country and the curiosity paid off. What 
he found in the bottomlands of the Red River was a num- 
ber of plantations which are becoming more and more 
dependent upon the industrial distributor as a source of 
supplies and service which will keep the mechanized 
agricultural plants running. 

‘Although the Shreveport region produces oil, natural 
gas, lumberwood products, oil field equipment and ma- 
chinery, jacks, window glass, chemicals, clothing and 
fertilizer, the sale of supplies, Mr. Allen found out, need 
not be confined to these industries. Mechanization of 
agricultural operations has opened up a lucrative field for 
industrial supply sales. 

The fertile valleys and rolling hills of the Louisiana- 
Arkansas-Texas corner produce long staple cotton, hybrid 
corn, sweet potatoes, pecans, oats, clover and alfalfa. 
Abundant pastures and rich feeds make it an increasingly 
important livestock raising territory for both beef and 
dairy cattle. 

Prosperity has enabled planters to acquire the rich 
bottomlands and to finance side ventures. ‘They started 
out by raising cotton but today many plantations ate 
humming with related activities such as cotton-ginning, 
seed-pressing, cattle raising and feed dehydration. These 
operations mean power plants and running machinery; 
which, in turn, mean industrial supply sales for alert 
distributors. 

The chief objection of most distributors to penetration 
of the farm market is distance, which presents a problem 
in coverage, selling and service. Nevertheless, some dis- 
tributors, such as Peerless Supply, have tackled the job 
with results which, if not ideal, are eminently satisfying. 

According to Mr. Allen, who covers both sides of the 
Red River 80 miles up and down from Shreveport, the 
task is solved by the proper sort of selling. What the 
planter needs, and how much of each item to keep work 
going with the minimum loss of time and expense, is what 


the salesman ought to sell. This means larger and less 
frequent orders, less cost and loss of time to planter and 
distributor, and easier and prompter deliveries. 

The products needed to operate a plantation run a 
wide range from flat belts to drag-lines. From one to three 
mechanics are employed on each plantation to do main 
tenance and repair work on equipment and processing 
machinery. 

Among the products required are flat belts, V-belts, 
pulleys, gears, packing, paints, screw products of virtually 
every kind, rods, wire rope, manila rope, cables, electric 
tools, electric and acetylene welders, welding equipment 
and supplies, hand tools, hose, torches, safety equipment, 
goggles, lathes, accessories, work gloves, all kinds of 
cutting tools, drill presses, grinders, fans, blowers, etc. 

The same sort of service which a supply salesman 
devotes to industrial accounts will aid the salesman in 
selling to farmers, Mr. Allen said. Service is part of the 
salesman’s stock-in-trade and planters are just as appre- 
ciative and receptive to information about new products 
and new ideas as shop superintendents. 

Knowledge of products and their applications go a 
long way in helping the salesman along these lines. While 
calling on a planter one day, Mr. Allen noticed a disc 
harrow being brought into the shop. It was dismantled, 
bit by bit, and the discs taken off. ‘These were then taken 
to a bench grinder and ground. They were then replaced 
and the harrow reassembled. Mr. Allen did not stay for 
the full operation but learned that it took two men two 
days to do the job. 

Mr. Allen decided that was too long a time and sug 
gested using a couple of 6-in. portable electric grinder. 
instead. He advised jacking up the harrow and grinding 
the discs without removing them. The suggestion was 
adopted and Mr. Allen supplied the grinders and jacks. 
The job took less than two hours. Mr. Allen was invited 
to keep his eyes open for additional opportunities for 
saving time and manpower in the same manner. 

(Not all services result in direct sales. In another 
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1. WHAT’S DOING?, asks Mr. Allen as he discusses opera- 
tions with Gray McCrau, superintendent, who suggests . . . 


FARM MARKET 


instance, Mr. Allen was asked by a planter to locate a 
steam engine to replace one which had torn apart during 
ginning operations. Although his firm did not handle 
the item, Mr. Allen got busy and, by contacting all pos- 
sible sources, located one and had it delivered to the 
planter to enable him to resume work. Although there 
was no immediate sale as a result, Mr. Allen got first call 
on whatever products he could supply that the farmer 
needed. 

To be in a position to serve the farmer best, the supply 
salesman should know as much about farming and farm 
products as he does about machining and machine prod- 
ucts, Mr. ‘Allen said. Fluctuations in requirements of 
items which can be sold to farmers are greater and more 
frequent than in industrial plants. Bedding land in the 
spring calls for grinders, abrasives, hand tools to prepare 
tractors, plows, harrows and other equipment. The 
demand for files mounts with the advent of corn chop- 
ping time. 

Farming methods and timetables will vary with loca- 
tion and crops and the salesman must know what is 
going on, and what will be going on in order to offer, at 
the proper time, the items which will be needed. For 
example, it takes from $100 to $500 worth of supplies 
to prepare for cotton-ginning on a single plantation. 

But timing isn’t all, Mr. Allen added. In his desire to 
obtain maximum sales in the farm market, the salesman 
must never oversell. The farmer needs his working cap- 
ital just as urgently as an industrial plant. Here, the sales- 
man’s knowledge of farm operations, crops, methods and 
equipment will stand him in good stead. 

Mr. Allen keeps inventories of each of his customers’ 
supplies of smaller items such as screw and cutting prod- 
ucts. He bases his estimates of how much of these items 
each plantation requires to carry it through various 
periods on the rate of use and the seasonal requirements. 

In summation, Mr. Allen advised regular calls, reason- 
able replenishment and constant attention to what is 
happening at each plantation. 


Poa pie Pre 


2. CHECKING STOCK SHELVES to sce what and how 
much of each item should be ordered to get... 


3. BIG EQUIPMENT like tractors, fans, tanks, etc. in 


shape. Harvey Smith (right) does the work with... 


4. WELDING EQUIPMENT and other machinery for 
which Mr, Allen sells supplies to keep things going. 
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GREETING CUSTOMERS in front of registration desk are H. M. Wallis, vice-president, and H. C. Hunter, salesman. 


Product Show Attracts Crowd, Produces Sales 











Watkins, Inc., uses two-day exhibit 
as effective sales tool; relations 
with customers and employees im- 
proved; salesmen get both leads 


and orders; suppliers cooperate. 


INTERESTED CUSTOMERS plied manufacturers’ men 
with questions. Kee Sorrells is discussing an electric tool. 





a 


WRITING ORDERS was a full-time job for salesmen. PLANNERS for the show included: H. A. Jones, W. H. 
Their desks were lined against a wall with names over them. Mooney, E, A. Watkins, H. N. Wallis and E. L. Watkins. 
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DistrisuTors have a potent, all-around sales tool in 
product shows, according to executives of Watkins, Inc., 
Wichita, Kans. They base this belief on their own 
experiences, the most recent of which was a two-day show 
that attracted more than 1,400 customers from four 
states. 

Like all other sales tools, the product show has an 
ultimate goal of increased sales. Watkins officials say 
such shows approach the goal in five ways: 


1. Relations with customers are improved. 
Watkins officials and salesmen have an oppor- 
tunity to get to know customers better and, 
therefore, to understand the customers’ problems 
better. 


. Customers learn of the many products available. 
Congratulatory letters from customers substan- 
tiated this point after the most recent Watkins 
show. As one letter-writer stated it: “I knew 
something of your operations but, quite frankly, 
I did not realize your facilities were so extensive.” 


. Customers acquire product knowledge. 
As E. Leon Watkins, vice-president, pointed 
out: “Our shows are designed to give the cus- 
tomers an opportunity to talk directly to the 
representatives of the firms who supply us with 
most of the items we handle.” 


. Salesmen obtain both leads and orders. 


One Watkins salesmen who was skeptical of the 
value of product shows has done a complete 
about-face. He filled three order books during 
the two-day show and reported that “weeks later 
‘customers in my territory were asking for prod- 
ucts they saw demonstrated at the show.” 


. Employee relations are improved. 
Interested and satisfied employees automatically 
improve sales efficiency. 


Detailed Planning Needed 


However, to obtain these results, Watkins officials 
admit there must be detailed planning and a conscientious 
execution of the plans. For Watkins officials it was a 
simple matter this year to decide whether to hold a show. 
The firm’s first show was held last year in connection with 
the opening of the company’s new warehouse. It was so 
successful, the decision to hold a second annual show 
required little deliberation. 

The second point to be decided upon was the days of 
the week on which the show should be held. Watkins 
directors voted for Saturday and Sunday because they felt 
these days would cause the least interference with the cus- 
tomers’ work week. That there will be a third annual 
show already is determined, and the directors are con- 
sidering a three-day affair. If this plan is adopted, the 
show will start on Friday. 

Invitations were sent out a month and a half in advance 
of the show. They went to all customers and prospects— 
even to those in distant areas. It was felt that those too 


remotely located would appreciate being remembered even 
though they might not be able to attend. 

Twenty days before the show a two-color reminder card 
was enclosed with monthly statements. A second fol- 
low-up, a letter signed by E. A. Watkins, president, was 
mailed twelve days before the show. 

Invitations to suppliers to exhibit at the show were 
sent out much earlier than the invitations to customers. 
In fact, it was four months before the date of the exhibit 
that manufacturers were asked to participate. ‘The letters 
recalled the success of the first product show, gave the 
date of the contemplated show and suggested donation of 
a door prize (if within company policy). The response 
was considered excellent. 

Because the show was being held over a weekend, Wat- 
kins directors attached great 1mportance to the caring for 
manufacturers’ men. A dinner was held for them on Sat- 
urday night and later, after the show, card games were 
arranged and refreshments served. Hotel reservations were 
handled by the distributor and everything possible was 
done to satisfy individual preference as to hotels and 
types of rooms. 


Lapel Tags Used 


Many of the manufacturers’ displays previously had 
been used in national shows and Watkins’ warehousemen 
were on hand to help erect them. 

Large tables were set up in the distributors sample dis- 
play room for manufacturers of shelf goods to display their 
products. The warehouse was utilized for actual demon- 
strations of tools and machines. 

A registration desk for visitors was set up in the lobby 
display space. Three different colored lapel tags were used 
to identify customers, exhibitors and employees. Copies 
of the customers’ lapel tags were used for the drawing of 
prizes and after the show they were screened, card 
punched and sorted by territories. Thus each salesman 
went into his territory after the show with a list of cus- 
tomers and prospects who attended the show. “The list 
was very valuable,” said Hudson Wallis, a Watkins sales- 
man. “For example, when I went into a plant I could 
ask the customer how his wife and son enjoyed the show, 
even though I might not have seen them at the show. 
This builds a closer relation with a customer—it lets him 
know you are interested in him and his business and that 
you appreciated his visit to the show.” 


Employees Invited 


Employees not required to put in working days at the 
show were invited to attend with their families and many 
of them accepted the invitation. 

“We want our employees to enjoy their association with 
Watkins, Inc., and to be proud of the firm they help 
build,” declared President Watkins. “We feel that if the 
employee and his family visit the plant while the show 
is in operation, it tends to give them a better understand- 
ing of the firm and the job it is striving to do.” 

Features of the show included sound movies on such 
subjects as tool servicing, grinding wheel problems, etc.; 
door prizes which were awarded every two hours, giving 
visitors added incentive for remaining at the show; refresh- 
ments which were available all during the open hours 
of the show (230 dozen doughnuts and 130 gallons of 
coffee were served). 

A week after the show, manufacturers who had 
exhibited received a letter of thanks from Mr. Watkins, 
the president. A group picture taken at the Saturday night 
dinner was enclosed with the letter. 
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WHITE STAR 
MACHINERY & SUPPLY CO. 
































... Make Buyers Remember You 


Ir USED TO BE that the “noon hour” 
or “after hour” sales in the large man- 
ufacturing plants was the answer to 
selling the tool and die maker or ma- 
chinist the small tools that go into his 
personal tool kit. But this method of 
selling was an expensive one usually 
taking a full day’s time of two or three 
salesmen to stage a lunch-hour sell- 
ing period. 

Today’s market for machinist’s small 
tools is better than it was in the pre- 
war days. Large scale apprentice train- 
ing under the guidance of the Veter- 
an’s Administration has created a po- 
tential for the sale of small tools which 
cannot be ignored. 

A top tool or die maker will boast of 
a kit of tools worth anywhere from 
three to five hundred dollars, these 
apprentices are building these tool kits 
man piece by piece, every pay day. 

is is not an easy market for the 
industrial distributor or his salesman 
to reach. Personal contact with tool 
users is difficult, if not impossible. 
Some distributors feel that this market 
is out of reach. 

It’s true that much of this business 
originates with the machinist and is 
channeled to the industrial distributor 
through the plant purchasing agent. 
But this is not enough for the men at 
Triplex Supply Co., Milwaukee; they 
reach for this business from the ma- 
chinist in the shop. 

“We don’t know most of our small 
tool customers,” said M. W. Mund, 
sales manager. “They come to us be- 
cause we get our company name into 
the customer’s shops. Every tool or 
piece of equipment, large or small, to 
leave the Triplex loading dock is 
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labelled with a small three-color decal- 
comania. The ‘decal’ is imprinted with 
the firm’s name and address and with 
the word ‘tools’. 

“The machinist sees our ‘decal’ on 
the larger tools which are purchased 
through the plant purchasing agent 
and our company name sticks in his 
mind as the obvious place to buy his 
personal tools. We have traced a large 
portion of tool sales to the ‘decals’.” 

Mr. Mund believes a large and com- 
plete stock of tools is important; the 
machinist wants immediate delivery 
on his purchase especially the appren- 
tice, building his first kit of tools. The 
thrill is gone if the tool cannot be put 
in his hands at the time he is ready to 
make the purchase. The machinist is a 
consistent customer too, he is loyal to 


a name brand of tools. 

The Triplex Co. has a good physical 
set-up for attracting the machinist 
customer in off the sidewalk. It is lo- 
cated near the shopping center of Mil- 
waukee and maintains effective win- 
dow displays anda tool display counter. 

Other distributors lacking an advan- 
tageous location bolster their sales 
efforts by directing their salesmen in 
promoting the sale of small tools with- 
in their customer’s plants. The sales- 
man cannot solicit the machinist in 
the larger plants as he might do in the 
smaller shops, but by posting’ manu- 
facturers’ tool charts on the plant bul- 
letin boards and getting the shop 
superintendent to distribute tool cat- 
alogs among the machinist employees 
has had good effect. 


WINDOW DISPLAYS of small tools help identify the distributing company as a 


source from which machinists can buy their personal tools. 
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EDITORIAL 


Summer 


T THIS WRITING, it appears that industrial 
activity will remain strong during the balance 
ot the year. There may, however, be some seasonal 
decline during the summer months. This high vol- 
ume production means continued good business for 
industrial distributors and their salesmen who supply 
the tools, equipment and maintenance items that 
go to make up that production. 

The industrial picture during the summer months, 
as it relates to the distributor’s business, requires 
some interpretive analysis. Sales volume must be 
measured and evaluated against the re-emerging sea- 
sonal pattern of industry. Vacations and shut-downs 
which were practically non-existent during the war 
years were reinstituted last year and will be even 
more pronounced this year. If vacations are staggered 
over a three-month period, as they tend to be in con- 
tinuous process industries, production is almost cer- 
tain to suffer. This results in a summer slump in 
output. It becomes even more pronounced when 
factories close down entirely to get all vacations out 
of the way at the same time. 


No Cause for Alarm 


When confronted with this situation, distributors 
should not be misled into thinking that the bottom 
has fallen out of business. If production slumps dur- 
ing the summer months, distributor sales are bound 
to slump too and for perfectly normal and recogniz- 
able reasons. There is no necessary cause for alarm. 

It is possible, however, that an individual dis- 
tributor’s sales might slip more than the decline in 
the industrial volume in his area would warrant. 
That, of course, is cause for concern. It might work 
something like this. Suppose industrial production 
in the summer slumps 10 percent from late spring 
levels due to the vacation shut-downs. And further 
assume a particular distributor’s volume is down 20 
percent. Then there is cause for this distributor to 
worry. His volume has dropped more than would 
normally be expected. On the other hand, if his 
volume is down 10 percent, he is about in line with 
the normal seasonal drop. 

The 10 percent figure used here is, of course, only 
for illustrative purposes. The exact seasonal pattern 
has not yet been established for the postwar years. 
An over-all figure would not be particularly helpful, 
in any event, even if it were available. By and large, 
distributors operate locally and national averages 
would probably be misleading. The industrial cus- 


Business 


tomers of distributors in any given area do not pre- 
sent a true cross section of all industry. Each area 
tends to be heavy in one industry or another. Fur- 
thermore, the industry practices toward vacations 
vary from one part of the country to another. On 
these two counts, the industrial seasonal pattern 
affecting any particular distributor would differ from 
that affecting another distributor in another part of 
the country. 


Facts on Vacations 


The point is, distributors should make allowances 
in their budgets and in their evaluations of sales for 
the new seasonal pattern of industry that is appear- 
ing. It will also have a bearing on sales planning and 
on vacation schedules in the distributor's own organ- 
ization. The facts on what is going on in the dis- 
tributor’s market area can frequently be obtained 
from local Chambers of Commerce and other local 
industry, trade or employer’s associations. In a num- 
ber of leading cities these groups within recent weeks 
have polled the industries and factories in the region 
to determine the nature of their vacation plans. 
Reports on these surveys are available. From the re- 
sults which have come to my attention, there appears 
to be a trend toward the complete shutdown type of 
vacation but the majortiy of plants will still be on the 
stagger plan. 

This calls for a little intensive work on the part of 
distributors and salesmen if they are to gear them- 
selves to the changing times. There is certainly no 
point in salesmen wasting their time calling on 
plants that are closed for vacations. A few questions 
by salesmen in the course of their regular calls now 
will reveal the vacation plans of their customers. 
These can be noted and summarized to get a picture 
of what is going on in the distributor’s whole terri- 
tory among his customers in various industries. Facts 
from these internal sources as well as from local 
associations can form the basis for successful plan- 
ning. 

And while we are talking of vacations, everyone 
should plan for a real vacation for himself—one 
that is more than a postman’s holiday. Have a good 
time! 


Wall, K Crowle 
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Sales Tips From Salesmen . . . sock iten:; ; 


sales springboard . . . product literature makes sales . . . go all out on details, 


AL AGUTTER: 


Let Item Patter Sell 
The Small Shop Owner 


“Machine shops,” thinks Al Agut- 
ter, of Industrial Supply Co., Salt Lake 
City, Utah, “fall into two categories— 
custom shops, and the shops operated 
by industrial plants, utilities, large 
ranchers, etc. There is a lot of busi- 
ness to be had from these custom 
shops, and from the large ranchers, 
too, but it requires handling them a 
little differently. 

“The reason is that in the custom 
and ranch shop, nine times out of ten, 
you talk directly to the owner. What 
he wishes to know about are, primarily: 
(a) equipment and supplies that will 
save him time and money and (b) 
ideas on machine operation or produc- 
tion methods, seen in larger shops, 
which he may be able to use to the 
same end. 

“J find it advisable, therefore, to 
handle this trade partially in a manner 
that often has been criticized I mean 
that some people say the distributor 
salesman is nothing but an order taker, 
that he does nothing but stick his head 
in the.door and say: “(Need anything 
today?” 

“Well, I do that very thing. I run 
over a long list of stock items, men- 
tioning them by name, and ask if he 
needs any of them. I do it because, 
frequently, these operators have no sys- 
tem of stock control; no purchasing 
department to buy, or to inform them 
what to buy. Mostly, the customer 
keeps his needs in his head—and a 
man’s head is just so big. 

“My regular routine is to mention 
at least 25 items. On new items, I 
carry the literature and seek an oppor- 
tunity to explain it in detail. At the 
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same time, my eyes are going over the 
shop,-spotting possible needs not in- 
cluded in the routine.. You may call 
this tongue-wagging, but that is what 
is necessary. ‘he owner is busy and 
often, he will keep’ on with his work 
as you talk. 

“Forty percent of my calling time 
is spent in this way. I’m sure, though, 
that it produces 40 percent of my 
sales. 


HENRY STISKIN: 


Product Literature 
Invites Inquiries 


When Henry Stiskin, salesman for 
C. H. Tiebout Co. Inc., Brooklyn, 
makes a call, he always leaves a cus- 
tomer a few circulars or booklets on 
lines the firm carries. “Customers like 
to study this material in their leisure 
time,” says Mr. Stiskin, “and while 
the score is not 100 percent, I do get 
quite a few inquiries which have re- 
sulted in sales.” Mr. Stiskin figures 
product literature is not working when 
it’s gathering dust on the office shelf. 

A little new at the job of selling in- 
dustrial supplies, Mr. Stiskin always 
is anxious to see the manufacturer’s 
representative come around. “It is 
with these fellows,” he says, “that I 
get the real product application knowl- 
edge; knowledge not found in the 
manufacturer’s literature.” “Making 
calls with the manufacturer’s man is 
good practice, sales-wise. It impresses 
the customer with the idea that you 
have his best interests at heart, and 
goes a long way toward building good 
customer relations.” 
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W. A. GRIFFIN: 


Know Your Product 
To Do A Better Job 


Eight years as a salesman, first in 
the dairy supplies and equipment busi- 
ness in Orlando, Fla., and currently 
with Georgia Hardware & Supply Co, 
Albany, Ga., has given W. A, Griffin 
a well rounded experience. It has also 
given him a sound background for his 
opinions. 

Selling valves is Mr. Griffin’s spe- 
cialty, and because he goes “all the 
way” on whatever he puts his mind 
to, he has managed to learn a great 
deal about valve manufacture and 
valve application. 

But Mr. Griffin hasn’t absorbed 
“the facts” just to pass time. He uses 
them, every working hour of the day. 
He believes that to do the best job in 
the interest of the customer, a sales- 
man should know every detail, if only 
to be able to answer any question put 
to him by the customer. 

Know the rating of each valve, Mr. 

Griffin advises salesmen, and know 
just how each type will do the 
best job for any given problem. Know, 
also, how the same type valve has 
iven efficient service in similar in- 
stallations. These are some of the 
points that have assisted him in mak- 
ing—and keeping—satisfied custom- 
ers. 

Full knowledge of the product, Mr. 
Griffin concludes, “‘is the road to less 
selling effort—and assured _re-orders. 
A customer appreciates experienced 
advice, and is grateful for your interest 
in his problems. The longer he knows 
you, the more he’ll listen.” 
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OSBORN BRUSHES 
serve as powder puffs 
in Goodyear production line 


NDUSTRIAL powder puffs — that’s the function 
of these Osborn power driven rotary brushes at 
the Goodyear Tire & Rubber Company, Akron, O. 


As the uncured tire stock leaves the extrusion 
machines, a soapstone talc is blown on both sides 
of its “tacky” surface (note inset) to permit mate- 
rial to be stacked and handled without sticking. But 
application by blowing alone results in both spotty 
coverage and waste of soapstone. 


And that’s where Osborn Brushes take over. 
Acting as giant powder puffs, these horsehair rotary 
brushes (shown in main illustration) spread a thin, 
uniform layer of soapstone over the entire surface 








5401 Hamilton Avenue 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY «+ 





and remove the excess which is salvaged for later use. 


Brushes formerly used for this job had a wood 
core which was subject to splitting and warping. 
The Osborn Brush with a steel center section elim- 
inates these difficulties, permits a more uniformly 
filled surface of just the right stiffness and fullness 
to give a uniform spreading action. 


Whether it is a cleaning, finishing, roughing or 
polishing operation, the right brush properly ap- 
plied can save you time and money. Let an Osborn 
sales engineer show you how power driven brushes 
can be installed in your production line—at a profit. 
For complete information, write— 


THE OSBORN MANUFACTURING COMPANY 


Cleveland, Ohio 


POWER DRIVEN BRUSHES + PAINT BRUSHES * MAINTENANCE BRUSHES 
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THE SALES INDICATOR — Supply Sales from March. Sales in April were 1.59 percent below April 
fell off to 372 in April; a 2.62 percent decline 1947, and 1 percent below the same 4-month period of 1947. 


Supply Sales Trends 














1948| —-—1947 


ORDERS PER WORKING DAY—were 120, up two 
per day from the March figure. April had 26 working 
days, one less than March. 


Pac. North North 
Month Coast Western Central Southern Atlantic 54 


526 520 307 382 472 
545 455 333 360 386 


50 
10 12 16 16 16 
13 16 16 14 46 


16,150 17,100 16,900 
16,500 18,000 16,400 42 


37.75 39.10 35.40 38 
37.25 39.10 41.15 


126 137 107 
131 136 108 a 


Sales 
Indicator 


Order per Sales- 
man per Day 


Salesman 


Size of 
Average Order 


Order per 
Working Day 


M 
A 
M 
A 
Volume per M. 
A. 
M 
A 
M 
A 


30 








26 





—— 1948 —-—1947 
REGIONAL TRENDS—l'or the third consecutive JoF MA MJ A 


month the Pacific Coast and North Central areas SIZE OF AVERAGE ORDER—was $40.00 in April, 
again registered substantial gains. Volume of sales in up almost a dollar over March. Volume per salesman was 


all areas held steady; orders per working day gained $16,950, up from the March volume by about $200 
slightly. Size of average order showed little change. for each salesman. 
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help you sell 
the No. 582 
“Tom Thumb" 


Look at These Sales Points! 


@ The NEW No. 582 "TOM THUMB" is the most 


advanced, portable pipe and bolt threading machine 


of its class. Here are a few of its 18 outstanding 
features that give you sales-winning talking points: 


NEW"SPINFAST" FRONT CHUCK eliminates use of 
a chuck wrench. A quick spin of the easy-to-grip wheel 
speeds up the chucking and unchucking operations. 


NEW CUT-OFF DEVICE is the quick-cutting roller 
type; heavy, ALL-STEEL construction and unbreakable. 


View at right shows operator's side of machine and the 
REAR CHUCK (universal, centering, three-jaw, wheel 
operated, quick acting and positive centering). 


Standard range of the No. 582 "TOM THUMB"— '/4" to 
2" pipe; extra range '/e" pipe; range with drive shaft 
2'/2"" to 8" pipe; bolt range '/4" to I'/2". 


NEW REAMING DEVICE is integral with die-head, 
mounted on front for close work. This feature makes 
reaming fast and easy. 


NEW TYPE LEVER FEED pulls the carriage forward 
instead of pushing it. Carriage FLOATS on ALL- 
STEEL ways to conform to irregularities in the pipe. 


Those and 14 more "talking points’ make the NEW 
Oster No. 582 "TOM THUMB" a machine you will 
enjoy selling! Write for Catalog No. 30 and study 
the sales-winning features of this top-notch machine. 
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(Source: Dept. of Commerce) 
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Steel moved ahead after the coal strike threat ended. . . 


. but electric power lagged seasonally behind. 
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Prices of industrial stocks took a turn for the better. . . 


1946 1947 1948 


1945 


1946 1947 1948 


. department store sales a turn upward, too. 


Keeping Up With Business 


Wholesalers Increase 
Sales And Inventories 


Dollar sales of merchant wholesalers 
were up 13 percent in March of this 
year over March, 1947. Seasonally, 
sales were up 16 percent in March over 
February of this year. 

For the first quarter of 1948 they 
were up 9 percent over the first quar- 
ter of 1947. 

March 31 inventories, valued at 
cost, of 1,926 of the 2,954 whole- 
salers reporting were up 17 percent 
over March 31 of last year, and up by 
3 percent over the end of February of 
this year. 

All but five lines of merchandise re- 
ported inventory increases over March 
of last year. The increases ranged 
up to 25 percent or more in the 
electrical group, lumber, machinery, 
plumbing and heating, farm supplies, 
paper, petroleum, and shoes. 


All-Time High During °47 
In Transactions By Check 


More money changed hands through 
checking accounts during 1947 than 
ever before in the history of the coun- 
try, according to an analysis of money 
turnover as an inflation factor which 
has just been completed by the Na- 
tional Industrial Conference Board. 
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Transactions settled by checks 
drawn on demand accounts exceeded 
the peak war year 1945 by 19 percent. 
They were 9 percent higher than the 
previous record peace year, 1946. The 
1929 record, which stood unbroken 
for fifteen years, was exceeded last 
year by 22 percent; all this despite the 
fact that the decline in the volume of 
demand deposits, which began in 
1946, continued last year at an ac- 
celerated pace. 


Corporate Profits 
May Hit New Peak in °48 


Recent developments indicate that 
corporate profits may hit a new peak 
this year, higher than the total reached 
in 1947, a record year. 

Among the factors viewed as favor- 
able for another year of record earn- 
ings for business are: (a) heavier Gov- 
ernment spending and the tax 
reduction, which will jump consumer 
incomes further, (b) the large orders a 
number of industries expect to re- 
ceive for military requirements and 
foreign aid, (c) consumer and Govern- 
ment buying, which promises to push 
commodity prices higher and should 
result in additional inventory profits, 
and (d) and the expenditures sched- 
uled to be spent by industry for plants 
and equipment—which the Commerce 
Department has estimated at above 
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$18 billion. 

There is every good reason to ex- 
pect, also, that workers will be able to 
increase their output per man hour— 
due to the new facilities that will be 
available under new plant and equip- 
ment building programs. These in- 
creased efficiencies may in fact lower 
unit costs, a direct result of planned 
installations of new and improved ma- 
chinery. 


BRIEFS: 


..The number of employers with 
registered apprenticeship programs in 
1947 was nearly double the figure for 
1946—87,500 against 150,000 last 
year. 


..Installment loans to consumers 
were up 32 percent in February over 
the same month last year. 


..Power consumption per industrial 


worker has increased 120 percent dur- 


ing the last 20 years—93 percent of it 
electric power. 


. Exports in 1947 were three time: 
as great as the 1919-1939 average, ab- 
normally high for peacetime trade. 


.. Total civilian employment in the 
U. S. in March was about 57,250,000; 
total unemployment a paltry 2.4 mil- 
lion. 
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TYPICAL APPLICATION — Yarway 
Impulse Steam Traps with Yarway Fine- 
Screen Strainers draining liquid heater. 


600000 Salesmen 


GOOD FOR ALL PRESSURES. Yarways are good for all pres- 
sures within a broad range without change of valve or 
seat. Factory set. 


Users tell us the most convincing salesman of Yarway 
Impulse Steam Traps is the trap itself. In plant after 
plant, now 100% Yarway-equipped, the maintenance 
engineer started with one Yarway trap. In less than ten 
years over half a million Yarways have been bought by 
utilities, institutions, industrial plants and ship-operating 
companies. Here are the reasons: 


ONLY ONE MOVING PART. No levers, buckets, weights, 
bellows or floats. The only moving part is a simple valve. 
Result—Easy maintenance and small inventory of parts. 


SMALL SIZE... LIGHTWEIGHT. Hardly larger than a pipe 
union, Yarways require no support other than the pipe 
line. Installations are simpler, neater, more practical. 


EFFICIENT OPERATION. Yarways discharge condensate 
rapidly. Users from coast-to-coast report they get equip- 
ment hotter, sooner, and maintain peak efficiency. 
Small amounts of condensate discharge continuously 
through control orifice in valve; at medium loads, main 
valve opens and closes at short intervals; under heavy 
loads, valve opens wide. 


LOW COST. Often it costs no more for new Yarways than 
to repair old type traps. See your nearest Mill Supply 
Dealer or write for Bulletin T-1739. 


YARNALL-WARING COMPANY - 111 Mermaid Ave., Philadelphia 18, Pa. 


See Yarway Representatives at the Triple Mill Supply Convention at Atlantic City. Conference Booth 112. 


YARWAY IMPULSE STEAM TRAP 
































LH 


Durable 


























mtgrs.~>} 




















1 
= + Total ~ 
cree 



































Wa 





aa 






























































S 1929°30 "3! * 


"33'34'35 '36'37'36 '39 "40 ‘41 ‘42 4344 “45 4 














INDUSTRIAL PRODUCTION iInpEx— Moves Ahead Again 


Industrial production again is rising. 
The index may even reach a new 
peacetime peak in the months ahead, 
provided (a) materials continue to 
flow into factories at their present high 
rate and, (b) labor is content with 
limited wage gains, without strikes or 
“holidays”. 

Business activity also sustains itself 
at a satisfyingly high level, encour- 
aged by new, stimulating factors at 
work at home and abroad. Generally, 
the forces sustaining production and 
business have grown in strength re- 
cently, though slowly, and the coun- 
try’s economy now is on much firmer 
ground than was true earlier in the 
year. 


On The Move Again 


The boom has new support on 
every side. Home and business build- 
ing is up. Government expenditures 
are up, and will increase further as 
the ERP and defense funds buy into 
current production. Spending is high; 
the money supply continues to grow; 
stocks and bonds, particularly indus- 
trials, continue firm; and credit money 
still can be had at rates that can be 
carried without impairment to cash 
reserves. 

Apropos government expenditures: 
The “hold the line” policy against 
increased public spending has given 
way before the requirements of our 
domestic and foreign policies. Wash- 
ington talks less glibly now about cash 
surpluses, more and more about deficit 
financing. That could mean that more, 
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April Mar. Mar. 
1948* 1948 1947 


Total Production 187 192 190 
Total Manufactures 200 198 
Durable 229 225 
Non-durable_ . 177 176 
Minerals 142 148 


and subject to 


* These figures are preliminar 
i i additional data. 


minor revision on the basis o 





not less money will be passed around 
in the coming months—and_ that 
means inflation, and higher prices. 


Buyers New Confidence 

Buyer hesitance, earlier this year, 
has been buried for a while in a new 
atmosphere of confidence. 

Inventories in March, for instance, 
reached a record high. Retail inven- 
tories accounted for the largest portion 
of the rise, but with the accent on 
credit, not on cash. 

Bank and other institution loans to 
consumers for installment purchases 
and home buying also continue to 
rise. 

Home building, too, has jumped 
again, a rise only partly due to sea- 
sonal activity, and despite continuing 
high construction costs. April starts 
were up some 30 percent above the 
same month a year ago; and about 
the same percentage above the previ- 
ous month. Building activity gives in- 
creased hope to contractors and gov- 
ernment housing agencies who pre- 
dicted, earlier, that 1948 would sur- 
pass the previous building peak, es- 


tablished in 1925. 
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Weekly sales by department stores 
across ‘the country are probably the 
best, most immediate indicator of cur- 
rent consumer willingness to buy. 
Sales were up in May by about 4 per- 
cent and only a shade behind the 
year’s peak. 

“New Look” buying appears to 
have absorbed a good part of the 
slump expected in textiles in the 
post-Easter season. With government 
defense spending ahead, the industry 
has brighter prospects for the re- 
mainder of the year than the trade 
knew this time a year ago. 


Demand Remains Large 


Those lines in which production 
had come close to catching up with 
demand now find the point of balance 
as elusive to achieve as it was in the 
immediate postwar months—due to 
the events of the last few weeks. 

Even manufacturers of refrigerators, 
gas ranges, washing machines, and 
similar hard goods, whose backlog 
pipelines had begun to fill up and 
cause them concern about their 
“competition”, have dropped that set 
of worries. Now they are disturbed, 
instead, about where their raw ma- 
terials will come from, once govern- 
ment buying for defense makes itself 
felt in the already short materials 
markets. 

Exports, as expected, continue in 
decline, but imports are climbing, 
due to raw materials bought abroad 
by durables plants to maintain peak 
production. 
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JOBBERS EVERYWHERE 
STOCK EDWARD VALVES 








Ends capped, oiled and hung off the floor for protec- 
tion against thread damage and dirt, these Edward 
forged steel valves are part of stock in an important 
Gulf coast supplier. In foreground, Edward 7500 
lb Fig. 158 valves; in background, Fig. 2688. 


Edward valves are stocked by distrib- 
utors and oil field stores in all parts of 
the country. Some of the larger Edward 
valves are, of course, built on order, 
put all Edward forged steel valves, and 
many cast steel stop, check, non-return 
and other valve types are available out 
of stock. 

If your jobber doesn’t have the valve 
you want, he can get it for you and the 
chances are good that shipment can be 
made immediately. 


Valve Values, Impactor and EValthrust are registered 





trade marks of Edward Valves, Inc. 


Pressure Drop Tests Take to Field 


EDWARD LABORATORY FINDINGS CHECKED 


Research into the characteristics of 


flow and the reduction of pressure drop 
has been a continuing Edward labor- 
atory project for many years. 


Recently Edward engineers checked 


their laboratory findings with a series 
of country-wide field tests,‘believed to 
be unparalleled in flow research, in 
large central stations operating under 
considerably different conditions. 
















Edward angle non-return valve as tapped for field 
test in 1300 lb 920 F midwestern central station. 


IMPACTOR HANDWHEEL, 
CLOSURE INDICATOR 
AIDS TO OPERATOR 


For years, the Edward Impactor 
handwheel has been the most popular 
method for manual operation of large 
valves. Usually attached to a valve 
with patented EValthrust ball bearing 
yoke, it has simplified closing big valves 
against high loads in close quarters. 

Now many large Edward valves are 
also equipped with a new, high-visi- 
bility closure indicator to show the 

osition of the valve stem at a glance. 

n combination, the Impactor hand- 
wheel, EValthrust yoke bushing and 
Edward closure indicator are great 
helps to the operator. 



























Temporary insulation covers Edward motor-operated 
angle valve during in-service pressure drop tests 


To make the tests, standard valves 
were drilled and tapped so that pressure 
recording gages could be installed at 
vital points in the path of flow. Stress 
analysis was made concurrently through 
strain gages affixed to the body of the 
valves. 

Test results, coupled with laboratory 
data accumulated through the last 
decade, have guided the redesign of 
many types of Edward valves with re- 
duction of pressure drop of up to 30 
per cent. 


Edward Fig. 2688's 
Used on Trap Lines 


A good all-purpose forged steel globe 
valve is the Edward Fig. 2688, an OS. 
& Y. valve, and its inside screw com- 
panion, Edward Fig. 2698. 

A good example of the many piping 
uses for this valve series is this con- 
densate and trap line hook-up on the 








reheat system of a big new central 
station in north central United States. 

The Edward inclined stem construc- 
tion in small globe valves has many 
advantages, not only in lower pressure 
drop, but in reduced wear through 
freer flow, and, as the illustration shows, 
piping flexibility where a battery of 
valves must be installed in limited 
space. 





| EDWARD builds cast and forged steel globe and angle stop, gate, non-return, Llow-off, feedline stop-check, INTEX (integral seat), integral bon- 


net UNIVALVES, relief, hydraulic, gage, straight-through valves and strainers for power, petroleum, marine, industrial and technological services. 
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Robert E. Freer 


Homer E. Capehart 


Garland S. Ferguson 
The five members of the Federal Trade Commission, and .. . 


Albert W. Hawkes 





Ewin L. Davis 


Brien McMahon 


Five members of a subcommittee of the Senate Commerce Committee . . . 


Deciding the Fate of Your Pricing System 


Court decisions in FTC cases cast doubt on legality of all 


delivered-price formulas. New law may be only solution. 


Delivered pricing is part and parcel 
of the marketing operations of hundreds 
of U. S. industries. And, in the opin- 
ion of many businessmen, all such sys- 
tems—which include freight in the 
quoted price—are in jeopardy today. A 
series of court decisions, in cases brought 
by the Federal Trade Commission, has 
steadily put more pressure on delivered 
prices. So there is uncertainty through- 
out business as to what to do next. 

e Testimony—Recently the FTC told a 
congressional committee point blank 
that all delivered-price systems have not 
been outlawed by the recent court ver- 
dicts. Chairman Robert E. Freer, speak- 
ing in the name of the whole commis- 
sion, said that the legality of any such 
system must be determined in each in- 
dividual case. He said further that FTC 
cannot advise a businessman in advance 
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whether a particular pricing system is 
legal; it can only investigate and act 
after a complaint has been filed. 

This testimony does not add up to 
much reassurance for businessmen. 
They know as well as Freer that court 
decisions rendered so far do not specifi- 





Editor’s Note 


Industrial distributors will be affected 
by recent court decisions on pricing sys- 
tems. Here is a carefully prepared an- 
alytical article giving background and 
outlook on the important pricing prob- 
lems raised. The article was prepared 
by the editors of Business Week in con- 
junction with the McGraw-Hill Wash- 
ington staff. It reflects thinking in indus- 
trial and government circles. It is the most 
revealing survey on this subject that has 
come to our attention and for that rea- 
son we are reprinting it in its entirety. 
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William A. Ayres 


Edwin C. Johnson 








Lowell B. Mason 


Owen Brewster 


cally rule out all delivered-pricing sys 
tems. They fear what seems to be a 
trend in FTC and court thinking. 
e Mason Speaks—To back them up, 
businessmen have the opinion of an 
other Federal Trade Commissioner, 
Lowell B. Mason. In a speech at the 
Harvard School of Business Administra 
tion just a month ago, Mason said that, 
in his personal opinion, recent court 
decisions mean in effect that: 

(1) Basing-point pricing systems are 
out. 

(2) Zone prices are out. 

(3) Any individual “postage-stamp” 
price system is out. 


The Laws 


Two acts of Congress make up the 
legal basis for all FTC actions against 
delivered prices. They are the Federal 
Trade Commission Act (passed in 
1914), and the Clayton act (also passed 
in 1914) as amended by the Robinson- 

(Continued on page 168) 














TESTED 
TENSION 





Here’s how 
SIMONDS Quick and Easy Tensioning Method gives you 


LONGER BLADE LIFE! 


Avoid Undertension which 
causes crooked cutting, 
spoiled work, lost time. 


Avoid Overtension which 
causes blade-vibration, 
pore dulling of teeth, frequent blade-breakage. 


Slip the Simometer Directly over Blade, tighten two thumb- 
screws ... now put tension on blade until Simometer 
needle moves into green zone... and you can see ata 
glance you have the right tension on the blade. 


Then You're Set to get Faster, Straighter Cuts...and more 
cuts per blade... the full measure of performance which 
SIMONDS “Red End” Power Blades are made to give 
you. Ask your distributor. 


OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., Chicago 7, Ill; 416 W. Eighth Sc., 


BRANCH Los 
Angeles 14, Calif; 228 First St., San Francisco 5, Calits 311 S. W. First Avenue, Portland 4, Ore.; 31 W. Trent Ave., 


Spokane 8, Washington. Canadian Factory: $95 St. Remi St., Montreal 30, Que 


SIMONDS 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
Other Divisions of SIMONDS «a AND STEEL CO. 


SIMONDS ALSO MAKES: 


FLAT GROUND STE 
fon <— “RED TANG” FILES 


METAL-CUTTING BAND SAWS CIRCULAR METAL-CUTTING 
(Regular Hard Edge, SAWS 
Skip-Tooth, Spring Temper) (Iinserted-Tooth, 
Segmental, Solid-Tooth) 


WHEN YOU USE SIMONDS YOU STAY IN THE HIGHLANDS 
. « « OF CONSISTENT CUTTING EFFICIENCY 
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WALTER W. PEACOCK 


W. W. Peacock Retires 
At Charles C. Lewis Co. 


Walter W. Peacock of Long- 
meadow, Mass. has retired after 16 
years as sales manager of the Charles 
C. Lewis Co., distributors of industrial 
equipment, tools and supplies in 
Springfield, Mass. Formerly, Mr. Pea- 
cock was with the Stacy Supply Co. 
of the same city. 

A native of Philadelphia, Mr. Pea- 
cock lived in Germantown until mov- 
ing to Springfield over 20 years ago. 
He is a graduate of Germantown Acad- 
emy and Lafayette College and mem- 
ber of the Longmeadow Country Club 
and Colony Club. 

Mr. Peacock’s sales force at the 
Charles C. Lewis Co. included five 
salesmen. He has no definite retire- 
ment plans, other than “taking it easy 
for a few years.” 


General Machinery & Supply 
Distributes New Catalog 


The General Machinery & Supply 
Co. of San Francisco, Calif., has be- 
gun distribution of its new 382 page 
Donnelley catalog. 

H. A. Pratt, vice-president and gen- 
eral manager of the firm reports that 
the catalog is the first to be issued 
since the war years. 
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Republic Rubber 


Celebrates Anniversary 


Republic Rubber Division of Youngs- 
town, Ohio, celebrates two events this 
year, both of which are classified as a 
25th Anniversary. It was on June 9, 
1923, the Republic Rubber Co. be- 
came affiliated with the Lee Rubber & 
Tire Corp. of Conshocken, Pa., and it 
was on October ‘1, 1923 that Republic 
Rubber announced its famious 5-point 
sales policy. The anniversary plans laid 
emphasis on that period of time. 

Approximately 147 of Republic’s 
1,400 employees have been with the 
company for 25 years or more, and two 
of them have been continuously em- 
ployed for 46 years. These people were 
honored recently at a special anniver- 
sary ceremony held on June 11th. 
Present at the event were A. A. Garth- 
waite, president of Lee Rubber & Tire 
Corp., and O. S. Dollison, vice-presi- 
dent and general manager of the Re- 
public Rubber Division. 


Power Transmission Council 
Elects Officers in N. Y. 


The New York Chapter of the 
Power ‘Transmission Council recently 
elected its officers for the ensuing 
year, and heard R. Y. Case, develop- 
ment manager for L. H. Gilmer Co. 
in a talk on “Timing Belts.” 

The officers elected included: Jo- 
seph E. Buck, president, with B. F. 
Goodrich Co. N. Y.; Richard M. 
Wainwright, vice-president, with Alex- 
ander Bros.; P. C. McAllister, elected 
secretary, who is associated with Chas. 
A. Schieren; and William J. Browne, 
of Wm. J. Browne Co., who was 
elected to serve as treasurer. 


Sager-Spuck Supply Co. 
Awarded Service Plaque 


In recognition of 25 years’ asso- 
ciation with the B. F. Goodrich Rub- 
ber Co., the Sager-Spuck Supply Co. 
of Albany, N. Y., recently was awarded 
a service plaque, presented to H. M. 
Sager, president of the Albany firm. 
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THE UNIVERSITY OF NOTRE 
DAME has elected Robert L. Hamil- 
ton, president of the Dumore Co., 
Racine, Wis., to its newly created Ad- 
visory Council for the College of 
Commerce. 


New Officers Named 
At Farquhar Machinery Co. 


Allen B. Harden, formerly credit 
manager of Farquhar Machinery Co., 
Jacksonville, Fla., has been elected 
vice-president to succeed the late 
ames E. Horne, who died on October 
7, 1947. Prior to joining the Farquhar 
organization, Mr. Harden was with 
the G. M. Acceptance Corp. — 
Chesnut, formerly with General Mo- 
tors, has succeeded Mr. Harden as 
credit manager. 

John G. Vaughan has been ap- 
pointed sales manager to succeed J. B. 
Wallis. W. M. Gaillard, formerly an 
outside salesman, has been appointed 
assistant sales manager. Mr. Gaillard 
has been with the company for ten 
years and has been an outside sales- 
man for the past 27 years. 

New additions to the sales staff 
include L. P. McDonald, a specialist 
on heavy machinery and motors; Don 
Chandler, formerly purchasing agent, 
now city salesman. Mr. Chandler is 
succeeded by Jack Wahl, Jr., who re- 
cently received his master’s degree in 
chemical engineering at Purdue Uni- 
versity. 

Earl Kirkland has been assigned to 
the Tallahassee territory. 
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BENCH GRINDERS 
to SPOT Around Plants 


SAVE STEPS— 
SAVE TIME! 


EVERY HANDY SPOT 
& an 


Means an 
Extra Sale! 











SELL them for 
Grinding, Wire Brushing, Buffing! 


Show your customers how spotting several Black & 
Decker 6"' Standard Bench Grinders within easy reach 
of workers can speed up tool sharpening and cleaning 
... grinding and removing metal. . . cleaning parts, 
removing rust, preparing surfaces for painting. That’s 
the way to make extra profits from each shop! Go 
after these multiple sales now and take advantage of 
our hard-hitting advertising in the July 10th issue of 
The Saturday Evening Post and the June and July 
issues of leading industrial publications! 

The Black & Decker Mfg. Co., 617 Pennsylvania Ave., 


Towson 4, Maryland. @ The most complete line of © Top-quality materials and 
Portable Electric Tools and workmanship. 
plenty of accessories. 





Another Best-Seller 
from the B&D LINE which gives 
you these Unmatched Features: 


@ Interchangeability of parts 


An honest Distributor for simpler servicing. 


policy that builds profits 
for you and for us. 


Thirty-eight years of en- 
gineering and manufac- 
turing leadership. 


Twenty-four Factory Serv- 
ice Branches in the United 
States strategically located 
for greatest convenience 
to tool users. 


7 oJMJ> LEADING DISTRIBUTORS EVERYWHERE SELL 
IDG S|" 
F my am 


PRlack& Decker 


PORTABLE ELECTRIC TOOLS 
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Regular, aggressive ad- 
vertising in The Saturday 
Evening Post and a score of 
keyindustrial publications. 




















INDUSTRIAL DISTRIBUTION © JULY, 1948 





SUT what the docter ordered” 





Votes 


wy oe highly eatin mien 


Drilling tough, stringy ails 


<> Drilling with reduced itil of friction 


Morse, with one of the most complete heat treating 
plants in the country, can give the high speed steel 
drills you need for special drilling jobs MORE than 
standard heat treatment. If you’re up against a high 
degree of abrasive action; tough stringy metals — or 
adhesive materials, MT 14-5 is the magic phrase! 

Here’s why: In addition to the redraw of its high 
speed tools which is standard with Morse and re- 
duces brittleness while toughening the metal to 
withstand an amazing amount of strain and shock — 
MT 14-5 is an extra combination heat treatment 


which hardens the drill surface to withstand exces- 
sive abrasion while adding a lubricant value that re- 
duces the coefficient of friction. Result: 2 drill with 
reduced marginal wear and its cutting edges main- 
tained longer. 

The MT 14-5 is another example of Morse’s versa- 
tility and skill in meeting special drilling problems. 
If you, too, have a similar or special drilling problem, 
ask your Industrial Supply Distributor for the proper 
Morse heat treatment and tool recommendation to 
meet your needs. 


A DIVISION OF VAN NORMAN COMPANY 





New York Store: 130 Lafayette St. » Detroit Store: 2952 East Grand Bivd. » Chicago Store: 570 West Randolph St. » San Francisco Store: 1180 Folsom St. 
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M. C. Peterson 


Peterson Named Manager 


Of Weatherhead Sales 


M. C. Peterson has been appointed 
sales manager of the Industrial Hose 
division of The Weatherhead Co., 
Cleveland, Ohio. 

Prior to joining the company, Mr. 
Peterson was associated with the 
Fiex-O-Tube Co. of Detroit for 14 
years as general sales manager and, 
later, was vice-president in charge of 
sales. He is a member of the Society 
of Automotive Engineers. 


O. P. Link Handle Co. 
Acquires Indiana Firm 


The corporation of Turner Day & 
Woolworth Handle Co., was sold to 
the O. P. Link Handle Co. at Salem, 
Ind. on March 5th. It will be operated 
as a division of the O. P. Link Handle 
Co., with manufacturing plants at 
Salem, Ind., Crosville, Tenn. and 
Sequatchie, Tenn. 

The policy of Turner Day, as well 
as the Link Co., will be to work ex- 
clusively through selected wholesalers. 
The firm of John H. Graham in New 
York City will continue as exclusive 
sales representative for the export 
market, excluding Canada. 

The Turner Day Handle Co. is 
said to be the oldest manufacturer of 
hickory handles in the world, having 
started in business in 1855. Its gen- 
eral office has been transferred to 
Salem, Ind. 


Luster-Kote Paint Corp. 
To Distribute Nationally 


The Luster-Kote Paint Corp. an- 
nounces its intention of distributing 
its products on a nationwide scale. For 
about 15 years the single product has 
been manufactured and distributed 
to a limited market. Hereafter, how- 
ever, Luster-Kote will supply the na- 
tional market. 
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Whiting Corp. Acquires 
Spencer & Morris Business 


The Whiting Corp. of Harvey, Ill. 
announces that it has taken over the 
business and plant of Spencer & Mor- 
ris, Inc. of Los Angeles, Calif. Whit- 
ing will continue the manufacture of 
the tramrail-type materials handling 
systems which Spencer & Morris have 
distributed during the past quarter 
century. The plant will be operated 
as the Spencer-Morris Division of the 
Whiting Corp. 

S. H. Hammond, president of 
Whiting Corp. reports that the pur- 
pose of the present expansion is two- 
fold. It will broaden the Whiting 
line of materials handling equipment 
to include the tramrail systems, and 
will provide Whiting with West Coast 
manufacturing and assembling facili- 
ties, permitting the firm to better serve 
users of its other products. 


American Wheelabrator 
Names Criswell To Sales 


William W. Criswell, Jr., has been 
appointed sales representative for the 
American Wheelabrator & Equip- 
ment Corp., Mishawaka, Ind. Mr. 
Criswell will make his headquarters 
in New York City. 

He is a graduate chemical engineer 
from M.I.T. and formerly was asso- 
ciated with the Rochester and Pitts- 
burgh Coal Co. in a development and 
sales engineering capacity. Prior to 
that time he was employed by Com- 
bustion Engineering Corp. 

He is a member of the American 
Chemical Society, the American So- 
ciety of Mechanical Engineers, the 
Institute of Mining & Metallurgical 
Engineers and is a registered profes- 
sional engineer in N. Y. State. 








J. Cc. Duke 
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CITY SALESMAN G. W. Sparks 
and D. N. George, at the Christopher 
Co., map new programs to increase 
sales. 


J. G. Christopher Co. 
To Modernize Offices 


Plans have been completed by the 
J. G. Christopher Co., Jacksonville, 
Fla. to modernize its clerical and ex- 
ecutive offices, including the installa- 
tion of an air-conditioning system. 

The company now has eight out- 
side, three counter and four telephone 
salesmen, according to G. W. Sparks, 
vice-president. 


Borden And Duke 
Elected Vice-Presidents 


J. C. Duke was elected vice-presi- 
dent in charge of the “3M” coated 
abrasives division of Minnesota Min- 
ing & Mfg. Co. St. Paul, and J. A. 
Borden was elected vice-president in 
charge of the company’s “Scotch” 
tape division. 

Mr. Duke joined the firm in 1921 
and has been sales manager for the 
company’s surface-coated _ abrasive 
paper and cloth. Mr. Borden joined 
the firm in 1925 and for seven years 
has been sales manager for “Scotch” 
tapes. 


J. A. Borden 











Distributors and their salesmen who are interested 
in the construction field should plan on attending 
the 1948 ROAD SHOW sponsored by the 
American Road Builders’ Association to be held 
at Soldier Field, Chicago, July 16 to 24. This is 
- to be the largest Road Show ever held and is the 
first since 1940. This is a real and most unusual 
chance to “catch up” on all the newest construc- 
tion and maintenance equipment, materials and 
techniques developed in the last eight years. 

At the Road Show you will see the exhibits of 
over 300 manufacturers occupying a space of 23 
acres, six square blocks. Heavy machinery will be 
operated out-of-doors for the first time. Here is 
a nine day opportunity to compare all types of 
construction equipment, meet old friends and 
make new contacts. 


The entire construction field is a top market for 
LUBRIPLATE and a most interesting display has 
been arranged for in our Booth No. 1842 where 
you will be most cordially welcomed. 
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CONTRACTORS, HOME WORKSHOPS, and industry got the nod in the 300 | 
sq. ft. display of Lewis Supply Co. in Memphis, Tenn. at the Home Builders Show edt 


with on-the-spot demonstrations of machine tools, lighting and materials. 








THE BUFFALO YMCA has te- THE FRONT ROW at tthe recent sales convention of the Dumore Co., Racine, . 
elected J. Frederick Rogers, president Wis., included (from right to left) Sales Manager A. E. Owen; Vice-President of git 
of Beals, McCarthy & Rogers, its Sales Jim Tate; President R. L. Hamilton; L. H. Hamilton, chairman of the board 

president for the ensuing year. and J. M. Hamilton, vice-president of engineering and manufacturing. pl 





DOUBLE HONORS recently were awarded George A. TWO OLD-TIMERS with 72 


72 years between them at r 
Georgia Supply Co., Jacksonville, Fla., are Manager J. S. 

Ackis (42 years service) and Vice-President Frank M. Brooks, 

who has been with the firm for 30 years. 


Miller of Key Co. when he was elected executive vice- 
president and a director of the company, and received his 
25-Year Key lapel service emblem. 


120 INDUSTRIAL DISTRIBUTION ¢ JULY, 1948 











9,000,000 Youngsters 
Need Our Help Now 


HE bumper wartime crop of babies, about 
5,000,000 larger than the population ex- 
perts expected, is reaching school age. 


At school these youngsters should find a good 
education awaiting them. That is their most 
cherished American birthright. 


But unless something is done quickly, mil- 
lions of these children will be cheated. They 
will crowd into classrooms already run on dou- 
ble shifts. They will move in with children who 
are now sitting two in a single seat. They will 
read germ-loaded books mangled by a genera- 
tion of use by grimy hands. 


So the continuing crisis in American education is 


given a new twist by unexpected pressure on school 


plant and equipment. 

The U.S. birthrate has jumped by leaps and 
bounds. Instead of declining in the ’40s, as the ex- 
perts expected it would, the rate climbed from 17.9 
per thousand in 1940°to 21.5 in 1943. It jumped to 
25.9 in 1947, an increase of 45 percent since 1940. 
Result—by 1956 elementary school attendance in the 
United States is expected to jump from 18,200,000 to 
more than 23,400,000, an increase of about 5,200,000, 
or more than one-fourth. 

The rush has already begun. It will pick up speed 
next fall. 

Now, while this pressure has been building up, 
our public schools and their equipment have been 
running down-—first through inevitable wartime ne- 


glect, then because inflation and material and labor 
shortages made it difficult to catch up. 

If we are to give this bumper crop of youngsters 
the break they deserve—and reach the educational 
standards the nation needs— we must speedily do a 
major job of educational rehabilitation and expan- 


sion. 


II 


Some headway has been made in overcoming the 
teachers’ salary crisis. 

Teachers’ salaries are improving. Pay problems 
were driving good teachers away from their posts in 
droves not long ago. But in the year since the 57th 
editorial in this series emphasized that crisis, the 
average teacher’s annual salary has increased about 
$300—from $2250 to $2550. 

True, increases vary enormously from state to 
state and from town to town. In a few states the 
average increase has been $500; in some less than 
$100. But, for the nation as a whole, last year’s in- 
crease put teachers about even in the race with the 
cost of living. After taxes, their salaries have risen 
68%, and the cost of living 67%, since 1939. In terms 
of pay increases, however, they are not nearly as 
well off as are industrial workers, whose average 
weekly wages after taxes have risen 108% since 
1939. They are far behind farmers, whose net income 
is now four times what it was in 1939. And teachers 
had notoriously low salaries to start with. 

A great deal more needs to be done in raising 
salary standards to put our school system on a firm 
footing. There are still about 100,000 teachers, nearly 
12% of all public school teachers, who hold tem- 
porary or emergency credentials. They cannot meet 




















prevailing standards, and not very severe standards 
at that, for persons holding their posts. 
The salary crisis, however, is easing. 


But now comes the new crisis in school buildings 
and equipment. 

We would have been hard put to get our schools 
back into shape after years of wartime neglect—even 
without a booming birthrate complicating the prob- 
lem. Right now, 85% of all public school buildings 
need major remodeling to remove health and safety 
hazards. 

And we aren’t building enough new schools to 
keep up with current needs, to say nothing of catch- 
ing up on those we were not able to build during the 
war years. School construction expenditures for 1948 
are estimated at $375 million — which is less than 
what was spent in 1939. With building costs twice 
as high as they were in 1939, that means we aren’t 
even holding our own—we are falling further behind. 


And now comes the rush of war babies. 


IV 


We must spend at least $11 billion on new schools 
and equipment in the next decade. 

Public and elementary schools must have $6.6 bil- 
lion. Equally important, another $4.4 billion must be 
invested in buildings and equipment in our private 
schools, colleges and universities if they are to meet 
the demands which will be made upon them. The 
private school and the privately endowed university 
are doing their full share and doing it well. The 

‘need for them is increasing. 

These figures cover only rockbottom needs for 
educational plant and equipment. But statistics are 
a very restricted recorder of this crisis. 

You can see it better, I’m sure, in schools not very 
far from your home. There are schools with leaking 
roofs and outdoor toilets in our greatest cities. There 
are schools where students still use histories and 
geographies copyrighted before 1920—books with no 


mention of World War I, the depression of the 1930's, 
the Russian Revolution or the rise of the dictators, 
There are countless schools where modern methods 
of visual education are completely unknown. 

All of these conditions promise to get worse — 
promptly —as that scheduled 5 million increase in 
the school population gets rolling. 


Vv 


The Metropolitan Life Insurance Company does 
not indulge in lurid prose. It says after painstaking 
study of the educational crisis that: 

“Unless definite measures are taken immediately 
... large numbers of American boys and girls will 
be deprived of an adequate education.” 

Currently we are deeply concerned about our 
military defenses. We are taking, and I think right- 
ly, emergency measures to strengthen them. But we 
must regard our schools as a part of our national 
defense as vital as are our armed forces. This is 
particularly true in these times of fifth columns and 
ideological warfare. 


If we are wise, we will raise our sights. We will 
give the continuing crisis in education the same 
urgent attention being given the more obvious 


but no more real crisis in national defense. 


Go to the school house in your neighborhood and 
discover what needs to be done to provide for the 
rising tide of young Americans. Ask your school 
board and your school administrators and teachers 
how you can help them. 

That is good citizenship. 

That is patriotism. 

That is our duty to the oncoming generation. 


President, McGraw-Hill Publishing Company, Inc. 
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ADAPTABILITY CUSTOMERS WANT— 


Available for lug or hook suspension, plain 
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trolley with suspension parallel or at right 
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angle to I-beam. 
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POWERFUL, SELF-ACTING LOAD BRAKE—Ffficient “safety first” Weston 
screw-and-dise type. Brake surfaces operate in a continual oil wash. 


= 


Lug Type with Plain 
Trolley Attachment for 
Parallel or Right Angle 
Suspension. 


o5 


SEPARATE MOTOR BRAKE HOLDS FULL CAPACITY LOAD—Operates in- 
dependently of load brake. 


= 
= 


OVERCAPACITY CABLE IS SAFE, TROUBLE-FREE— Made of special, flex- iene, 


ible aircraft-type steel cable. Has lubricated hemp center. ? Ya, Ya, and 1 Ton. 
= Standard Lift, 10 ft. 
without overlapping 


LONG-LIFE EFFICIENCY CUSTOMERS CAN BANK ON — Compactness, | ondrum. 


lightweight, one-piece frame, powerful motor, precision gears, 








maximum practical use of ball bearings, safety limit stops, safety 


load hook that swivels. 


Send today for Bulletin L-T. The Yale & Towne Manufacturing 
Company, 4650 Tacony Street, Philadelphia 24, Pa. 


LOAD KING WIRE ROPE ELECTRIC HOIST 


tL A ARE SA EES 


INDUSTRIAL DIAL SCALES + HOISTS—HAND AND ELECTRIC «© TRUCKS—HAND LIFT ANDO ELECTRIC 
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Model 50A 


Sell to lumber yords, general con- 
tractors, builders, ond others who 
hove to handle heovy-duty work fast. 


HP....110/220 V....1. Ph... 
3 Ph.... 
3 Ph... 
3 Ph... 
1 Ph... 
3 Ph... 
3 Ph... 

ode! Ph... 
3 
3 
3 
3 
3 
3 





Ph... 
Ph... 
Ph... 
Ph... 
Ph... 
Ph... 
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Model 40A 


Sell to contractors, pattern shops, 
factory production and shipping de- 
partments. 


1% HP 110/220 V....1 Ph....60 Cy Medel 30A 


440 V....3 Ph....60 Cy Sell to pattern shops, manual train- 
; ing shops, home workshops — for 

light duty. 

, ada ag 1 Ph....60 Cy 

3/, HP. : -..60 Cy 

3/4 HP ~...60 Cy 

















Oue Multiplex 
does all this — 


aud more! a courounn 
° CUT OFF MITER 
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| DELTA 1x: 


“Multiplex” Radial-Arm Saws! 


»«» Mew sales opportunities for Delta-Milwaukee® distributors 





ERE’S news that means more machinery sales 1, Delta Multiplex Radial- iently located at the 
and profits for you: Arm Saws cut full length front, for easy access. 


; , of 45° left-hand as well 4, Ball-bearing track Jes 
The Rockwell Manufacturing Company, of which as 45° right-hand miters. =n tg _— 


Delta is a division, has purchased the Red Star . Carefully-calibrated, eye- §, Castings are aluminum — 
Products Co., Inc. of Cleveland, for 29 years manu- level scales permit quick a weight-saving feature 
facturers of Multiplex Radial-Arm Saws. From a that is important to a 
now on, Delta will handle the engineering, sales, 3. All controls are conven- large part of the market. 
and advertising of Multiplex machines. Your Delta district man is ready to tell you more 

This still further broadens the big, diversified —_— = ceca go =, — nee 
cscs Ges Cttnn titan ene: so that you can take advantage of every opportunity 


to cash in on this new Delta addition. 
With the Delta Multiplex line, you can get 
profitable business you couldn’t go after before. DELTA MANUFACTURING DIVISION 
And, with practical features like these, you can : pe Ai 1m pag 


: db h sl wk - MILWAUKEE 1, WISCONSIN 
meet — and beat — the toughest competition: General Sales Office © 6 NORTH MICHIGAN AVE., CHICAGO 2, ILL. 





Model 20A Delta Multiplex Radial-Arm Saw 


— an exceptionally low cost general-purpose 
machine for all kinds of light work 











It's the newest and smallest of the Delta Multiplex line 
— but it retains the famous performance advantages of 
the larger models. Portable — can easily be carried in 
the back of a car. 

There are plenty of places where you can sell Model 
20A: It's husky and versatile enough for all kinds of work 
on the farm. It's just right for contractors and home 
builders, for inside trim and jobs that do not require a 
larger production unit. It's ideal for the home workshop 
and school shops. 


Y2 HP. 60 Cycle 


Standard blade... 8 
(9” blade can be used) 
Rip capacity up to 2'/” 


as Performs 
all these operations: 





Cross-cuts ... mifers... 
x rips . . . bevel rips (at any 
- 1 angle)... shapes... da- 
7. E dos ... routs... carves 
«.. sands... rabbets... 


— SHAPE RAFTER NOTCH plows . . . etc. 
ok RABBET (Models 40A and 50A only) 
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ro sen, More Bearings. you Neep THE ANSWERS 


Bearings, they say, make the 


industrial world go round. 


Want 


wheels an extra spin? 


to give those turning 


Have a 
thrust at these 16 questions, 
then turn to Page 166 for the 


answers. 


1. Match the keyed letters on the 
drawings with the bearing 
terms below: 

L] inner race (conc) 
L} roller retainer (cage) 
LJ outer race (cup) 
L] tapered rollers 
bore 
LJ ball retainer 


Which two of the following 
operating conditions must the 
bearings salesman determine 
first before he investigates the 
others—all of them essential: 

ia temperature conditions 

Ll assembly requirements 

_] radial loads 

LJ outer ring rotation 

(J thrust loads 

(J lubrication 


The three general types of bear- 
ings used for industrial power 
transmission are anti-friction, 
babbitted and oilless. 

CJ True. C) False. 


Which of the following metals 
are commonly used for the lin- 
ing of bearings? 

CL] babbitt 

(J aluminum alloy 

C] gunmetal 

C] brass 

L] manganese bronze 

| high carbon steel 

LJ phosphor bronze 


Match the following types of 
bearings: 
(a) babbitted bearings 
(b) anti-friction bearings 
(c) oilless bearings 
with their methods of lubrication: 
L] require no lubrication on the 
job 
Clare hand or self-lubricated by 
ring, collor or capillary blocks 
Clare cither self- or pressure- 
lubricated 


6. The characteristics of bearing 
metals which determine their 
use would include (a) low co- 
efficient of friction, (b) load 
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12. 


capacity without distortion, 
(c) resistance to rapid tem- 
perature rise (d) wear quali- 
ties. 


CJ True. 1 False. 


Where a soft-steel shaft is to be 
accommodated, recommend as 
bearing metal: 

C1 babbitt 

C] brass 

C) gunmetal 

LJ phosphor bronze 


Which of these three types of 
bearings has the best wear 
qualities? 

(| antifriction bearings 

L] babbitted 

CL oilless 


In antifriction ball and _ roller 
bearings, oil lubrication is re- 
quired: 

[J to make a film between the 
moving part and bearing sur- 
face 

(| to provide a film around roll- 
crs or balls so they will slide 
casily 

C] to protect rollers or balls from 
corrosion and rust 

LC) to eliminate noise. 


Capillary bearing lubrication is 
satisfactory for shaft diame- 
ters up to about 

Oj one inch 

(1) four inches 

C1 six inches 

O one-half inch 


The three factors which exert 
greatest effect on bearing “life” 
are: load, speed and _ lubrica- 


tion. 
CX True. 0 False. 


Match the following “fits” 
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(a) drive fit 

(b) push fit 

(c) slide fit 

(d) loose slide fit 

With the most typical cxample 
(below) of where they may 
be found 

L] transmission bearing housing 

C1) electric motors 

CL loose pulleys, conveyor rollers, 
machine tools 

CJauto and general 
applications 


machine 


To provide for a rise in tempcr- 
ature (which may increase the 
diameter and length of the 
shaft) the salesman should 
mount his bearings: 

LJ both firmly installed in a fixed 
position 

L] both free to float 

Ll one free to float; one bearing 
fixed 


The factor that will most influ- 
ence the salesman’s choice of 
the babbitted, or antifriction, 
or oilless type bearing for the 
job is: 

L] shaft diameter and speed 

Oishaft alignment and deflec- 
tion 

(1) kind and direction of the load 


Cast iron can be used as a bear- 
ing metal, but it must be a 
good grade of open-grain metal. 


CJ True. CI False. 


The clearance between shaft and 
bearing usually is about: 

CX) .003-in. per inch of shaft di- 
ameter 

(J .001-in. per inch of shaft di- 
ameter 

QO .006-in. per inch of shaft di- 
ameter 
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You can “break the ice quickly” with Rotaries 
bearing the most widely known and most highly regarded 
name in files. For years Nicholson hand files have stood 
up under the extraordinary guarantee of Twelve perfect 
files in every dozen. 

Today Nicholson Rotary Files and Ground-from-solid 
Burs carry the same assurance of practical perfection and 
uniform high quality. Precision design, exacting workman- 


Py se 


A. GN 
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HIGH SPEED STEEL—1/4,” SHANK—Hand Cut Rotary Files—principally for 
ferrous metals and other hard materials—in 16 standard shapes and 
3 degrees of coarseness. 


Ground-from-solid Burs— principally for non-ferrous metals and other soft 
materials—in 16 standard shapes and 3 degrees of coarseness. 


CARBIDE—14,” SHANK—Ground Bur type only—in 9 standard shapes 
and 3 degrees of coarseness. With up to 100 times the wearing qual- 
ities of high speed steel, Carbide Burs are ideal for long production runs. 


ship, and long-wearing hardness and toughness are points 
you can drive home in every sales effort. Nicholson will stand 
squarely behind you. 

Sell Nicholson Rotaries in kit assortments or individual 
quantities per type, size and cut. The lines briefly described 
below give you an excellent range. Association with Nicholson 
also gives you access to a reliable resharpening service that 
you can turn into a neat extra source of profit. 





HIGH SPEED STEEL —14” SHANK —Hand Cut Rotary Files and Ground- 
from-solid Burs—each in 18 standard shapes similar to %”-shank line 
and one degree of coarseness. For relatively delicate work. 


NICHOLSON FILE COMPANY, 91 Acorn Street, Providence 1, Rhode Island 


(In Canada, Port Hope, Ont.) 
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PINTER SBEBE TABBED Fare RRE DEP MB ABLE 


Winter Hand Taps are designed 

for general purpose work, and 

are made in taper, plug, and 

bottoming types. Other Winter 

Taps include Chip Driver, Ma- 

chine Screw, Nut, Tapper, and 
~ Pipe styles. 


MANUFACTURING 





PROCEL 


More than modern equipment and good materials are needed 
to make taps of Winter dependability. The ability to combine 
the various manufacturing steps into one efficient whole is equally 
critical in giving your customers the dependable performance 


they expect from Winter Taps. Winter engineers have more 
Winter Brothers advertising in 
leading business publications 


engineering knowledge, combined with the facilities of a new points out that Winter distrib- 
a . P é utors carry a complete stock of 
and modern plant, is an important factor in assuring customer Winter Taps. Winter Brothers 


. . . . are proud of their distributors 
satisfaction when you sell Winter Taps and Dies. cal Sle onlin uae aa 


customer service. 


inter Brothers company AAA 


ROCHESTER, MICHIGAN, U. S. A. Distributors in Principal CitieseA Division of 
the National Twist Drill and Tool Company e Branch Stores: Detroit, Chicago, San Francisco i sg E a 


than 47 years’ experience in tool design and manufacture. This 
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es 
“PERFORMANCE IS BUILT INTO NATIONAL METAL CUTTING TOOLS 


SELECTION 
RAW MATERIALS 


National makes a complete 
line of standard and. special 
Reamers, including taper and 
chucking Reamers in high 
speed and carbon steel, and 
shell types in high speed steel 
only. Other National tools in- 
clude Twist Drills, Counter- 
bores, Milling Cutters, Hobs, 
and End Mills. 














Every bit of steel that goes into National Cutting Tools is rigidly 
inspected and tested. At the same time, National conducts its 
own research into the properties of new steels as fast as they 


are developed. For example, the qualities of hardness and 
Every National ad in general 7 . * 
business magazines advises toughness, as related to tool life, are special subjects of 
readers to “call your distributor 
for cutting tools or any other 
staple industrial product.” For like these, you can be sure you are selling better performance 
years National has recognized ‘. 
the important role of the indus- when you sell National tools. 
trial distributor in stimulating 
production efficiency. 


National’s raw material studies at all times. Because of methods 


[ATIONAL rwisr pris An Toot compaxy 


ROCHESTER, MICHIGAN, U.S.A. Tap and Die Division—Winter Bros. Co. 


Disiributors in Principal Cities » Factory Branches: New York + Chicago « Detroit + Cleveland + San Francisco 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 








For Quick, Accurate Setups 
To An Accuracy of .0005-in. 


The setup man whose job it is to 
assemble milling cutters for a gang or 
straddle milling job now has available 
a new line of micrometic expanding 
milling spacers which offer spacing to 
an accuracy of .0005-in. ‘The spacers 
consist of an outcr sleeve moving tele- 
scopically on a fine thread, and an 
inner sleeve keyed to the arbor. The 
fine adjustment is made by turning 
the other sleeve, which is graduated 
like a micrometer, but in half-thou- 
sandths of an inch. The fine threads 
used on the spacers are guaranteed to 
withstand any pressure used in tight- 
ening the cutters on the milling ma- 
chine arhor.—George Scherr Co., New 
York, N. Y.—Industrial Distribution, 
July 1948. 





range of from 4 to 224 threads per 
inch and a -in. collet capacity (1-in. 
collet capacity with nose type collet 
chuck), are among the features of a 
new 10-in. bench lathe. The lathe has 
a live-in. hole through the spindle 
and an integral horizontal motor drive. 
The four-step, V-belt motor drive is 
designed to take cither a $ hp or 4 hp 
motor.—Sheldon Machine Co., Chi- 
cago, Ill.—Industrial__—_ Distribution, 
July 1948. 



































10 Inch Bench Lethe 


With Integral Motor Drive 

Has Features of Larger Lathes 
Tapered roller spindle _ bearings, 
double-walled worm feed apron with 


power cross feed, full quick change 
gear box that gives a thread cutting 


128 


Adjustable Pitch Sheaves 


Made In Fourteen Sizes 
7 Single, 7 Double Groove 


lourteen sizes of new Fhp adjustable 
pitch diameter sheaves now are avail- 
able in seven single-groove and seven 
double-groove types. The single groove 
sheave incorporates a stationary flange 
with a bored hub, keyseated and pro- 
vided with a set screw that adapts it 
to the shaft. O. D. of the hub is 
threaded to suit the removable flange, 
and milled at 180-deg. to receive po- 
sitioning set screws in the loose flange. 
The double groove sheave is identical 
except that the stationarv flange is the 
center spider for the two grooves and 
is provided with threaded hubs to re- 
ceive loose flanges on both sides. Other 
design features include: finer thread- 
ing to insure flange stability and give 
full thread support in the loose flange 
hub; and easy accommodation of the 
’'O, FA and FB (also A or B) V-belts 
through a variable range of diameters 
as listed in any one size of sheave.— 
Worthington Pump & Machinery 
Corp., Harrison, N. J.—Industrial Dis- 
tribution, July 1948. 
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Conveyor Belt Fastener 


To Extend Or Dismantlo 
Removable Units 


Designed particularly for use on un- 
derground extension conveyors in coal 
mines, and for portable types of con- 
veying equipment where the convey- 
ors must be dismantled and moved to 
a new location, a new separable belt 
fastencr is available made in one size 
for belts 3-in. to 4-in. thick. Its fca- 
tures include: the cutting of the belt 
ends in a concave arc, and the hinge 
pin is made of tightly wound spring 
stecl that bands casily with the 
troughing of the belt and is always 
readily removable. Tests have shown 
that a joint in a new 30-in. belt will 
stand a pull from 18,000 to 22,000 
Ibs depending on the belt construc- 
tion.—Flexible Steel Lacing Co., Chi- 
cago, J1l—Industrial Distribution, 
July 1948. 

















Keyway Broach Kit 
For Hand Cutting 
Of Marine Propellers 


Hand cutting of standard width and 
depth keyways in marine propellers 
is possible with a new “Minute Man 
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NORTON DISTRIBUTORS 
This unique insert is reaching your 
customers in eight publications with 
a total circulation of over 150,000 
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‘Use 32 for 


Y ck bigest 1d divslopel. end poterded orocaas ea 

grains of 32 ALUNDUM abrasive form in the electric furnace 
in a fluid matrix. This allows each grain to grow into a single, 
complete crystal—strong in shape and with many sharp points on 
all sides. Result: a faster and cooler cutting action. 


And the matrix serves a dual purpose for it also absorbs the im- 
purities present in the melt. Thus 32 ALUNDUM abrasive is over 
99% pure fused alumina—more actual cutting material than in 
any other abrasive. Result: less dressing, longer wheel life. 


By a complicated chemical process the matrix is dissolved away 
and the released grains are then washed and screened to size. 
No crushing is necessary. 





That this sharper, purer abrasive really cuts grinding costs is being SURFACE GRINDING 


demonstrated every day in thousands of plants. 


Are you taking advantage of 32 ALUNDUM grinding wheels? 


A Demonstration 


7 »\ 
Here you see 32 ALUNDUM 


abrasive as it comes from the INTERNAL GRINDING 


electric furnace—the individ- 
val crystals imbedded in the 
matrix in which they “grow.” 
As this matrix is dissolved the 
grains are released—ready 
for screening to size. 


See it Yourself 


You'll find this demonstration 
and many more in the new 
Norton motion picture on 32 
ALUNDUM abrasive. Arrange 
for a showing of this 16mm. 
Kodachrome sound film in 
your plant—no obligation. 


, 
3 
x 
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CENTERLESS GRINDING 





Ken Bohler, Cleveland District Mgr. 
for Dayton; Robert C. Schultz, 
Sales Mgr, Arthur F. Schultz Co., 
and Arthur F. Schultz, President. 


Distributors enjoy these 
8 BIG advantages: 


1, Unsurpassed V-Belt quality. 


2. Exclusive packaging for low- 
cost handling. 


3.A complete V-Belt line. 


4. Most complete catalog in 
the field. 


5. Factory-trained engineers in 
their territory. 


6. Complete information pro- 
gram for their sales force. 


1. Advertising and sales pro- 
motion materials to fit their 
particular needs. 


8. Strategically located ware- 
house stocks to back them up. 


“This sales information program 


beats them all for information, 


sales tips and all-around helps” 
Says Robert C. Schultz, Sales Manager, Arthur F. Schultz Company, Erie, Pa. 


@ “We have held many sales 
information programs for our 
men, but this has been the most 
helpful presentation we have 
ever had.” 

That’s what Robert C. Schultz 
said, following the recent presen- 
tation of the Dayton Information 
Program to his sales force. Com- 
ing from Mr. Schultz, it’s signi- 
ficant because, as sales manager 
of one of the largest distributing 
organizations in Northwestern 
Pennsylvania, his company car- 
ries a complete line of mill sup- 
plies, domestic and commercial 
refrigeration, electrical appli- 
ances, restaurant and bar fixtures. 
A total of 20 salesmen... 14 
outside and six inside... are 
kept busy moving the stocks that 
fill a five-story building. Han- 
dling so many lines, Mr. Schultz 


Salesmen of the Arthur F. Schultz 
Company listen intently to Bob 
Bowersox, Dayton Salesman. 


has naturally seen many manu- 
facturers’ presentations, so he 
speaks with authority. 

The reason Mr. Schultz and 
many other mill supply sales 
managers so heartily endorse 
the Dayton Information program 
is because it goes far beyond a 
product story. It points the way 
to increased sales of many prod- 
ucts. It is practical, informative, 
entertaining. Salesmen like its 
fast pace... its moving pictures, 
chart talks, slides and other 
motivating materials. 

If your sales force has not seen 
this program, write your Dayton 
District Office today for a meet- 
ing date. If you are not already 
a Dayton Distributor, write for 
the name of the Dayton District 
Office nearest you. The Dayton 
Rubber Company, Dayton, Ohio. 








Daytona hudba 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL ANO SYNTHETIC RUBBER 
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keyway broach kit. The propeller key- 
way kit consists of a set of precision 
broaches, one for each standard width 
keyway, slotted tapered bushings to 
fit the propeller bores, extension 
shanks, shims and a tapered base 
plate—all in a compartmented, hard- 
wood case arranged for quick selec- 
tion of the right size bushings and 
broaches. ‘The bushing is dropped into 
the propeller bore, the broach placed 
in the bushing slot and_ pressed 
through by an arbor press. The exact 
depth of the keyway is obtained in 
one minute——The du Mont Corp., 
Greenfield, Mass.—Industrial Distri- 
bution, July 1948. 


and grit. Deep flanges prevent the 
wheels from climbing the track. Ball 
bearings assure smooth, effortless 
travel when loaded to capacity. Spac- 
ing washers insure adjustment on I- 
beams from 3 to 18-in.—Saginaw 
Products Corp., Michigan. 
trial Distribution, July 1948. 


Indus- , 





























Chain Hoist Trolley 


For I-Beam Overhead 
Conveyor Installations 


Wheels of special fabrication, using 
heavy strip steel carefully carburized 
and hardened, feature a new and im- 
proved chain hoist trolley for use on 
I-beam overhead conveyor _installa- 
tions. Grease seal wheel design holds 
the lubricant while excluding all dust 


Sander, Polisher, Drill 


Three Electric Tools In One 
For Many Kinds Of Work 


The “Triple Tool’—a sander, pol- 
isher and drill all wrapped up in a 
single driving tool, can be used for 
light or intermittent sanding, polish- 
ing, or drilling wood, metal and plas- 
tics. Drill capacity is }-in. in steel, 
}-in. in hardwood. Sanding discs and 
wool polishing bonnet are each 5-in. 
in diameter. Use of liquid power polish 
is recommended. Net weight of the 
tool, 6 Ibs. The motor is a powerful 
115 volt AC-DC type, which drives 
the disc at 2300 rpm free speed, and 
at 1400 rpm under normal load.— 
Bradford Machine Tool Co., Cin- 
cinnati, Ohio.—Industrial Distribu- 
tion, July 1948. 


V-Belt 


For Tough Rugged Drives 
Resists Oil, Heat, Static 


The need for a belt possessing features 
particularly applicable to tough rug- 
ged drives is said to have been met b vy 
the introduction of the new ‘“Ray- 
Man” V-belt. The engineered strength 
members have been especially designed 
for the type of service, and added fea- 
tures of oil, heat and static resistance 
provide a belt with qualities for un- 
usual service requirements.—Raybc:- 
tos-Manhattan, Inc., Manhattan Rub- 
ber Division, Passaic, N. J.—Industri:l 
Distribution, July 1948. 











Adjustable Threader 


Made For Power Drive Use 
It’s Range Is 2 to 2-in. 


An easy-working, self-centering chuck, 
centers the pipe instantly and accu- 
rately, insuring straight threads, in a 
new, power drive adjustable threader. 
No “re-setting” to size is necessary, 
either. The throw-out handle, when 
closed, brings the dies back into origi- 
nal cutting position and multiple 
(Continued on page 132) 





Product 


Manufacturer 


Page Product 


Manufacturer Page 





Milling Spacers 

10 Inch Bench Lathe... 
Adj. Pitch Sheaves 
Conveyor Belt Fastener. 
Keyway Broach Kit.... 
Chain Hoist Trolley... . 
Sander, Polisher, Drill.. 
Adjustable Threader... 


Spot Welding Gun 
Glass-Fiber Rubber 
Gravity Feed Oiler 
Portable Threading 


Counterbore 





George Scherr Co........ 
Sheldon Machine Co 
Worthington Pump & 


Flexible Steel Lacing Co.... 
The du Mont Corp 
Saginaw Products Corp. 
Bradford Machine Tool Co. 
Raybestos-Manhattan, Inc. 
Beaver Pipe Tools, Inc. 
Portable Tools Balancer The Aro Equipment Corp.. 
Progressive Welder Co...... 


Hewitt Rubber Division... . 
Trico Fuse Mfg. Co. 

Master Lock Co.. 
Lubricating Compound G. W. Smith & Sons, Inc.. 


Mach The Oster Mfg. Co.. 
Mike And Caliper Units Brown & Sharpe Mfg. Co. 
Plan-O-Mill Corp 140 
American Chain & Cable. . 


. 128 
128 


128 
128 
128 
130 
130 
130 
. 130 
132 
134 


Unit. 


Coolant Pumps 
Wire Rope Slings 
Spray Booths 
Carbide Inserts 
Elevating Table 


134 
136 
138 
136 


138 
140 


Grease Fittings 


. 142] Friction Clutches 





Condensation Return 
Kgoa< tac wn eis oes The Deming Co.. 
Face Milling Cutters... 
Electric Lift Truck 


Chain Tong Wrench... 


Work Positioning Tool. 
Temperature Regulator Manning, Maxwell & Moore 
Bemcmn' Viee®............. 
New Stem Material.... 
Acid Core Solder....... 
Reversible Ratchet 

Cut-Off Band Saw...... 


Conveyor Belt.......... 
Tape Length Dispenser. Industrial Tape Corp. 
Work Supports......... 


Wesson Co.. 

Market Forge Co.. 

. E-Zee Tool Mfg. C orp 
Allis-Chalmers....... 

A. Leschen & Sons Rope Co. 
Black Mfg. Co 

Super Tool Co 

. Lyon-Raymond Corp...... 
The Wilton Tool Mfg. Co.. 


Hartmann Mfg. Co.. 

The Lunkenheimer Co..... 
Alpha Metals, Inc.......... 
Owatonna Tool Co......... 
Johnson Mfg. Corp.. 
Lincoln Eng. Co.. 

Goodyear Tire & Rubber .. 


South Bend Lathe Wark . 
Morse Chain Co.. ; 
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...the FULL LINE 


of Headed 
and Threaded Products 


From the first to the last of 20,000 shapes and 
sizes, Republic Upson headed and threaded 
products offer smooth, fast assembly plus lasting 
holding power. Specify Upson quality and fill all 
your needs from one dependable source—cut 


costs on freight, save on paper work. 


REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION e CLEVELAND 13, OHIO 
Export Department: Chrysler Building, New York 17, New York 


CALLING ATTENTION... 

to the full Upson line, this and similar adver- 
tisements regularly are reaching your cus- 
tomers through Hardware Age, Iron Age, 
Steel, Railway Purchases and Stores, and 
Southern Herdwere. 


Other Republic Products include Pipe, Sheets, Tubing, Hot Rolled and Cold Drawn Bars— Carbon, Alloy and Enduro Stainless Steels 
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i i » It's simpler to sell Simplex. You get 
ae LET he advantage of recognized leadership 
in jacks that are internationally known. Con- 

sistent advertising pre-sells your customers in all major and 
secondary markets. Practical field sales help and printed 


sales aids are yours to usein yourterritory.TheSimplexlabel | 


on the jacks you sell means more sales, more profits for you. 


Consistently fast sellers because of the wide variety of 
applications, Simplex Ratchet Lowering Jacks are cur- 
rently featured in Simplex national advertising. Ruggedly 
built for all-purpose use on all types of industrial, heavy 
construction and transportation jobs, they are designed 








SIMPLEX HYDRAULIC 
JACKS AND JENNYS 


Simplex 
Hydraulic 
Jack 


Simplex-Jenny 
Center Hole 
Puller 


Here's a ‘‘wonderful pair” for sales to those 
customers who want hydraulic ease of oper- 
ation, versatility and safety on all types of 
lifting, pushing and pulling jobs. Hydraulic 
Jacks are available in eight models—3 to 
100 ton capacities; the Simplex-Jenny 
Center Hole Puller is available in five 
models—30 to 100 ton capacities. 











LEVER - SCREW - HYDRAULIC 


Jacks 


for maximum power and safety. 
Available in 14 models with 
capacities from 5 to 35 tons, 
you can sell them on the 
strength of their versatility and 
such outstanding features as: 
e Ability to lift full capacity 
on the toe or on the cap. 
e Double lever socket speeds 
work in cramped quarters. 
e Short fulcrum centers for 
easier lifting. 
To build sales and good will, sell the 
“low cost of lifting”—sell Simplex. 


TEMPLETON, KENLY & COMPANY 


1036 S. Central Avenue, Chicago 44, Ill. 
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New Products 


(Continued from page 130) 





threads can be cut to uniform size, 
without variation. Economy in main- 
tenance, reduced die-replacement cost, 
better threads, increased production 
and lower labor costs are promised 
with the new threader, which uses the 
same full-width heavy-duty high speed 
steel dies used in the manufacturers’ 
A and B models of pipe and bolt ma- 
chines.—Beaver Pipe Tools, Inc., Watr- 
ren, Ohio.—Industrial Distribution, 
July 1948. 

















Portable Tools Balancer 


Increases Worker Efficiency; 
Saves on Working Space 


A new balancer, for suspending port- 
able tools in shop or production line 
work, can be adjusted easily and quickly 
for correct balance on all types of 
portable tools weighing up to 10 Ibs. 
The balancer helps increase workers’ 
efficiency by keeping working space 
clear of hose or cords, yet keeps the 
tool where the operator wants it for 
instant use. The balancer can easily 
be adjusted. Simply move the spring 
trigger, located on the shaft, to lower 
the tension; wind the shaft clockwise 
with an adjustable open end wrench 
to increase the tension. Standard 
equipment with the balancer includes 
6 ft. of preformed wire cable, rubber 
bumper and cable clamp for adjust- 
ments at any level—The Aro Equip. 
Corp., Bryan, Ohio.—Industrial Dis- 
tribution, July 1948. 
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UTWEARS ALL OTHERS! 


RY AND CHIP IT! Flexible film takes rough wear ond too 
Jtpration. Adheres under impossible” conditions 10 wood, 
me 


jal or masonry. 


RESISTS EXCESSIVE ABRASION—The hi 
crpends end contrect with the wurtess © 
under obusive weer ond oll loots good! 


VALDURA RUBBER 


igh glows flexible film 
overs. Stands WP enamel 


ACID AND CAUSTIC PROOF! Offers maximum revatonce 10 
high or low concentrations of ‘ccids ond ohhala. Weather 
proot, waterproot—resiste mold ond mildew. 


WON'T SAPONIFY, RESISTS SOLVENTS 
film brecking down trom olkol 
Hine, oil, moisture won't 


BASE ENAMEL 


for Xxtra Heavy-Duty Wear! 


namel will stand up, 
orful brilliance in all 
nally wouldn't expect chemical plants, 


any common corrosive € 
lo 

that only one § cial 
- brushes ¢ 


the-job on, 
Valdura Rubber Bi 
out-performed and cost less to use 
brand! 


Enamel has out-last 


than any other 


Perfect for garages and gas stations, bottling, 
canning, food processing plants, petroleum an 
textile mills, paper mulls, s 
age disposal plants, breweries, dairies ane 
industry 
a 
without cobwebbing. And than 
1, more than two Cod 
Sets to touch ip an hour, drv 
in 3 to 4 hours 
Eight glossy colors plus alumin 
can be delivered immediately. Se 
full techmcal facts plus color sam 
‘and mail the coupon now 


VALDURA }if 


RUBBER BASE ENAMEL 
For Factory, Farm and Home 


VALDURA DIVISION, 
DEPT. 0, 43 & OHIO 


AMERICAN-MARIETTA COMPANY 
F CHICAGO 42, ILLINOIS, U.S A 


Full page ads in color are carrying pow- 
erful Valdura sales messages for ws in 
20 leading trade magazines! The ad 
shown here features Valdura Rubber 
Base Enamel. Throughout the year all 
the outstanding Valdura products will 
be promoted just as aggressively! 
ou right now is backing you u 

yah te biggest and hardest hitting - 
vertising program in its history. Take 
advantage of this promotion. Push 
Valdura—today, and every day! . 


IN 20 TRADE 
MAGAZINES 


Satie Mal 
rican-Marietta Company - Valdura Division - 43 E. Ohio St. - Chicago 11, Ill 
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DESMOND-SIMPLEX) 


sie | VISES 
have \greater strength 























Removable hardened 
steel jaw inserts 

















Cross-section 
view of slide 


























Spot Welding Gun 


Has Interchangeable 
Standardized Components 


it Seven basic gun types, in heavy duty 
One piece non- and standard duty versions, are re- 
pinching handle ported able to take care of 95 percent 
of all gun welding requirements in a 
a alec ; Bs new line designed with and constructed 
h y 9 en ; from interchangeable standardized 

nan vor Swivel base components. A gun can be quickly 
360° converted to a different job simply by 
changing one or two standardized low 
Above is given the “inside story” of the Solid Steel Slide on ir 4 ge ln gi _ 
DESMOND-SIMPLEX Vises that makes them much stronger sions”, the interchangeable hydraulic 


than ordinary iron slide vises. or air operating cylinders, optional ca- 
; ; ble locations, handles, and ‘‘universal’’ 
Other major features are shown also, all of which are worthy cable terminal clamps, switches, elec- 


of close study. But, above all, is Desmond’s long experience in trodes and electrode holders. It is 
making vises for practically all requirements—machinists’, com- said that it is now possible to obtain 
bination pipe, welders’, filers’, drill press and milling machine, =. 57,600 practical — 
= sr tions with a single basic gun chassis, 
utility or garage, and woodworkers’ vises. while varying only the jaw extensions 
Don’t forget, too, that there is good profit in pushing Desmond age nog I eearnags Pe ga, 0 
nt ; elder Co., Detroit, Mich.—Indus- 
Grinding Wheel Dressers and Cutters—the only complete line trial Distribution, July 1948. 


of such products. 









































Write for complete catalog today. 


Glass-Fiber Rubber Hose 


Resists Any Kind of Acid 
And Gives Long Service 





THE DESMOND-STEPHAN MFG. COMPANY, URBANA, OHIO 





| 
Capable of operating at high working 


pressures in air and water service, a 


> «> §. | i & re c new glass-fiber rubber hose resists any 
| kind of acid and is said to give longer 

service. The hose has prolonged 

maintenance of maximum high ten- 
'y i M be a EX STEEL V i S r | sion resistance and provides increased 
SLIDE flexibility under high temperature 

= , service conditions and resistance to 


hardening and stiffening. It gives rug- 
ged wear and long life under super- 


cy | - i) heat conditions.—Hewitt Rubber Di- 
df 87 lan 1 . 
(Qo) yg ss GED) | 1 vision, Hewitt-Robins, Inc., Buffalo, 


; . eee 
BALL BEARING REVOLVING DIAMOND HAND TOOLS WHEEL TYPE SIMPLEX N. Y.—Industrial Distribution, July 
DRESSERS CUTTER TYPE DRESSERS AND NIBS DRESSERS  STEEL-SLIDE VISES 1948. 
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Trouble? That’s right! Bakeries couldn’t wrap 
cakes and cookies fast enough. Hand wrapping shot 
cost kite-high. What to do? What bakers did led to 
drastic changes that can affect your business, too. 
Cake wrapping called for an intricate use of motion. 
Packaging-machine designers faced a tough task. 
Many attempts at solution failed. Then . . . 


an wrap up a protit, too 


Maybe you c 








Morse Engineers tackled the toughie! Previous 
experience dictated the use of Morse Roller Chains 
and Sprockets. These did the trick! Had the applica- 
tion called for Silent Chains, Morse Engineers would 
have recommended them. Morse Roller Chain on 
wrapping machines helped increase bakery efficiency 
and profits. Now, how about your business? . 





It’s entirely possible to step-up the speed and 
efficiency of many of your machines, your produc- 
tion line, and even your consumer products with 
Morse Roller and Silent Chain and Sprockets. 
Wherever there is industry the application of Morse 
units have saved money, time and trouble. For com- 
plete information covering uses, dimensions, prices, 
installation and ordering data. . . 


( 





\ 
MORSE CHAIN COMPANY e 


MORSE 


MECHANICAL 


POWER TRANSMISS/ON 
PRODUCTS 





Roller Chain Silent Chain 


Write for Roller Chain and 
Sprocket Catalog; and new, 
complete Silent Chain and 
Sprocket Catalog C 71-48. 
Address Dept. 169, Morse Chain 


Co., 7601 Central Ave., Detroit 8, 
Michigan. 


sao aaa eee eee ey 


A PRODUCT OF 


q 


DETROIT 8, MICHIGAN 
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Gravity Feed Oiler 


| Gives Accurate Feed Rate 
| And Clean, Filtered Oil 


| A simple adjustment of the needle 
| valve in a new precision gravity-feed 
oiler, will let flow any predetermined 
number of drops of oil on the part to 
be lubricated. For solid bearings where 
an accurate rate of feed and clean, 
filtered oil are essential, the new oil- 
er’s patented removable filter blocks 
_ off dust or dirt that might otherwise 
reach the bearing or clog the needle 
valve. After the desired adjustment is 
made, no further attention is required 
except to keep a reserve supply of oil 
in the large capacity bottle. ‘The bottle 
TOR } is made of clear, shatterproof plastic 
HRU YOUR DISTRIBU Dr material, removable for easy and safe 
& _ filling.—Trico Fuse Mfg. Co., Mil- 
waukee, Wis.—Industrial Distribution, 
| July 1948. 











ORDER T 


FOR CASES OF CHRONIC THREADACHES 


Send detailed symptoms. Specialists in our 
Tap Clinic will make a thorough diagnosis, 
and recommend a treatment for an econom- 
ical cure. 


HY-PRO Taps last longer on the job, and 
wear longer between sharpenings to assure 
Sustained Accuracy — the true guide to tap 
efficiency and economy. 


Send your name to receive the HY-PRO 
Stock List, mailed bi-monthly on request. 
Contains listing of standard and special taps 
in stock ready for immediate delivery. 


a 


: 


: 


. 


- Padlock 


Its Six New Features 
Give Great Lock Security 


PTI tte 


| Re-styled and streamlined, a new pad- 
| lock incorporates many features in- 
| tended to add to its “security.” Its 
| dimensions have been liberally in- 
| creased, it is more heavily laminated, 
COMMERCIAL ¢ PRECISION it has heavier armoring around the 
cylinder, its shackle is imbedded more 
SPECIAL deeply in the case and is heavier where 
| it counts (at the point of locking) and, 

Ground Thread Taps poh. g 


generally, the lock is mechanically re- 

Y. PR O | fined for smoother action. The locks 

H we '@) TO L CO. | are recommended for lockers and a 

New Bedford. Mass,USA., A Subsidiary of Continental Screw Co, | \it< TS Of other industrial uses.— 
| Industrial Distribution, July 1948. 
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ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY 


SELLING POWER... 


RILLING IN CONCRETE ¢ CHIPPING e¢ GOUGING e CUTTING « SCALING e CHANNELING 


PLUS Sieg Shot’ POWER 


ELECTRIC 
HAMMERS 


... leaders in sales 


for scores of jobs! 


There’s no end to the market for the powerful Thor Elec- 
tric Hammer—long the favorite among contractors, maintenance 
men, electricians and a score of other users who'll be your new 
customers the day you display this tool. Today, the market is 
timely ... the demand for a Thor Hammer is greater than ever. 


Call your Thor representative for complete details. 


INDEPENDENT PNEUMATIC TOOL COMPANY 


Aurora, Illinois 
Export Division: 330 West 42nd Street, New York 18, NY. 
Birmingham Boston Buffalo Chicago Cincinnati Cleveland Denver 
Detroit Houston Los Angeles Milwaukee New York Philadelphia 
Pittsburgh St. Louis St. Paul Salt Lake City Seattle 
San Francisco Toronto, Canada Sao Paulo, Brazil London, England 


PORTABLE POWER 
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RATIOS 
3% :1 
TO 
60:1 


CAPACITY 


Production with 


Grae 


700 STANDARD WORM HOBS! 
In Stock Ready for Use 


Get our 12 page Bulletin 


No. 9 showing all dimen- 
sions in detail. These hobs 
are not for sale, being solely 
for customer use. 


Jobbers! 
Please Writ» 
for 
Prices, Details 


etc. = x x od j 
BRAD Foote GEAR WORKS 


CICERO, ILL. 
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Lubricating Compound 


It's Highly Viscous 
And Applied With Brush Or Swab 


Die Slick No. 4, a new lubricating 
compound, has been developed princi- 
pally for lubricating the piston (ram 
or plunger) on cold-chamber die cast- 
ing machines. It is good, too, for 
ejector and guide pins on pressure 
die castings; and for use on all moy- 
able parts of permanent molds, such 
as cores, pinions, slides, racks, etc. 
Generally, it’s applied with brush or 
swab, but when necessary it can be 
sprayed. It’s heat resistive, and pre- 
vents all scoring and sticking of parts 
on which it is coated. The product is 
packaged in 1-gal., 5-gal. and 55-gal, 
containers—G. W. Smith & Sons, 
Inc., Dayton 3, Ohio.—Industrial Dis- 
tribution, July 1948. 














Portable Threading 
Machine 


For Pipe And Bolts, 
It’s Electrically Powered 


Pipe or studs as short as 24-in. can 
be threaded on one end of a new 
electrically powered pipe and bolt 
threader. Standard range of the “Tom 
Thumb” No. 582 is 4+ to 2-in. pipe; 
extra range, 4-in. pipe; range with 
special drive shaft, 24 to 8-in. pipe. 
Bolt range is + to 14-in. pipe. Regu- 
lar equipment consists of the com- 
plete machine for bench use. A steel 
stand equipped with 16-in. wheels is 
furnished as an extra when frequent 
portability is desired. A new front 
chuck eliminates the need of a chuck 
wrench. A quick spin of the chuck 
wheel chucks and unchucks the pipe 
instantly. The die-head is the quick- 
opening, adjustable floating — type, 
with top opening to permit a view 
of the thread as it is cut, and bottom 
opening for chips to fall into the pan. 
Dies are long-lead for easy starting 
and cutting—The Oster Mfg. Co. 
Cleveland, Ohio.—Industrial Distri- 
bution, July 1948. 
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FERRY PATENTED ACORN NUTS 


Add Sales Aapeal 


These ornamental Ferry Patented Acorn 
Nuts cover unsightly bolt ends. They fit 
securely, and give that finishing touch of 
quality to almost any product. 


They consist of a steel hexagon nut fitted 
snugly into a steel shell. Supplied in mate- 
rials—steel and brass covers with steel in- 
serts with plain and various platings and 
finishes such as: plain, cadmium plated, 


nickel plated, and chrome plated. Sizes: %¢”, 
¥%,", '%6" across the flats; tapped %4” to %” 
inclusive. 


Dress up and enhance the appearance and 
value of your assemblies with these attrac- 
tive, ornamental Ferry Patented Acorn Nuts. 
A small investment in these nuts often pays 
for itself many times over. Let us send you 
folder and prices. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD « -« 


e e CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 
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Mike And Caliper Units 


Ball For Anvil Or Spindle 
Center And Small Hole Devices 

















A ball attachment that will snap onto 
the anvil or the spindle end of a 
micrometer caliper, and a set of cen- 
ter attachments and small hole at- 
tachments for use on a 6-in. or 150 
mm. vernier caliper, are among re- 
cent improvements to the manufac- 
turer’s measurement devices. The ball 
attachment simplifies the measure- 
ment of wall thickness of tubing and 
similar work, with the attachment on 
the anvil in the usual way. For 
curved surfaces the ball is set on the 
spindle end. The center points of 
the center and small hole attachment 
set quickly convert the vernier into 
a direct reading divider that estab- 
lishes center distances with precision. 
The small hole points make possible 
measurements between holes and re- 
cesses too small to receive the jaws of 
the vernier. The points have two 
sizes of measuring surfaces with semi- 
circular cross sections. The smaller 
size has a .025-in. radius—the larger 
a .050-in. radius—Brown & Sharpe 
Mfg. Co., Providence, R. I.—Indus- 

The brewing industry uses 2,000,000 feet of trial Distribution, July 1948. 

belting—uses it in brew-houses, engine rooms, eae 

filter rooms, cooperage shops, bottling 

departments. To meet brewers’ needs for long- 

lasting, efficient belting in every ' 

department, sell them Victor. 


Brewing is only one of many markets open to you 
when you handle Victor. Other industries 

such as canning, candy-making and milling, 

are potential buyers. In fact, wherever 
conveying, elevating, or transmission systems 

are used, you'll find a market for Victor belting. 


You can supply Victor in solid woven, balata, 
or canvas stitched types—plain, 

coated or specially impregnated to meet 
customers’ requirements. 


Write today for further details about handling 
this complete textile belting: line. 





Counterbore 


With Cutting Edges At 2 Ends 
And Twice The Life 


The advantages claimed for new dou- 


Victor Batata & Textite Betting Ce. 


53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 ble end counterbores are: twice the 
Factory: Easton, Pa. life of single end tools at only slightly 
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GORHAM TOOL CO. 


14400 WOODROW WILSON - DETROIT 5, MICHIGAN 
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THis New 28-PacE Book tells what you need to 
know about sling chains in general—Acco REc- 
ISTERED SLING CHAINS in particular. For exam- 
ple, on page 3 you'll find 7 points you should 
consider when ordering sling chains. The rest of 
the book gives you complete information that 
will help you select the right sling chain for © 
your particular needs. 

Send to Bridgeport, Conn., 
for your copy of this new book- 
let. Ask for DH-1124-D. 





If you use 





send for this Book 


MEMBER 
THE NATIONAL SAFETY COUNCIL 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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more than single end tool cost; longer 
operation without time out for sharp- 
ening; and less need for high tool in- 
ventories. The new tool is made in a 
complete range of sizes in high speed 
steel or with tungsten carbide inserts. 
Both single and multi-diameter styles 
are offered, with or without pilots. 
Two types of holders, collet and 
sleeve, provide for fast and easy tool 
replacement and furnish a positive 
drive with runout of less than .002-in. 
—Plan-O-Mill  Corp., Hazel Park, 
Mich.—Industrial Distribution, July 
1948. 


imcnts vacuum 


Vacuum Gage Dial 


Reads Counter-Clockwise 
And With Great Accuracy 


A new vacuum gage may be corrected 
for changes in barometric pressure and 
thus assures more accurate readings— 
no matter what the atmospheric pres- 
sure in a room that may be pressurized 
by force draft. Corrections are easily 
made by means of the external 
micrometer pointer adjuster. The dial 
reads counter-clockwise to prevent 
confusion with a pressure gage, and 
is designed with the subdivisions in 
steps for ease in reading to 2/10 of an 
inch. Graduations are from 0 to 30 
inches mercury vacuum, with baromet- 
ric pressure readings from 29 to 31 
inches.—Helicoid Gage Division, 
American Chain & Cable Co., Inc., 
Bridgeport, Conn.—Industrial Distri- 
bution, July 1948. 


Condensation Return Unit 


Of the Vertical Type 
Requires Small Floor Space 


Compactness, efficiency and _ easy 
cleaning feature a new vertical type 
condensation unit which requires only 
small floor space. The centrifugal 
pump has no close clearances, hence 
it will not lose efficiency when slight 
wear occurs. Its jet type constriction 
acts against vapor lock and the entire 
pumping unit and jet can be removed 
from the tank for cleaning, without 
disturbing the piping. The pump has 





Another NEW LINE OF 
LUNKENHEIMER VALVES 


At right, is one of a series of 
ods appearing monthly in 
these leading technical papers 
reaching over a half million 
readers: 


POWER 


SOUTHERN POWER 
& INDUSTRY 


MECHANICAL ENGINEERING 
INDUSTRY & POWER 
NATIONAL ENGINEER 
CHEMICAL ENGINEERING 


PAPER INDUSTRY 
& PAPER WORLD 


FOOD INDUSTRIES 
SUGAR 


HEATING, PIPING 
& AIR CONDITIONING 


OIL & GAS JOURNAL 
CALIFORNIA OIL WORLD 
PETROLEUM ENGINEER 
PETROLEUM REFINER 
PETROLEUM WORLD 
TEXTILE INDUSTRIES 
TEXTILE WORLD 

MILL & FACTORY 


FACTORY MANAGEMENT 
& MAINTENANCE 


INDUSTRIAL DISTRIBUTION 
PURCHASING 

INDUSTRIAL EQUIPMENT NEWS 
RAILWAY PURCHASES & STORES 
RAILWAY MECHANICAL ENGR. 


MARINE ENGINEERING 
’ & SHIPPING REVIEW 


PACIFIC MARINE REVIEW 


Your customers are reading advertisements and announcements 
about our new 150 lb. S.P. Bronze Gate Valves. There are many 
applications for these valves in almost every plant. Your sales 
organization will be interested in the details presented in 
Circular 574. 


ESTABLISHED 1862 


THE LUNKENHEIMER Co. 


— QUALITY’ = 
CINCINNATI 14, OHIO. U.S.A. 
NEW YORK 13 CHICAGO 6 BOSTON 10 PHILADELPHIA 34 
EXPORT DEPT. 318-322 HUDSON ST.. NEW YORK 13.N. Y. 


> noch te a delualle 2 
and af iolechencaase 


L 
150 ONKENHEIME 
cement SATE VALVES 


oS 


HIG. 2; 
Solid w 31 


Sina NO. 2is3 
"gle Wed, 
Rising sy 98, Oise 
sm Por “ine 
thet "adroom i, 


PHONE YOUR DISTRIBUTOR 
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Design, construction and 8 Mainenance ve 
interchangeability are 
fully illustrated and de- 
scribed in Circular No. 
574, Ask your distribu- 
tor for a copy or write 
us direct. >. 


nke 
kenheimey Patented 


0 ste | 
stem-thread Wear . ra 
| MALS failures due 


W NO) ves if 
nN ] 
€ inve £ ‘ 
} ? Uigate the rotie 


Valves ; 
your ply 0 
Plant—noy POSSibilities OF ‘thes 
: “SE new 














am THE ESTABLISHED 1a62 
S| RUUNKENHEIMER<o 
New CINCINNAT) 14.0) er 
crronr on MIEAGO 6 14, Omg, U.S.A, 
3 OM tg MILA: La 94 


FORK 13, 1, y 





INS New 


INDUSTRIAL DISTRIBUTION © JULY, 1948 











finest sales-booster 
| ever saw! 


with your imprint in lots of 50. 


Typical of the many enthusiastic statements we've heard is the one above. 
Others say, “The New Victor Wall Chart helps sales because it really 
helps customers — helps them get better, faster cutting results from 
every blade” 


You, too, can get a supply of these sales boosters that show your customers 
at a glance which type of hand, band or power saw blade to use with 
any type of material. Attractively printed in two colors, the new 
Victor Wall Charts will be sent absolutely free — Your company name 
and address imprinted if you order 50 or more. 


This promotion piece is another way to tell customers that you are handling 
Victor’s complete line of better blades ... that you carry a blade for 
every job a hack saw or band saw can do. With the complete Victor 
line back of you— with each Victor blade proved faster, cleaner 
cutting, longer-lasting — you’re sure to make more sales... more 
profits. 

Tie-in with this big sales-producer — the new Victor Wall Chart. Write to 
us today for your free charts. The supply is limited. Specify imprint 
desired. 


@ 3710 

VICT R SAW WORKS, INC. 
MIDDLETOWN, N. Y., U.S. A. 

Makers of Hand and Power Hack Saw Blades 


Frames and Band Saw Blades. 
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a fully enclosed bronze impeller and 
stainless steel pump shaft, bronze jet 
tube and nozzle, and brass strainer. 
The capacitor type motor has built-in 
thermatron with automatic reset for 
overload protection. It is regularly fur- 
nished for 110-220 volt, 3500 rpm 
60 cycles, single phase, alternating cur- 
rent. The automatic control is single 
pole, vertical magnetic switch fully en- 


| closed and sealed.—The Deming Co., 
| Salem, Ohio.—Industrial Distribution, 
| July 1948. 














| “Wessonmetal” 
| high speed steel or cast metal for vari- 


Face Milling Cutters 


Engineered For Carbide 
And Built For Rigidity 


| Only one size blade and wedge is 
| required for all diameter face mills 
| from 4 to 36-in. in 
| blade cutters engineered especially for 
| carbide and built for rigidity. A sim- 
| ple dovetail slot in the body receives 


new, inserted 


a tapered blade with’ serrated wedge 
underneath. Assembly and disassem- 
bly is extremely easy, with positive 


| lock and without screws, locks, clamps 


or nuts. Cutting pressure tightens 
the blades, which can be furnished in 
tungsten carbide, 


ous applications. The tools are avail- 


| able in 4, 5, 6, 8, 10, 12, 14, 16, and 


18-in. diameters, either right or left 
hand.—Wesson Co., Ferndale, Mich. 
Industrial Distribution, July 1948. 


Electric Lift Truck 


Rider-Controlled, 
It’s Extremely Maneuverable 
Simple to operate and extremely 


maneuverable under all conditions, a 
new rider-controlled electric lift truck 


_ can be handled in any one of three 
| ways. For short hauls, where the op- 
| erator must be on and off the truck 


quickly, a folding step is provided. 
When the operator finds it conven- 


| ient to face away from the load, a 
| swivel seat is quickly placed in posi- 
| tion; when he finds it convenient to 
| face the load, when negotiating nar- 
| row aisles, passing through narrow 
| doorways with bulky loads, etc., it is 








Distributors who handle wire rope say... 


AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 


San Francisco 


Tennessee Coal, Iron & Railroad Company, Birmingham, 
Southern Distributors 


United States Steel Export Company, New York 


UNITED STATES STEEL 


Exeolliy, Pofprmed 


@ Yes, U-S-S American Ticer Brann Wire Rope 
really sells. And any user can tell you why. 

Made by the world’s largest manufacturer of 
wire rope and backed by the vast research, engi- 
neering, and production resources of United States 
Steel, Ticer Branp is as fine as any wire rope 
money can buy! It possesses not just one, two, or 
three . . . but all of the characteristics essential to 
efficient, tireless operation, long service life and 
low-cost maintenance. 

If you are not now carrying TIGER BRranp, we 
believe you'll find it to your immediate advantage 
to do so. You can quickly obtain either Excellay 
Preformed or non-preformed TicER BRanp in all 
sizes and for all purposes by getting in touch with 
the office nearest you. 


} 


AMERICAN 
TIGER BRAND 
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FOR INDUSTRIAL DISTRIBUTORS 


PERSONALITY - - - 


@ We look upon each catalog of the Industrial Dis- 
tributor as a very definite idea, an offspring of the 
mind, a tangible creation. Therefore each catalog 
is recognized as something real, known in each 


instance by a name—not a number. 


We produce catalogs with character, with per- 
sonality. They have style. They are made to 
endure. They have those features which empha- 


size the personal service of the Distributor. 
e 


@ Cuneo-Built catalogs have these characteristics— 
possible only through the full use of our own per- 
sonal services, and are not products of assembly- 


line procedures. 


QUALITY 


PRINTING CATALOG 


DEPARTMENT 


Wisconsin 
ia CUNEO PRESS /yc. 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO 
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more convenient for him to change 
the seat position. Two speeds are’ fur- 
nished, simply controlled by. a foot 
pedal. The “Loadmobile”’ is available 
in two models; 3,000 Ibs and 5,000 
Ibs, both with 20 percent guaranteed 
overload capacity—Market Forge 
Co., Everett, Mass.—Industrial Dis- 
tribution, July 1948. 

















Chain Tong Wrench 


Turns Pipe Right Or Left 
At One Setting 


Among the new features of a chain 
tong wrench are that it turns pipe 
right or left at one setting without 
adjustment, and it will handle, pipe in 
corners, coils etc., or any tight spots 
where other wrenches might not op- 
erate. It is provided with an adjust- 
ing bolt for the occasional job where 
a tight chain may be required, and 
offers 25 percent greater chain wrap. 
—E-Zee Tool Mfg. Corp., New York, 
N. Y.—Industrial Distribution, July 
1948. 


Coolant Pumps 


A Vertical Submerged, 
And Side-Wall Mounted Type 
Two new seal-less type coolant pumps, 


designed for general circulation duty 
and machine tool applications, are of 
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Do these hidden lubrication 





costs take money from you? 


So many factors enter into the final cost of 
a lubricant that the initial cost per pound or 
gallon represents but a small fraction of the 
total. As Keystone frequently repeats: ‘The 
true cost of a lubricant is measured by its 
performance in the bearing rather than the 
price in the container.” 


What is “true” cost? Examine the chart 
above. Four cost divisions are shown, all of 
which add up to an impressive total unless 


KEYSTONE LUBRICATING COMPANY « Est. 1884 
21st, CLEARFIELD AND LIPPINCOTT STS.; PHILADELPHIA 32, PA. 


the lubricants used are designed specifically 


for each job. 


Apply this analysis to your operations. You 
will likely discover numerous places where 
lubrication effectiveness can be improved, 
with increased production, longer life for 
bearings and equip- 
ment...and an iL 
actual saving in i 
lubricant costs. 


(Trademarks Reg. U. S. Pat. Off.) 


SPECIALIZED 
LUBRICANTS 








The Keystone distributor near you will be glad to co-operate in making Keystone Specialized Lubricants available to your customers. 
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low-head, single-stage types, close- 
coupled to the motor. The two pumps 
are a vertical submerged and a side- 
wall mounted unit. The double-suc- 
tion, open-impeller, submerged type 
pump is constructed for vertical op- 
eration with flooded suction at all 
times, and is designed for use on ma- 
chines requiring a large coolant tank. 
‘The pump has no stuffing box and is 
particularly adapted for use on boring, 
drilling, etc. The side-wall unit is de- 
signed for handling solids, gritty or 
abrasive particles and is commonly 
used on grinding and honing ma- 
chines. Both pumps are available in 
+ to 1-hp sizes, 1 and 14-in. to 10 to 
70-ft. heads, 1,725 to 3,450 rpm.— 
Allis-Chalmers, Milwaukee, Wis.—In- 
dustrial Distribution, July 1948. 
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SLICK AS A WHIPPET! 


Wi For years FORD has been developing and refining this 
new electric hoist. Now it has been tested, proved and | 
acclaimed by users everywhere. The new FORD Whippet Wire Rope Slings 

is an answer to the need for greater speed—moving more 

material per hour, or minutes, at less cost. It's fast, safe, They're Flat Lace d 
dependable, sturdy. It runs smooth and easy—slick as a For Greater Flexibility 
whippet. Wide range of capacities up to 1 ton. For further The special construction of the body 
details refer to folder DH-1325. Or, write to us at York, Pa. section of a new wire rope sling pro- 


duces a flat and flexible support twice 
as wide as its thickness and eliminates 
a ee gist placing the parts in shear under the 
EM Si il a a al pressure of the load. The flat body is 
made with six parts of wire rope laced 
together, not braided, and the flat, 
belt-like surface distributes load pres- 
FORD also offers a : 

sure Over a greater area than would a 

complete line of high : a : 
andi. ib er-oll round-bodied sling. It results in less 
: é wear to the sling and less marking of 
screw and differen- icky Seidel f. d ind 
Seal Satthins osha 1ighly finished surfaces under load. 





ghecial hoisting The loops are self-supporting without 
equipment. the use of thimbles or servings and 
are formed by twisting the six rope 
parts about a seventh rope. The ends 
of all seven parts are tightly secured 
under steel sleeves. No splicing is re- 
quired and flexibility is maintained 
throughout the sling, both in the body 
York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, San Francisco, Bridgeport, Conn. | and in the loops. The slings can be 
| used singly, or by attachment to rings 
FORD CHAIN BLOCK DIVISION or other fittings, they can be made into 
| two, three or four-legged bridle slings. 
AMERICAN CHAIN & CABLE | —A. Leschen & Sons Rope Co., St. 
| Louis, Mo.—Industrial Distribution, 
In Business for Your Safety | July 1948. 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1948 








ARO Kyaste 


SCREW DRI 


€ 


W. 













See ee AE LO ee, 


i ee 


7 









You can change instantly from forward to reyerse _r.p.m. insures perfect contact with screw slot and 
—just turn button on rear of motor housing. prevents marring of screw heads. New housing 
This new tool, Model 7091, has big power and design gives perfect balance .. . ease of handling. 

_ high driying torque—ideal for "No. 1 to 14 ma- tie he soapy ee the finest Aro ) Tools 

chine and wood screws and %4’’ nuts. Has adjust- ‘OU 

able friction ee Low workiag speed of 750 





| 
| 
| 
| 
| 


AS on ea ee 


THE ARO EQUIPMENT CORPORATION, Bryan, Ohio | 


Without obligation, send us your illustrated bulletin or | 
the new Aro Model 7091 Reversible Screw Driver and Nu: 
Setter. 
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Why “Blu-Flex?”’ 


Aren’t other high-speed blades 
doing a job for your customers? 


Sure they are. You wouldn't sell many if they 
weren't! But there’s a need for a better all- 


purpose high-speed hand hacksaw blade — 








that cuts faster, cuts longer, and has greater 
flexibility. That's the “why” of “Blu-Flex” . 

to deliver the best service of both high-speed 
and flexible blades with none of the short- 


comings. 





Spray Booths 


Of Bench And Floor Types, 
They Need Minimum Floor Space 


0830S Hoy 
G33dS HOiK 


: ; ; Simplified construction of new bench 
Imagine selling a high-speed hand blade and floor type spray booths, which oc- 
that cuts hard, tough alloy steels with ease, cupy a minimum of floor space, makes 


b 7 ; assembly fast, the largest booths te- 
flexes even better than the best previous flexi- quiring only one man and a helper. 


ble blades, just won’t break in anything ap- The exhaust outlet can be installed 
_— ‘ 1 aes in any position, since all panels are 
proximating ordinary use! “Blu-Flex” gives you interchangeable. Air distributing plates 
the opportunity — with a far greater volume are adjustable and removable to equal- 


i 5 ize air flow, regardless of shape and 
potential than any blade you've ever sold. size of the article to be painted. The 


Good reason for selling the entire Millers | extra deep fire curtain provides an 
_— | added margin of safety. Overall depth 
Falls line? Then start, now. | of a bench type spray booth (illus- 
trated) is 4-ft., 7%-in., overall height, 
Mitters Farts Company, Greenfield, Mass. | 6-ft., 98-in. The bench height is 2-ft., 
| 8-in.—Black Mfg. Co., Baltimore, Md. 

| —Industrial Distribution, July 1948. 
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NEW WAY TO SELL BLADES! 


What’s this! Looks like a battered old blade. 
Actually, it’s a new “Blu-Flex.” We deliberately 
tortured it to show you its extreme flexibility and 
freedom from breakage. You can do the same in 
your “Blu-Flex” demonstration, then straighten it, 
put it into a frame and let your customer start 
cutting. He'll see why “Blu-Flex” is practically un- 
breakable, truly flexible . . . how its sharp teeth 
stay sharp (they’re hardened and tempered by an 
entirely new process that gives remarkable uni- Carbide Inserts 
formity ). 





| For Ejector Type Tools 
| They‘re a New Length 


~ It’s new! 
Sriscy It’s “Blu-Flex!”’ 


Since 


Carbide inserts, 14-in. long for use on 
the manufacturer’s vertical ejector type 
tools, will give double the life ob- 
tained from 1-in. long inserts, which 


| 

| 

| 
3 4 | are generally recognized as standard. 
It Ss Millers Falls! | aga length bit offers approxi- 
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We produce them in Tool, Die, Stainless 


SAE, or NE Steels 7// 4g alication! 








Write for New Booklet: 


SMOOTH 
HAMMERED 
FORGINGS 


Full information on the 
complete line of FCC 
Smooth Hammered Forg- 
ings . . . Rings, Hubs, 
Discs, Sleeves and other 
Forged Shapes; Intricate 
Shapes, Forgings for Hot 
Work Tools, etc. 


Get Your Copy— 
Write for it Today 


ADDRESS DEPT. ID-66 








ROAD experience—over a period 

of many years—in forging tool and 
die blanks for almost every conceivable 
hot-work application has fitted our 
Forging and Casting Division to deal 
expertly with any problems that may 
arise in this exacting field. 

Regardless of the kind of work to be 
done or material to be worked, we are 
equipped to furnish you with correctly 
made forgings of hot-work steel that 
will give you the utmost in effective 
performance. 

Any Allegheny Ludlum field repre- 


sentative can give you further particu- 





lars; or get your copy of our booklet 
on “Smooth Hammered Forgings” (see 


description at left). 


LLEGHENY 
UDLUM 


STEEL CORPORATION 
Pittsburgh, Pa. 


DETROIT 20, 
MICHIGAN 


w&D 1698 
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INDUSTRIAL TRUCK 


CASTERS AND WHEELS 


Built for Heavy Duty 
A new and finer 6” heavy-duty caster. All 
forged steel, with Aetna and Timken bear- 
ings. Will carry practically any load that 
can be moved on a 6° wheel 


"Floating-Hub" Shock Absorber 
An exclusive Bassick development. Built-in 
shock absorption protect and floors 
lengthens equipment life 
materials-handling applications 


de range of 


CASTERS FOR EVERY NEED 
Bassick truck casters include more 
than 500 standard sizes and types. 
The world’s most complete line, 
Bassick also offers over 5,000 
different casters and glides for 
maximum floor protection and 
easy mobility of furniture, office 
chairs and other equipment. Bring 
your mobility problem to caster 
headquarters. THE BASSICK 
COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Cor- 
poration. Canadian Division: 
Stewart-Warner-Alemite Corpo- 
ration, Lrd., Belleville, Ontario. 





Advertising 
To Build 
BUSINESS 


ic 
THE SATURDAY EVENIN 


\pos 


To help you sell more casters, 
Bassick is running a complete adver- 
tising campaign in the SATURDAY 
EVENING POST, as well as in leading 
industrial publications. The POST’s 
3,800,000 copies are read by 6,200,000 
men including many of your best pros- 
pects. Also, its tremendous prestige 
among its readers helps build demand 
among industrial and commercial users 
for Bassick casters. 

The POST’s tremendous pulling 
power is proved by a 1947 survey 


which showed it FIRST in dollar vol- 
ume of advertising of ‘* Manufacturer's 
Materials and Parts’ and ‘‘Machinery 
and Equipment’’. 


Be sure you have casters in stock to 


properly serve your customers’ 
needs. THE BASSICK COMPANY, 
Bridgeport 2, Connecticut. 

Division 





mately 12 additional grinds under 
normal conditions. On a square tool 
these additional grinds provide 48 
added cutting faces. The new length 
applies to the company’s complete 
line of standard vertical ejector car- 
bide tool bits, including the square, 
round, triangular and_ rectangular 
shapes.-Super Tool Co., Detroit, 
Mich.—Industrial Distribution, July 
1948. . 





Elevating Table 


Of the Hydraulic Type, 
It’s Universally Adjustable 


The manufacturer's standard model 
table with the telescopic cylinder 


| equipped with a special hinged mount- 


ing bracket, makes a new tilting tool 


_of many uses. With the telescopic 
| cylinder a range of elevation from 28- 
| in. lowered height to 50-in. elevated 
| height is obtained. ‘The hinged mount- 
_ing bracket can be adjusted 45-deg. 
| above and below horizontal by means 
| of a hand-operated worm and _ gear 


segment mechanism. With standard 
metal casters, a maximum capacity of 
2,000 Ibs. is offered. Optional extra 
equipment for the special table in- 
cludes a two-speed hydraulic foot 
pump and telescopic towing handle.— 
Lyon-Raymond Corp., Greene, N. Y. 
—Industrial Distribution, July 1948. 








Work Positioning Tool 


Two Models: One For Light 
And One For Heavy Duty 


Work can be positioned at any de- 
e kinds sired angle on a 360-deg horizontal 

Making mor or axial plane, or on a 180-deg. verti- 
f Casters--: cal plane, by the use of two new 

0 P models of the “Powrarm’”; No. 321 
Making Caster for light work, and the hydraulic 
more No. 322 for heavy duty. The two 

do models will hold the work firmly un- 

der great pressures, and combine the 


Division: Stewart-Warner- 
Alemite Corporation, Ltd., 
Belleville, Ontario 


Warner Pv esa Sea Sy 
Bassick ao 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 











INDUSTRIAL DISTRIBUTION © JULY, 1948 











H E GoobD | ae ee ee 


gai 


137 cEEE is 


ae 
Shee lege 


So 
=| 5350) 


——<—— 
—— 


LLL TTITIITT: 
SAU III 


—, 


AAS SS 
AIS 


PUMPS: centrifugal, power, rotary, steam 
COMPRESSORS: horizontal, radial, vertical 
POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
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H AN D O F in Boe oe tT RY 


The Conservative 
TOUCH means more dependable 


V-drive recommendations 


A unique feature of Worthington’s new 
Master Manual is the recommendation of 
heavy-duty drive selections. These are 
shown in red figures and are offered as the 
best selections for trouble-free service and 
long sheave and belt life. 


Every design and maintenance engineer 
knows that it pays to be conservative. 
Sell your customers on being conservative 
with the use of the Worthington Master 
Manual. 


It’s the simplest, quickest, most accu- 
rate drive selection method ever used— 
so say the users themselves. You and your 
customers can select the right Multi-V- 
Drive from over 75,000 sheave and belt 
combinations . . . in less than 3 minutes! 


Sell your customers on the use of the 
Worthington Master Manual—a handy 
reference for every design and mainte- 
nance engineer! 


WORTHINGTON MULTI-V- 
DRIVE MASTER MANUAL 


Distributor Support 


In addition to this simple engineering manual, 
Worthington supports its distributors with 
national advertising; completeness of the line 
—fhp (including variable pitch) to 200 hp; 
service through expanded facilities and heavy 
inventory; local sales assistance; and the orig- 
inal QD Sheave—Easy to Get On—Easy to 
Get Off—Yet Always Tight on the Shaft. All 
this adds up to more volume and more profit 
for Worthington Multi-V-Drive Distributors. 
Worthington Pump and Machinery Corpora- 
tion, Dept. L824, Harrison, New Jersey. 
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Zive SHELDON LATHES 
GREATER ACCURACY 










Large enough for most work 


Small enough to do it profitably! 





SHELDON 


TRB-S56 

11 1/4” Swing 

1” Collet Capacity 
56” Bed 

Zero Precision 
Bearings 





Most lathe work is of relatively small diameters. Still much 
of it is done on large and costly lathes with a resulting loss of 
profit from: High power cost, floor space and overhead loadings. 
Such “wastes” can be switched to profits by using Modern 
Sheldon Precision lathes. Lighter, faster, easy to operate with 
“Zero Precision” Taper Roller bearings (the most accurate made) 
they hold close tool room tolerances or stand up to continuous 
high speed operation at full capacity. 
































Built in a modern machine tool plant that is equipped with the 
latest lathe building equipment, they are moderate in price, 
hence pay out in a very short time. 














Many industrial distributors are finding Sheldon Machine Tools 
are of. proper size, price and design for ready sale from their 
floor or thru their distributors catalogs, and that each Sheldon 
sale carries a worthwhile profit. 


SHELDON MACHINE CO. tne 


Manufacturers of Sheldon Precision Lathes * Milling Machines © Shapers 
4232 .N. KNOX AVENUE ¢ CHICAGO 41, ILLINOIS, U.S.A. 





























TIMKEN Zero precision bearings 





INDUSTRIAL DISTRIBUTION ¢ JULY, 1948 





, Distribution, July 1948. 























| ball-and-socket joint principle with a 


simple, positive locking device that 
requires only slight pressure on a lever 
to lock the work in the desired posi- 
tion. Both models are easily bolted 
on a work bench. The light work 
model will safely support work weigh- 
ing up to 45 lbs.; the heavy duty tool 
will support pieces up to 100 Ibs., 
holding such work so firmly at any 
angle it will withstand pressures up 
to 6,000 Ibs. psi—The Wilton Tool 
Mfg. Co., Chicago, Il].—Industrial 

















| Temperature Regulator 





For Use In Processing 
Offers Positive Shutoff 


The accuracy of actuation in a new 
snap action temperature limiting reg- 
ulator for use on processing machin- 
ery where a positive shutoff is re- 
quired, is secured by carefully ground 
and fitted stainless steel parts. A fea- 
ture is the ease of manually reset- 
ting, which is achieved simply by rais- 
ing the “cocking” lever. ‘The regulator 
is made in three sizes; 4-in., 3-in. and 
l-in. for temperatures from 20 to 345- 
deg. F.—Manning, Maxwell & Moore, 
Inc., Bridgeport, Conn.—Industrial 
Distribution, July 1948. 
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Round Hoists reduce 
industry's largest labor cost 


Largest single labor cost in indus- 
try today is in materials handling 
... from receiving, through produc- 


tion lines... to shipping. 


x) 


Round material-handling equip- 
ment (hoists, crabs, cranes, trolleys, 


winches) is built in a wide range of 
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sizes to meet every exacting specifi- 
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cation. It will pay you to call your 


local Round distributor today. 


P&P—5041 


ROUND 


DAVID ROUND & SON 
Cleveland 5, Ohio 
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A iate Compani The Cleveland Chain & Mfg. Co., 
Cleveland 5, Ohio « The Bridgeport Chain & Mfg. Co., 
Bridgeport 1, Conn. ¢ Seattle Chain & Mfg. Co., Seattle handling job includes Chain Hoists (hand oper- 
8, Washington ¢ Round California Chain Co., So. San ated and electric) * Trolleys * Winches « Crabs « 
Francisco and Los Angeles 54, California * Woodhouse Cranes (hand traveling and electric). 

Chain Works, Trenton 7, New Jersey 





Round finer hoisting equipment for every material 


DAVID ROUND 1869 


The Round line includes ne 


®, -. @ 










CHAIN HOISTS TROLLEYS WINCHES CRANES 
Standard type high-speed Plain and Geared Types. Above is No. 99 All Steel Single Beam, Double Beam, Underhung, 
Spur Geared Hoists; also Designed for use on either Winch. Capacity up to 5 Geared and Push Type. Built to any require- 
Screw Geared and Differ- straight or curved |-beams. tons. Many other types avail- ment. Timken Bearing Equipped. 
ential Type Hoists. able for every lifting job. 
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WHY DART UNIONS 
Pay Off in 











Bench Vise 


Works By Lever Action 
For Freedom From Fatigue 


Straight lever action, instead of the 
circular motion of the screw type vise, 
is said to permit a new bench vise, the 
450, to open and close five times while 
the conventional vise is being wound 
into clamping position once. Jaw size 
is 44-in., maximum opening of the 
jaws, 6-in. The base is of the swivel 
type, with locking nut. Jaws are hard- 
ened, smooth on one side, serrated on 
the other, and reversible; guide bars 
are hardened and ground. Net weight 
of the vise is 50 lbs.—Hartmann Mfg. 
Co., Racine, Wis.—Industrial Distribu- 
tion, July 1948. 





New Stem Material 


Used In Bronze Valves 
For Long-Lasting Jobs 


New alloys used in the manufactur- 
er’s bronze valves as stem matcrial 
outlast conventional materials by a 
wide margin. In one test, the stem 
in a globe valve completed 305,000 
cycles (open and close against steam 
pressure) and at the end of the test 
the threads still were working well. 
The new stem minimizes stem thread 
troubles, formerly a major cause of 
valve failures. In addition to its wear 
and abrasion resistance, the new stem 
alloy is said to resist corrosion and de- 
zincification. — The Lunkenheimer 
Co., Cincinnati, Ohio. — Industrial 
Distribution, July 1948. 


Acid Core Solder 


For Stainless Steel, Monel 


eee cl ~ | Nickel And Other Metals 


UNIONS — it means Among the advantages of a new acid- 

steadier profits. : | filled solder are that it has three cores 
| instead of one; that it is able to solder 
stainless steel, monel, nickel and other 
metals hitherto not usually solderable 
with a core solder; and the synthetic 
acid used is considerably more active 
as a flux than the usual zinc chloride, 
yet only half as corrosive. Moreover, 


OT 
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E. M. DART MANUFACTURING CO. 
PROVIDENCE 5, RHODE ISLAND 
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Yes, your customers save on power 
costs when they use Hewitt’s Mon- 
arch Amber Transmission Belting. 


These belts’ won’t waste power 
through belt slippage. And you can 
depend on the belt for full power 
even at peak capacity. 


This famous, extra high quality belt- 
ing is made by Hewitt to assure 
maximum power delivery from drive 
pulley to driven pulley. It is espe- 
cially recommended for power 
transmission operations where 
severe flexing —due to small pulleys, 
high speeds, and short centers—is 
encountered. 


Monarch straight-edge Amber 
Transmission Belting is made of only 
premium-grade, extra-hard silver 
duck. All plies are embedded—com- 
pletely insulated with highest quality 
pure gum rubber compounds—to 
give you the advantages of greater 
freedom from stretch. It resists 
moisture, mildew, grit. 


HEWITT RUBBER DIVISION, HEWITT-ROBINS INCORPORATED .- 


So when your customers demand 
maximum performance, recommend 
Monarch Amber Transmission Belt- 
ing. It’s the best bet for heavy shock 
loads in pulp and paper mills, saw 
mills, mines, stone crushing plants, 
oil fields, quarries, and other severe 
transmission operations. 


For complete details about the sales 
and profit opportunities on Hewitt’s 
Amber Transmission Belting write 
to Hewitt Rubber Division, 240 
Kensington Ave., Buffalo 5, N. Y. 


HEWITT 


‘Transmission 
‘Belting 


at-Ro 
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Why Hewitt Monarch 
Amber Transmission Belting 
Meets Customer Needs 


1. Made of highest quality gum 
rubber compounds and premium- 
grade, hard (silver) duck. 


2. All plies straight-laid under 
uniform tension to insure even 
stresses throughout the belting. 


3. Remarkably flexible and free 
from stretch because plies are com- 
pletely insulated with pure gum 
rubber compounds. 


4. No folds, no seams—due to 
straight-edge construction. 
Doubles traction life—makes pos- 
sible use of either side. 


» MANUFACTURERS OF INDUSTRIAL HOSE * BELTING * PACKING 























it is readily soluble in water, and is 
A qh ap €> T Y p K te, | easily washed off. A definite soldering 
| sequence is automatically developed by 

three cores of flux. Hence “cold solder 
| joints” are practically eliminated. 

Of Casters & Wheels There is dues the a volume of 
| flux at the moment the solder begins 
’ . | to flow to assure a perfect bond. The 
@ Darnell Casters and Wheels are provided with both three core construction is said to pro- 


. . mote faster melting. The flux insur- 
rubber-tired wheels as well as semi-steel wheels for satis- ance and the increased melting specd 
are claimed by the manufacturer to 
result in stronger, more dependable 
bonds. The product is packade in 1, 5, 
¢ 20- — ? § 
@ There are many adaptations provided for attaching - Sater tT — + 


Distribution, July 1948. 


factorily meeting any floor condition. 


Darnell Casters to most any type of equipment such as 


angle fittings, threaded stems, pipe stems, etc. , 
Reversible Ratchet 


It’s Fully Enclosed 
To Keep It Dirt-Free 


Several innovations in design and con- 
struction make a _ new _ reversible 
ratchet an appreciable time and labor 

: ; saver. The knurled reversing button 
Users soon discover the savings of on top makes it easy to se the 
ratchet with a quick flip of the fingers. 
The works are fully enclosed to pre- 


. ; . vent clogging from grease and dirt. 
spread and you will profit. The high The tool has a short throw to permit 





























fered by Darnell—the news will 





‘ work in close quarters, yet is long 
quality of Darnell Products has been enough to aotle ample leverage. 
R a | Made of alloy steel and designed for 
a talking point for years. ‘Investigate rugged strength, the new tool offers 
; as smooth operation and_ trouble-free 
our special dealer proposition today. service—Owatonna Tool Co., Owa- 
tonna, Minn.—Industrial Distribution, 
July 1948. 


DARNELL CORP. LTD. | 60 Walker St., New York 13, N. Y. Metal Cut-Off Band Saw 
Long Beach 4, Calif. \ 36 N. Clinton, Chicago 6, Ill. | Designed To Cut Off Metals 
| Up To 5 by 10-in. Capacity 


a An improved hydraulic built into the 
machine to give correct feed for every 
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 Here’s how we help you 

(THEY ALWAYS | 
get YOUR share of RECEIVE THE NAME 
. OF THE NEAREST 
EVERLASTING 
| DISTRIBUTOR! 

ind is 

dering 

ed by 

= There’s a good market for EVERLASTING Valves in 

me of your territory. Here’s how we'll help you find it—how 

begins we'll help you get your share of profitable EVERLAST- 

. The ING sales... 

¢) pro- 

insur- Every month we place full-page advertisements in 

speed trade papers with national circulation. Each ad shows 

tin valve users the advantages of EVERLASTING Valves. 

7. 5 Each ad asks prospective users to write for further 

letals, information, In reply—along with the requested in- Mg, 1108; Mig. 1108 

istrial formation—they always receive the name of the 4 Straight lever type 

nearest EVERLASTING Distributor! , 1 screwed or flanged. 
Why not take advantage of our nationwide advertis- cis. ond clleys” for 
ing . . . and get your share of EVERLASTING sales? | B  ecids, etkatios, col. 
| You'll find there’s a real need for valves that give the ; ' oll, gasoline, steam, 

EVERLASTING kind of performance! 

-Free 

ine The lever-type EVERLASTING Valve shown here, for 

sible example, is specially designed for services requiring 

labor frequent operation . . . specially built to withstand 

itton fluids usually destructive to stem packings. Quick- 

| a acting lever operation; rotating, sliding disc which 

=~, constantly self-polishes sealing surfaces to a drop- 

dirt. tight seal; non-wedge action which prevents sticking 

rmit or jamming . . . these are some of the features that 

long make this valve easy to get orders on. 

age. 

| for Write us today for a supply of our illustrated litera- 

_ ture covering the complete easy-to-sell line of EVER- 

ie LASTING Valves. We're ready to help you get your 

on, share of EVERLASTING sales! 

EVERLASTING VALVE COMPANY 

aw 49 Fisk Street, Jersey City 5, N. J. 

tals Trede-Mark ‘‘EVERLASTING’'—REG. U. S. PAT. OFF. 


. EVERLASTING VALVES GIVE “EVERLASTING” SERVICE 


very’ 
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ASSURES 
REPEAT 
SALES 
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Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 

more dressings—cleaner dressings. And that 
means sure repeat sales. Stock the complete 
line for quick delivery . . . increased profits. 


A 
(_ FOR CORRECT DRESSER SIZE 


WIRNECIE INT 


STEEL PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily 
Producers GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS ¢ DIAMOND DRESSING TOOLS 
TUBE CLEANER CUTTERS e HIGHWAY SURFACER CUTTERS 











2424 Bellevue Avenue Detroit 7, Michigan | 
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section; a stock stop gauge for dupli- 
cate cutting; and all the controls with- 
in easy reach of the operator, are 
among the features incorporated in a 
new metal cutoff horizontal band saw. 
The machine operates and shuts off 
automatically and fully guarded wheels 
insure safety. There are three blade 
speeds; +5, 90 and 150 fpm—giving 
suitable speed for every material. The 
machine is portable, net weight 235 
Ibs. and easily can be taken from job 

The new ma- 
chine is pte to cut-off metals up 
to a capacity of 5 by 10-in. The bed is 
7-in. wide by 28-in. long, and set on a 
three-point base.—Johnson Mfg. Corp., 
New York, N. Y.—Industrial Distribu- 
tion, July 1948. 


Grease Fittings 


The Ball-In-Head 
Keeps Dirt Out, Grease In 


Among the notable features in a new 
improved ball-in-head surface check, 
bullneck type grease fittings are the 
flush ball check, which keeps dirt out, 
grease in; its sturdier construction; the 
special spring design, in which the 
spring will not compress to restrict the 
flow of the heaviest lubricants; and a 
larger grease passage, which permits 
greater low of lubricant and requires 
less pressure to clear the fitting. The 
new fittings incorporate the most de- 
sirable characteristics of former types 





|| It's the FACTS 
that count 


PRODUCTS of quality have in them many 
intangibles like experience, workmanship, 
reputation and all the rest. But quality itself 
is a sometime thing. Crowing about it isn’t 
enough. It must be backed by tangibles, by 


























Sorensen seal 


dupli- cold hard facts. Threadwell quality in taps is 
Agra backed by these facts: 

IT, are 

dina 


d saw. Ground radial relief for elimination of 
uts off binding and breakage. 
wheels Ground and polished flutes for quick and 


ae easy chip removal without clogging. 

I. The Oxygen proof heat treatment for uniform- 
it 235 ity of molecular structure and hardness of the 
woah a steel. 

W ma- 


Cold tempering for increasing wear life. 


als up 
9 is Threads ground from solid for uniform 
ee. thread structure from crest to root. 


tribu- Greaseless rust-proofing for tap protection. 
and for cleaner handling. 
Color dots on shank for quick identifica- 
tion and selection of right tap. 
Plastic tap capsule for protection against 
dirt and careless handling. 
Inventory control on package to simplify 
7 storage and checking in the tool crib. 
Process and individual final inspection to 
guarantee the quality of each Threadwell Tap. 





Investigate also the facts on Threadwell 
Fixed Gages. 


Sold exclusively by Threadwell Au- 
thorized Stock Carrying Distributors 
throughout the United States and the 
world, 


THREADWELL TAP AND DIE COMPANY 
GREENFIELD MASSACHUSETTS 


lead 
> In 
new 
eck, 
the 
out, 





Des “TOOLS OF DISTINCTION” 


INDUSTRIAL DISTRIBUTION © JULY, 1948 









74 


CASH IN ON THE COFFI 1G TWIN 








et 








COFFING HOIST-JACK 


Placed on the market just three short months 











OOD nis ago, this brand new Hoist-Jack is finding cus- 
a tomers in virtually every industry. It does so 
4000 Ib. capacity many lift, pull or stretch jobs, and does them 





faster, safer and more easily, that it almost 
sells on sight. 


Scores of Markets It's portable, it operates with or without stand, 


SHOPS AND FACTORIES 









ausoenmee Gane has 2000 lbs. capacity and is tested to 100% 
METAL WORKING overload. Can be used as a Jack with heavy 
CONSTRUCTION machinery, as a hoist in repair and assembly 

RAILROADS — WAREHOUSES shops, or to stretch cable or bind loads. Backed 

MINES — FARM FIELD by Coffing’s big, national advertising drive, 








the Hoist-Jack is priced for quick sales, fast 
turnover and good profits ! 




















the Amazing | 
“MIGHTY MIDGET” PULLER 


Just as new, just as: potent for sales is the 614 
lb. Puller that handles a 500 Ib. load with SELL The “MIDGET” 
only 28 lbs. of effort! Makes scores of pulling NOW In all these markets 
jobs go easier, safer and faster. So small it 





slips into any tool box or onto the tool belt. nhapanarongl 
: SHOPS and PLANTS 
Two-way handle serves as lever or high 
GARAGES 
speed crank. 


WELDING SHOPS 

















Your customers will use it for tightening wire; LIGHT 
lifting machinery or material; holding repair MAINTENANCE 
work in place; loading, tightening belts and MACHINE SHOPS 
scores of other jobs. Weighs 
61 Ibs.; 
/ Pulls 
Placa: Extra Sales, Extra Profits for You with the Com- 500 tb. 


plete Coffing Hoist Line. ea 


SAFETY-PULL RATCHET LEVER HOISTS e ELECTRIC 
HOISTS e SPUR GEAR HOISTS e DIFFERENTIAL 
CHAIN HOISTS e LOAD BINDERS e TROLLEYS 


Write today — for complete information on prices, discounts and sales helps. 
Get the full benefit of Coffing’s expanded promotion drive. 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 
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of high pressure fittings and permit 
standardization on one, all-purpose 
fitting. —Lincoln Eng. Co., St. Louis, 
Mo.—Industrial Distribution, July 
1948. 











Conveyor Belt 


Designed To Prevent Backslip 
In Carrying “Soupy” Materials 


Sand and gravel, wet-mixed concrete, 
gold dredgings and other such mate- 
rials can be carried up steep inclines 
without backslip with a new ribbed-top 
conveyor belt. The new belt features 
chevron-shaped ribs one-quarter inch 
higher than the belt surface. The 
ribs serve as barriers, trapping the 
water in the soupy materials and pre- 
venting backwash down the belt on 
incline operations. That’s true on in- 
clines up to a 20-deg. angle. The 
tibbed cleats also increase belt life 
substantially by reducing the severe 
wear a back-slipping load inflicts on a 
conventional belt in motion.—Good- 
year Tire & Rubber Co., Akron, Ohio. 
—Industrial Distribution, July 1948. 


Tape Length Dispenser 


A Time and Effort Saver 
It Unreels Exact Amount 


A new “pre-determined length” dis- 
penser designed for industrial use and 
large scale packaging has been per- 
fected which gives the amount of tape 
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*Liquefied Petroleum Gases 


To meet the already large and ever-increasing use 


ckslip j of “‘bottled gases,’ Powell offers a line of valves 
erials especially designed and ruggedly built to handle 
crete, = ) liquefied petroleum gases satisfactorily and safely. 
a. In Globe, Angle, and Check Valves, a special. 
d-top aa composition disc known for its high resistance to 
tures the action of L. P. Gases is fitted into a full depth 
inch coo disc holder, having a T-slot for attaching to the 
| _ . >» stem, and is securely held by a lock nut. 
_pre- ponvELt | The deep stuffing box of these valves provides for 
t on ‘BLA = more than ample special packing. A protruding 
Nn 1n- HITg £ P \ e e,e 
The B15) | gland, held in position by the stuffing box nut, 
life . + th compresses the packing to prevent leakage and 
vere _ gate Bronze _ ‘i P. | affords an additional guide to the stem. A cut-off, 
on a ve ole . +N 4 collar on the stem engages with a smooth face 
“en . machined on the under side of the bonnet, and 
43. Sage permits the valve to be repacked under pressure 


when wide open. All trim parts are quickly and 
easily renewable. 








The Wm. Powell Company 


Cincinnati 22, Ohio 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 





is- 
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BOLTED ASSEMBLIES STAY 


permanen tl y T : (; a T 


BEALL helical SPRING WASHERS have “live action” 
and constantly exert tightening pressure over a long 
range. They compensate for ALL causes of looseness 
— including vibration, bolt stretch, rust, wear and 


breakdown of finish. 


IN STOCK in all Standard Sizes; Carbon Steel, Stain- 


less Steel, Everdur, Duronze and other metals. 


NATIONALLY ADVERTISED TO INDUSTRY 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 


EALL 


SPRING WASHERS 
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required, exactly, and the taster opera- 
tion saves time and labor. By means 
of a dial located on the side, the dis- 
penser can be adjusted to dispense pre- 
determined lengths of 1, 14, 2, 24, 3, 
34 and 4 inches. The dispenser will 
accommodate tape in widths from 4-in, 
to l-in., and can be used with 2592-in, 
length rolls of cellophane tape only.— 
Industrial Tape Corp., New Bruns. 
wick, N. J.—July 1948. 

















Work Supports 


Follower And Center Rest 
Give Easier Operation 


Principal features of a follower rest 
and center rest designed to provide 
quicker and more efficient operation 
on certain classes of lathe work, are 
their wrenchless adjustment and lock- 
ing of the jaws. Each jaw has a large 
knurled knob for adjusting the jaw 
position; a thumb screw for locking. 
For each revolution of the knob, the 
jaw moves about #s-in. Manufactured 
to close tolerances throughout, the 
jaws and other parts are easily replace- 
able. — South Bend Lathe Works, 
South Bend, Indiana.—Industrial Dis- 
tribution, July 1948. 


Friction Clutches 


Their Over-Center Principle 
Adapts To Many Uses 


The same over-center principle used 
in high-torque, heavy-duty tractor and 
hoisting clutches has been _ incor- 
porated into a small, compactly de- 
signed new line of friction clutches 
for industrial use. The toggles are 
factory-assembled with the release 
mechanism and adjusting plate. The 
entire assembly comes off in one 
piece when the clutch is disassem- 
bled. There are no small, loose pieces 
to fall out and get lost during dis- 
assembly, an aid to maintenance 
and inspection. The small-diameter 
clutches are available in capacities 
ranging from .$ to 1.7 hp per 100 
rpm.—Morse Chain Co., Detroit, 
Mich.—Industrial Distribution, July 
1948. 














necessarily d to know how cap 
are made to judge the qualities of those 


&S 1 i du buy. But if you’re interested in knowing 
i : what “Double Extrusion” is as compared to 
cap SCREW Ce 


rm SRY cane ordinary cold-heading processes, we'd like to 


send you this folder describing the Kaufman 
Process. Without obligation, of course. 


Tee Th) Pe Cleveland Cap Sorew € 


2917 EAST 79TH STREET *® CLEVELAND 4, QHIO 
SPECIALISTS FOR 30 YEARS IN CAP AND SET SCREWS AND MILLED STUDS | 


By 
4 F A ST ft hy E R S J Warehouses: Chicago and Philadelphia 


Ask your Jobber for Cleveland Fasteners 
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Makes Better Flares FASTER 
Will Not Score the Tubing... 


IMPERIAL 
ff Duly 
FLARING TOOL 


The Finest in Flaring Tools 


HAS NEW DIE HOLDER 
WITH SLIDING DIES 





SPEEDY, SINGLE NUT CLAMPING 





Here is an important new advance in 
flaring tools . . . a new tool that 










makes precision S.A.E. flares faster _— 
and easier—and makes them without WILL 
scoring the tubing. Flares the most ll 
popular sizes of soft copper, brass THE 
and aluminum tubing for making TUBING 





1, Simply insert tubing be- 
tween segments of the prop- 
er size die block. 


up tight S.A.E. flare joints. 






In place of the usual bar it has a die holder with 








sliding dies for clamping the tubing. Only one thumb 
screw to tighten—a ball thrust bearing makes it easy 
to turn. 







The extra depth smooth surface dies hold the tub- 
ing tightly without scoring. Freedom from scoring is 
considered by many engineers to be an important 
advantage in making longer lasting flare joints. 






2. Swing cam action clamp 
into position against end die 
and tighten thumb screw. 






Yoke is made of forged steel; steel dies are heat 
treated. Tool is extra strong and durable. Ask for full 
information on this fast working tool and others in 
the complete Imperial Tubing Tool Line. Write for 
Folder 347. 











No. 300-F Imperial Hi-Duty Flaring Tool. Flares 
1/4”, 5/16", 3/8”, 1/2” and 5/8” O.D. Tubing. 
Complete in deluxe box. Each 





3. Slide yoke over end of die 
holder into position over tub- 
ing to be flared, and turn 
compressor cone down firm- 
ly. The result is @ precision 
45° flare without scoring the 
tubing 

A few of the many other tools in the complete Imperial Line 


TUBE BAR-TYPE TUBE BENDERS REAMER 


CUTTERS FLARING TOOLS 
\ 8 
\ : 
| sf 


IMPERIAL 
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THE (IMPERIAL BRASS MFG. 
511 S. Racine Ave., Chicago 7, Ill. 


¢o. 













PINCH-OFF 
TOOLS 






































PIONEERS IN TUBE FITTINGS q) 
AND TUBE WORKING TOOLS } 








ee, 


Know the Answers 
to quiz on page 124 





15. 


16. 





1. (a) outer race (cup), (b) roller 


2. Radial loads and thrust loads are 


3. True. 


5. (c) Oilless bearings require no 


8. Anti-friction bearings. 


10. 
ll. 
12. 


13. 


14. 


—_—— 


retainer, (c) tapered rollers, 
(d) inner race (cone), (e) ball 
retainer, (f) bore. 


the two conditions the sales. 
man is advised to look into 
first, then investigate all the 
others. 





. Babbitt, gunmetal, brass, man. 
ganese bronze and phosphor 
bronze are most commonly 
used as lining for bearings. 







lubrication on the job, other 
than that contained in the ma- 
terials of its manufacture, (b) 
anti-friction bearings (ball or 
roller) are either self or pres- 
sure-lubricated, and (a) bab- 
bitted bearings are hand or 
self-lubricated by ring, collar 
or capillary blocks. 


True. All four conditions deter- 
mine bearing use. 





Babbitted metal; because it con- 
forms readily to shaft inac- 
curacies. 


To protect rollers or balls from 
corrosion and rust. 


Four inches 
It’s true. 


(a) drive fit; for loose pulleys, 
etc. 

(b) push fit; for electric motors 

(c) slide fit; for automotive and 
general machine applications. 

(d) loose slide fit; for transmis- 
sion bearing housings. 


One bearing fixed, one free to 
float. 


Shaft diameter and speed, al- 
though kind and direction of 
the Toad also will affect his 

choice, after shaft diameter 

and speed are known. 


False; it must be a good grade of 
close-grain metal. 









The clearance between shaft and 
bearing usually is .001-in. per 
inch of shaft diameter. 





24 


ee, 


b) roller * 
| rollers, 
(e) ball 


oads are 
1€ Sales. 
0k into 
all the 


This New DURO 10” Tilting 


} .mMan- 


nosphor Arbor Saw has many 

nmon| 

i new features and 

lire no basic improvements 

, Other 

he ma- 

a, A versatile low-cost machine for cutting 
“y thes metals, woods and plastics, with many ex- 
) Dab. clusive advantages. Entire arbor and tilting 
nd or mechanism suspended on rugged, extra- 


collar heavy precision machined trunnions. 
Has capacity up to 3%" depth of cut and 
a working surface 1080 square inches with 
regular extensions, or 1395 square inches 
with special extensions. Distance in front of 
— blade is 1434", and from blade to rip fence 
with regular extension 17”, or 25” with 
special extension providing greatest possi- 
ble utility. Cast iron table top is made of 
close grained and polished surface. Motor 
mounting is designed for most Standard 
Motors. Has improved guards and safety 
features as integral part of unit—also pat- 
ented accurate improved Rip Fence and 

Miter Gauge. 

Send for Catalog—for full details and 
prices on the DURO 10-inch Circular Sow. 
Also lists specifications and prices of com- 
plete line of DURO single and multi-spindle 
Drill Presses, Circular Saws, Jointers, Routers, 
Shapers, Grinders, Lathes, Scroll Saws, Flex- 
ible Shaft Units and Portable Electric Drills. 


DURO “OOS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2663 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 


deter- 
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‘0 HAVE Tool Problems 


— SOSSSSSEOOSESSSSOOESESSOOHSHDOOSOOEOOEEOOOOOSOOOOOOOHEEOOOOEEE 


If you run into perplexing tool problems— 
and every business that’s “‘going anywhere”’ is 
certain to have them—talk to Clark. 


Not routine problems of production tools 
—but those that involve difficult cutting and 
drilling operations; cost problems of how to 
get more holes per drill, longer-lived 
accuracy in cutting tools: bring them to 
Clark. 


Few manufacturers can match Clark 
as to quantity and variety of tool expe- 
rience—let alone surpass us. We are 
big tool users—one of the biggest; tools 
used in manufacturing Clark Axles, 
Transmissions, Housings, Wheels, 
Trailer Axles—Clark Fork Trucks and 
Industrial Tractors—Clark Rail- 
way Car Trucks, Gears and 

Forgings. 


It’s difficult to conceive of any 

tooling problem that Clark has not 

met and mastered in the course of 

that extraordinary experience. You get a 

good deal more than excellent tools 

when you come to Clark—a plus that is 

worth more than the tools. Good 
idea—Consult Clark. 


CLARK EQUIPMENT COMPANY 


CELFOR TOOL Division 
BUCHANAN. MICHIGAN 
OTHER PLANTS — BATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN 





SOCOHSOSOSSHSSSHSOHSHISS SEOSSSHSHOSOSOSSSSSSHSSESSSSSSHOHSSHSSSSSHHSSSHSOHSSOSSOOSSSSOOSSOSSESOSEHSSEES 


Tapered roller bearings are used 
primarily to prevent end play 
in the shaft. 


False. The failure of ball bear- 
ings under load most often is 
due to flaking of balls and 
races. 

The capacities of bearings de- 
crease with an increase in 
speed. 


True. Load ratings do represent 
“average life,” not stress values. 





Deciding Fate of 
Pricing System 


(Continued from page 112) 





Patman act (in 1936). 

e FTC Act—Section 5 of the Federal 
Trade Commission Act merely says that 
“unfair methods of competition in com- 
merce and unfair or deceptive acts o1 
practices in commerce are . . . unlaw- 
ful.” It also gives FTC the power to 
enforce this provision. But nowhere in 
the act is “unfair competition’”’ defined. 
Thus, the interpretation of Section 5 
is left to FTC and the courts. 

Early in its career, 'TC began in- 

terpreting “unfair competition” to in- 
clude all of the various types of restraint 
of trade that are outlawed by the Sher- 
man antitrust act. It also interpreted 
the section to include practices that 
might grow into Sherman act violations 
if left unrestrained. The Supreme Court 
upheld both of these interpretations. 
e Clayton Act—Section 2 (a) of the 
Clayton act as amended by R-P forbids 
a seller to discriminate in price between 
different customers. There are several 
qualifications. Discrimination is not il- 
legal, for instance, unless its effect (1) 
may be substantially to lessen compe- 
tition; (2) may tend to create a monop- 
oly; or (3) may be to injure, destroy, or 
prevent competition with the seller, 
with the buyer, or with any customer 
of either of them. 

Price differentials are not prohibited 
if they are justified by “differences in 
cost of manufacture, sale, or delivery.” 
Finally, in Section 2 (b), price discrim- 
ination itself is permitted if the seller 
can prove that “his lower price . . . was 
made in good faith to meet an equally 
low price of a competitor.” 


Pricing Methods 


There are three major delivered-price 
systems in general use by American 
business today: basing point (single or 





(Continued on page 172): 
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“A DISTRIBUTORS! 


” : HERE ARE TEN REASONS WHY IT 
" : PAYS TO TIE IN WITH THE 
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LAUGHLIN BACKS YOU UP 


bids Excellent markets for Laughlin products exist wherever wire 
veen 7 rope and chain are used... construction work... mines... 
reral oS HI} quarries... railroads... oil fields... material handling in 
¥ 4 / — x industry .. . maintenance... marine rigging .. . agriculture... 


(1) oa 
npe- utilities, etc. With the Laughlin Line, building a profitable repeat 


10p- SS business is a lot easier because you get full cooperation . . . solid 
2 oe — backing. 

met, A Laughlin representative will be glad to tell you more. Write: 
“— THE THOMAS LAUGHLIN COMPANY, PORTLAND 6, MAINE. 


ited Laughlin Protects the Distributor 
> mm 
ry.” 

rim- 

er 

Was ——— 
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THE “NEW LOOK’ | 
. that means 


THE NEW RB&aW CASE 
resists damage in shipment 


Case has % in. ends, sturdy (2% in. by % in.) cleats. Steel 
strapping gives ample strength, less weight. MONEY SAVED 
—shipments arrive safely, freight cost is less. 


THE NEW RB&W COMMON END 
simplifies layout of stock 


Common end size permits laying out and stacking warehouse 








stock in equal-spaced rows, conserving space. MONEY SAVED 
—through more efficient use of warehouse space. 


THE NEW RB&W RACK 
saves handling cost 


The rack permits putting away complete cases instead of 
handling individual packages into bins. Removing side of case 
exposes packages for order-filling. MONEY SAVED—at least 
% cost of stocking in bins. Easy to construct. Blueprint on 
request. 


THE NEW RB&W PACKAGE 
saves loss through damage 


Brightwood construction—sturdy as metal-edged, but neater. 
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“IN FASTENERS 
Cli) Ae Ze 


No tucks, no flaps. MONEY SAVED—by eliminating breakage 
loss and cost of repacking goods or repairing packages. 





THE NEW RB&W PACKAGING 
prevents spillage 


The cover fits on the package from underneath, and label is 





attached for “upside-down” shelving. No chance of bottom 
dropping out while handling, spilling contents. MONEY 
SAVED—no more fasteners lost under bins, no more “short” 
packages. 


THE NEW RB&W LABEL 
is “eye=-dentifiable” 


Product picture aids “eye-dentification.” Dimensions printed 











EMPIRE in large figures, black on white (proved most legible combina- 
tion). New labels appear on side of small packages for greater 
display. Information is clear and complete. MONEY SAVED 
—through quick selection, fewer mistakes. 








103 Years Making Strong 
the Disbhribulors That Make bmerica Strong SCREWS + ayy, 


es, 
RUSSELL, BURDSALL & WARD LA 


BOLT AND NUT COMPANY THE COMPLETE 


Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 5 ad * 4 : ths QUALITY LINE 
Calif. Additional sales offices in: Philadelphia, Detroit, Chicago, Chattanooga, ek “ 
Oakland, Portland, Seattle. Distributors from coast to coast. 
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Ho aboard the Star Bandwagon. Others are. They're going for those 
extra profits that naturally follow when pushing an extra big line... 
the complete Star line. The Star line has a blade for every job a hack saw 
or band saw can do. You'll tie up customers’ future blade business, too. 
They'll find Star blades packed with extras . . . extra smoothness, 

extra speed, and extra long, economical cutting life . .. on whatever 
they cut, metals, plastics or other non-metallics . . . the cuttingest blades 
they ever saw! - You'll agree with other Star suppliers: 

“For extra profits — it’s Star’s complete line.” 


g SST AR mow ss seomal 
RIGH SPEED SERINE. WOU 


ARE MADE ONLY BY THE OMGitA 


MRR O88 


NG LLEMSON 


CLEMSON BROS., Inc., Middletown, N.Y. 
Sold only through Makers of hand and power hack saw blades 
recognized distributors tromes metal cutting bond saw blades and 


the Clemson £-17 lawn machine 
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multiple), zone, and “‘postage-stamp.” 

e Single Basing Point—The most fa- 
mous instance of single-basing-point 
pricing is “Pittsburgh plus,” as formerly 
used by the steel industry. Under this 
system, all steel was quoted on the basis 
of a fixed base price at Pittsburgh, plus 
the cost of railroad freight from Pitts- 
burgh to the buyer’s plant. Under such 
an arrangement, many buyers pay 
“phantom freight”: If a seller has a 
mill in Chicago, say, his Chicago cus- 


| tomers still have to pay him “freight” 


from Pittsburgh. 

¢ Multiple Basing Points—The multiple- 
basing-point system is similar to the 
single basing point, except that several 
cities or mills are set up as basing 
points. The delivered price is deter- 
mined by the lowest combination of 
base price plus freight. All mills quote 
that delivered price. 

This can also result in collection of 
phantom freight because, in most in- 
dustries, many mills do not quote bas 
prices of their own—-they are non-basing- 
point mills. When such a mill is closer 
to a customer than any of the base 
mills, he still charges the lowest com- 
bination of a base mill’s base price plus 
freight. Since he is closer to the cus- 
tomer, he is collecting for freight charges 
that he does not actually pay. 

Multiple basing points also introduce 
another factor: freight absorption. The 
base mill whose base-price-plus-freight 
is not the lowest, quotes the lowest 
combination. What he is doing, in ef- 
fect, is to quote his own base price 


| plus an amount for freight that is less 


than he actually has to pay. In other 
words, he is absorbing some of the 


| freight. 


e Zone Pricing—Some industries and 
many individual companies split the 
country into zones for pricing purposes. 
No basing points are set up. All con- 
sumers in any one zone pay the same 
delivered price. This involves what is 
known as freight equalization. This can 
be interpreted as a combination of 
phantom freight (to nearby customers) 
and freight absorption (to distant cus- 
tomers). 

The zone system introduces one more 


| factor: Customers in different zones pay 
| prices that may differ substantially, even 
| though their plants may be just across 


the zone boundary from each other. 
e “Postage Stamp” Plan—Some com- 


| panies quote identical delivered prices 
anywhere in the United States. This is 


called a “postage stamp” plan; in effect, 
the entire country is set up as a single 
zone. 

e Origin—The use of basing points 
started with the steel industry. The idea 
developed because the cost of hauling 
steel from the mill is usually a substan- 
tial part of its total cost at the point 
of consumption; therefore, buyers were 
not so much interested in the mill price 
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It Can Help You to PULL Tap Sales UP... 
PUSH Investment DOWN! 


HELPFUL FACTS 
FOR TAP USERS 


This valuable booklet contains 
vital information on taps and tap- 
ping procedures. Tap drill sizes, 
and tapped hole sizes are shown 
in detail. Write on your letter- 
head for your copy—FREE. 


It takes more than taps alone to get maximum tap sales in 
your territory—with the lowest possible inventory. When you 
handle Besly Taps you get more! 

True, Besly gives you top quality in a complete line of taps 
for every threading job. But, in addition— because of Besly’s location 
in the center of most major metal-working markets— you get Fast 
Deliveries to help keep your tap inventory investment at a minimum. 

Carefully selected distributors are backed by the expert counsel 
of Besly Field Engineers. Besly’s “Helping Hand” has helped many 
to pull up sales; push down stock costs to gain peak profits. It can 
put these things in your grasp, too. Ask Besly to show you how. 


FASTER SERVICE FOSTERS SALES 


¢ OVERNIGHT Shipment on stock taps; 

e 24-HOUR Shipment (after receipt of order) on “Specials” 
that can be made from standard hardened blanks; 

e Within 3 weeks on ‘Specials’ made from bar stock. 


BESLY TAPS © BESLY TITAN ABRASIVE WHEELS 
BESLY GRINDERS AND ACCESSORIES 


CHARLES H. BESLY AND COMPANY, 118-124 N. Clinton St., Chicago 6, Ill. 
FACTORY: BELOIT. WISC. 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1948 

















“THE CREST 
OF QUALITY” 





Though your lathe belongs to the 
Who’s Who of Machine Tools, 
its standing will improve when 
it’s equipped with a Skinner 
Chuck. This soundly designed 
tool is built to the highest stand- 
ards to insure precision perform- 
ance while increasing the pro- 
ductivity of any lathe. 
Illustrated above is an independ- 
ent chuck, one of the complete 
line of hand- and power-operated 
lathe chucks and chucking equip- 
ment made by Skinner. With a 
heavy, accurately machined body 
and rugged, individually adjust- 
able jaws,it speedsthe machining 
of round or odd-shaped pieces by 
holding the work securely and pre- 
cisely for either heavy roughing 
cuts or fine finishing operations 
to extremely close tolerances. 
Perhaps you are interested in re- 
































































placing chucks on your older 
equipment. Perhaps you are buy- 
ing or building new machine 
tools. In either case, add to the 
prestige of your lathes — use 
Skinner chucks, “The Crest of 
Quality.” Write for the new 


equipment and machine vises. 


TheSkinnerChuckCo. 


346 CHURCH STREET, NEW BRITAIN, CONN. 





@ 


Of QUALITY 


HAND & POWER OPERATED MACHINE CHUCKS~AIR CHUCK 
EQUIPMENT~FACE PLATE JAWS~MACHINE VISES 
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Adds to the Prestige 
of Any Lathe | 





as in total cost, including freight. 

This thought can be generalized to 
other delivered-pricing formulas, too. 
Most such systems are in use in indus- 
tries where freight is an important part 
of total cost at point of consumption. 
In cases where this is not true, FTC 
isn’t interested anyhow; whatever price 
discriminations may exist are not large 
enough “substantially to lessen compe- 
tition” among customers. 





The Court Decisions 


A little over three years ago—on Apr. 
23, 1945, the Supreme Court handed 
down two decisions that have had a far 
reaching impact on delivered-price sys. 
tems. ‘They came in the so-called glu 
cose cases, in which FTC had charged 
Corn Products Refining Co. and A. E. 
Staley Mfg. Co., individually, with vio- 
lation of the Clayton act through use of 
a basing-point method of selling glu- 
cose (corn sirup). 

e Corn Products Case—Corn Products 
had two plants—at Chicago and Kansas 
City. All sales were on a delivered-price 
basis; they were computed by taking the 
Chicago price and adding freight from 
Chicago to the point of delivery. Thus, 





on shipments from the Kansas City 
plant to points that were nearer to 
Kansas City than to Chicago, the pur- 


| chaser paid phantom freight. 


FTC found that the customers who 
had to pay phantom freight (1) were 
being discriminated against (2) to an 
extent that diminished their ability to 
compete with those who bought at 
lower prices—all in violation of Section 
2 of the Clayton act. 

The Supreme Court upheld FTC on 
both points; its decision was so strongly 
worded as to bar, in effect, all single- 
basing-point systems. 

e Staley Case—The Staley case was sim- 


| ilar in most respects to the Corn Prod- 
Catalog No. 60 describing com- | 


plete line of Skinner chucking | 


| ing. 








ucts case. But there was one important 
difference—and the verdict on this point 
greatly broadened the effects of the rul- 


Staley’s glucose plant was at Decatur, 


| IIL, 178 mi. from Chicago. From the 


time Staley went into business there, it 
followed Corn Products’ lead, and 
quoted delivered prices using Chicago 
as a basing point. 

FTC held, and the court agreed, that 
Staley’s use of a Chicago basing point 
for a Decatur plant was exactly compar- 
able to Corn Products’ use of a Chicago 
basing point for a Kansas City plant— 
and just as illegal. But at this point 
comes the important difference between 
the two cases. 

e Defense—Staley pointed out that 
Corn Products was already established 
when Staley came into the glucose busi- 
ness, that by adopting the Chicago bas- 
ing point Staley could match Corn 
Products’ prices at any point of delivery 
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Why make tough work out of selling wire J DROP-FORGED...HOT DIP GALVANIZED 
rope fasteners? All you have to do is say: SIZES FOR %”" TO 3” WIRE ROPE 

“T got ’em... genuine CrossBy C.ips!”’ . 

Good, honest value makes the sale a cinch. 
And besides, you get: 











Identified by this Channel grooved 
: famous Red U-Bolt base holds rope with 
NATIONAL ADVERTISING in 42 leading in- vise-tight grip 


dustrial magazines. 
GENEROUS PROFIT on every order. High wings insure 


perfect lay of rope eS , . Free-running nuts on 


INSTANT ACCEPTANCE... because CRosBY ; ,* precision-cut bolt 
Cups outsell all other drop-forged fasteners rs _ threads 
combined. Chamfered bolt ends 


PROMPT SHIPMENT from our St. Paul Plant. 


Sound pretty good? You bet...it’s the 
easiest, sweetest sale in any man’s line. Talk 
Crossy CLIPs on every call... and see 
what happens! 





American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 
Plant No. 2, So. Kearny, N.J. ¢ Sales Offices: NEW YORK * CHICAGO ¢ PITTSBURGH * NEW ORLEANS * SAN FRANCISCO 





TE Pe CE a i ee cee ee eee ea ee oe, oe ad 
AMERICAN BLOCKS AND SHEAVES THE AMERICAN HANDIWINCH 


All types, all sizes, from 12 to 250 tons. Enables one mon to lift or pull any load up to 10,000 
Blocks feature armored construction: thick Ibs. Weighs only 95 Ibs. Easily carried, set up and 
side plates, heavy pins and axles, forged operated anywhere. Two gear ratios . . . efficient 
steel hooks and shackles. Make sure your hand brake . . . many “big hoist” features. Ask for 
buyers specify AMERICAN. literature that helps you sell. 
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GLOBE WOVEN 
BELTING 


@ More and more are GLOBE BELTS finding 


favor in industry. Engineered for particular jobs 





... tested through service...improved through 
research, those are the things which have made 
users in nearly every line depend upon GLOBE 
BELTS for long service and perfect performance. 


atAnr 
GLOBE 


ENDLESS WOVEN BELTS 

speed operations. 

GLOBE STITCHED CANVAS BELTING: For 
conveying, elevating, and power 
transmission. 

GLOBE KANRY-TEX: The superior belting 
for food processors. 

GLOBE SOLID-WOVEN WHITE COTTON BELT- 

r ING: “Tops” for light conveyor 

purposes. 

GLOBE CELLULOSE-COATED BELTING: For 

bakery... candy manufacturers. 


For high- 


Write today for complete information on the 


profitable GLOBE line. 
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and, thus, compete with Corn Products 
for the available business. ‘Therefore, 
Staley said, its prices were legal under 
Section 2 (b) of the Clayton act; they 
were set “in good faith to meet an 
equally low price of a competitor.” 

The high court threw out this de- 
fense, and upheld FITC, on_ three 
grounds: 

(1) A system that is clearly illegal in 
itself cannot be adopted legally for the 
sole reason that a competitor is also 
breaking the law. 

(2) Section 2 (b) “places emphasis on 
individual competitive situations rather 
than upon a general system of competi- 
tion.” 

(3) When Staley charged its Decatur 
customers, for instance, more than its 
Chicago customers it was, in effect, rais- 
ing, not lowering, its price to equal its 


| competitor’s price. 


In connection with this last point, 
the court made one statement that has 
far wider implications than merely in 





the case at issue. ““We cannot say,” said 
the high court, “that a seller acts in 
good faith when . . . it has never at- 
tempted to [give] to purchasers who 
have the natural advantage of proximity 
to its plant the price advantages which 
they are entitled to expect over pur- 
chasers at a distance.” 

e Crepe Paper Case—The next im- 
portant case never got to the Supreme 
Court. FTC charged that the National 
Crepe Paper Assn. of America and 
eight crepe-paper manufacturers were 
engaged in a conspiracy to eliminate 
price competition among them, in viola- 
tion of the FTC act. It held that the 
manufacturers had agreed that they 
would (1) divide the country into price 
zones, and (2) charge virtually identical 
delivered prices in any one zone. 

On July 12, 1946, the Seventh Cir- 
cuit Court of Appeals, in Chicago, up- 
held the commission on all points. It 
said: ““No formal agreement is necessary 
to constitute an unlawful conspiracy. . . 
It is .. . the result to be achieved that 
the statute condemns . . . The artifi- 
ciality and arbitrariness of the zone 
structure is so apparent that it cannot 
withstand the inference of agreement.” 
e Cement Case—It was the “cement 
case,” decided by the Supreme Court 
Apr. 26, 1948, that really threw the 
scare into business. FTC charged that 
the Cement Institute and 74. cement 
manufacturers, through use of a multi- 
ple-basing-point system, had: 

(1) Violated Section 5 of the FTC 
act by engaging in a conspiracy to elim- 
inate price competition among them; 
and 
(2) Violated Section 2 of the Clay- 
ton act because “the multiple-basing- 
point system of sales resulted in sys- 
tematic price discriminations between 
the customers of each respondent.” 





e Ruling—The court upheld the com- 
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Circle ® Bolts and Nuts... both standard 
and special... are noted for their uniform 
size and strength. They keep production 
lines moving with top efficiency. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 


These Threads are just right 





Export Sales Office: Buffalo International Corp., 
50 Church Street. New York City 


...they are CIRCLE} B O LT : = 


INDUSTRIAL DISTRIBUTION © JULY, 1948 











Sreet-crip Safety Apparel keeps 
gaining wider approval from manage- 
ment as its many values are learned. 

Management is vitally interested in 
safety to workers and they find this 
Safety Apparel is worthwhile protection. 

Every part of the body is provided 
for in our various types of apparel. 
You can sell the proper clothing for 
every worker regardless of the haz- 
ards of his job. 

We have had more than 35 years 
of experience in originating and pro- 
ducing Safety Apparel. Each item 
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yr COPY 


Sadustrial 


1641 GARFIELD BLVD. 


has proved its protective value in 
many of America’s largest factories. 
In representing our adequate line 
you'll find that you will always have 
the correct design, quality, comfort, 
and utility answer. 

Each plant you sell becomes a 
source of growing profit because the 
use of STEEL-GRIP Safety Apparel 
grows as its great protective value is 
demonstrated. 


OLD HICKORY 


STEEL GRIP 


GLOVES COMPANY 


DANVILLE, ILL. 
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mission on both points. On the first 
charge it said: “. . . Concerted mainte- 
nance of the basing- point delivered-price 
system is an unfair method of compe- 
tition prohibited by the FTC act.” And 
it threw in, for free, the remark that: 
“|. existence of a combination [is 
not] an indispensible ingredient of an 
unfair method of competition under the 
FTC act.” 

On the second charge, the defendants 
contended that (1) their prices were not 
in violation of the Clayton act, and (2) 
even if they were, they were justified un- 
der the “good faith” clause of Section 
2 (b). 

The court said that (1) in the Corn 
Products case it had decided that bas- 
ing-point pricing was a violation of the 
act, and (2) in the Staley case it had 
held that “. . . a seller could not justify 
the adoption of a competitor’s basing- 
point price system under Section 2 (b) 
as a good-faith attempt to meet the 
latter’s equally low price.” 

“Thus,” said the court, “the com- 

bined effect of the two cases was to for- 
bid the adoption for Sales purposes of 
any basing-point pricing system.” 
e Rigid Conduit Case—The final nail 
was driven into the coffin of basing- 
point prices just two weeks later. FTC 
had charged 14 manufacturers of rigid 
steel conduit of violation of the FTC 
act through use of a basing-point sys- 
tem. The first count of the charge al- 
leged conspiracy, but the second count 
said that, even if there were no conspir- 
acy, the fact that each company had 
used the same basing-point system was 
in itself evidence of a violation of the 
law. 

On May 12, the Seventh Circuit 

Court of Appeals, basing its decision on 
the cement case, upheld the commission 
on both ‘counts. On the second count, 
it said: “Each seller knows that each of 
the other sellers is using the basing- 
point formula; each knows that by using 
it he will be able to quote identical 
delivered prices and thus [deprive buy- 
ers] of choice so far as price advantage 
is concerned. . . . Each seller . . . in 
effect invites the others to share the 
available business at matched prices in 
his natural market in return for a recip- 
rocal invitation.” 
e Complementary—Thus, in the cement 
case, the court upheld an FTC order for- 
bidding concerted action to maintain a 
basing-point price system; in the con- 
duit case, the court upheld a commis- 
sion order that forbade not only con- 
certed action but individual action by 
any single company. 


Present Status 


That’s where the matter stands today. 
It seems clear that: (1) either individ- 
ual or concerted use of any type of bas- 
ing-point formula is ruled out by both 
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CM overhead materials handling units are designed to increase AETSNG 


plant output and lower production costs by mechanizing and 
speeding the movement of materials. If you are improving or 
expanding your plant, it will pay you to check up on CM indus- 


trial hoists. Three of the most popular units in the CM line are... 
The CYCLONE Model M High speed heavy PRO TT GAN 
duty hand hoist. 96% efficient. 1 ton capacity 


weighs only 35 pounds. Sealed in lifetime lubri- 
cation. Capacities from ‘4 ton up. 
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- mm tric hoist. One-hand control. For plug in on 110, 5 Ic is a great ss lee in selling ‘tii e 
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‘§ In 4 The METEOR Fast, heavy duty electric hoist. TO az customer. and can, start ti ne in talki ; 

cip- , Airplane type cooling. Push button control. ; 

, Single or two speed. Capacities from 4 ton up. 








Write today for literature and the name of 
nent your local distributor who handles the com- 
- for- plete line of CM overhead materials handling 
in a equipment. 
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HOIST CORPORATION 


Affiliated with Columbus-McKinnon Chain Corporatio- 


GENERAL OFFICES AND FACTORIES: TONAWANDA. N. Y. 
SALES OFFICES: New York » Chicago + Cleveland » San Francisco + Los Angeles 
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SHORT STORY 


° Shaft Hangers 

* Bicycle Type Sheaves 
© V-Belt Drives 

* Cast Iron Pulleys 

® Stee] Rim Pulleys 

® Ring Oiling Bearings 
° Wick Oiling Bearings 
* Beli Tighteners 
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“Patents make 
* Chain Drives 
* Set Collars 
® Hercules Pulleys 
® Wood Pulleys 
® Shafting 
® Friction Clutches 
© Sprockets 
* Pattern Work 


WITH THE ANSWER TO YOUR 
POWER TRANSMISSION 
PROBLEMS .. . 


Unbiased recommendations be- 
cause Medart Engineers can 
choose from the entire field of 
transmission equipment... for the 
right drive to fit your needs. 
Medart has for more than 60 
years installed power transmis- 
sion equipment in leading indus- 
tries throughout the world. 


fobs" 


® Rigid Shaft Couplings 

© Flexible Shaft Couplings 
® Universal Shaft Couplings 
® Medart-Timken-Bearings 
* Iron & Semi-Steel Castings 
© Wire Rope Sheaves 

* Cut Tooth Gearing 

* Molded Tooth Gearing 
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laws; (2) use of identical zone systems 
by two or more companies is ruled out 
by the FTC act. 

© Question—One big question remains 
to be answered, however: Does a zone 
or postage-stamp plan maintained by a 
single company illegally discriminate in 
price between that company’s customers 
in violation of the Clayton Act? 

One thing can be said with certainty: 
It is not illegal unless the effect “may 
be substantially to lessen competition” 
among the customers. 

Another conclusion, almost as certain: 

Most zone plans probably do discrim- 
inate “substantially” between customers 
who are very close to each other, but 
on opposite sides of a zone boundary. 
But is there discrimination among cus- 
tomers in the same zone? If the answer 
is no, then postage-stamp plans are 
certainly legal, and zone systems might 
be made so. The crux of the matter is 
the definition of “price.” Should it 
mean the mill-net price (delivered price 
less freight charges actually incurred)? 
Should it mean the delivered price? Or 
should it mean some compromise be- 
tween the two? 
e Answer?—The probable answer is that 
each case will have to be decided on 
the evidence in that case; different de- 
cisions may well be proper in different 
cases. In the crepe paper case, the court 
said, in effect, that a company should 
at least try to give its nearby customers 
a lower price than its distant customers. 
That means mill-net is the criterion. 

But in a lead pigment case, now 
pending before FTC, the commission’s 
trial examiner ruled for delivered prices. 
The purpose of Section 2 of the Clay- 
ton act, he said, is to protect customers 
from unequal costs so they may compete 
on equal terms with their competitors. 
And he found that, in this case, equal 
delivered prices filled that bill better 
than equal mill-net return. 


What To Do? 


, What, then, can businessmen do— 
particularly if their practices fall into 
one of the classes that the courts have 
already ruled illegal? 

(1) They can go on just as always 
until FTC gets around to them—with 
the fair certainty that they will be or- 
dered to cease and desist, and that the 
order will be upheld by the courts. 

(2) They can attempt to comply with 
the law as it has been interpreted, even 
before the commission gets to them. 

(3) They can seek new legislation. 
Apparently many businessmen will take 
this course. President Walter S. Tower 
told the recent annual meeting of the 
American Iron & Stee] Institute that: 
“apparently the only way . . . will be 
by legislation to clarify the status of 
pricing methods.” 
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e Investigation Proposed—The ground- 
work for such legislation is already being 
laid. Sen. Homer E. Capehart (R., Ind.) 
has introduced a resolution calling for 
a Senate investigation of the effects on 
business of recent court decisions, in- 
cluding the cement case. A five-man 
subcommittee of the Senate Commerce 

Committee (picture A) is now holding 
hearings on whether to recommend 
such an investigation. 

If such an investigation is made, its 
findings will lay the basis for any new 
legislation that may be passed. At the 
very least, its sessions will provide a 


sounding board for businessmen’s views | 


on this vital problem, 





Less Steel for 
Warehouses Predicted 


(Continued from page 91) 





tion is essential under conditions of 
national emergency; under any other 
circumstances, it approaches regi- 
mentation or state socialism. Instead 
of appealing to Washington for aid 
in getting steel, you should go -there 
to urge the immediate liquidation of 
any and all agencies engaging in pro- 
grams voluntary or otherwise, for con- 
trolling the production and distribu- 
tion of raw materials, products and 
commodities. Every appeal made to 
Washington strengthens these agen- 
cies, each petition for assistance 
nudges this country just a little closer 
toward nationalization of our indus- 
tries. So long as the steel mills are 
running at capacity, no bureau, no 
agency and no committee can produce 
one pound more of steel. 

“Despite the fact that your receipts 
from the mills were a million tons 
more than they were in 1946, I can’t 
find anyone who will admit getting 
any part of this increase. As a matter 
of fact, our monthly sales figures point 
to a decline in receipts among our 
members. These figures embrace 
most of the steel sold by member 
warehouses, they are reported in dol- 
lars and cents. While for the United 
States for the calendar year 1947 they 
show a small gain of 9.8 percent, in 
view of substantial mill price ad- 
vances, the clear conclusion is that, 
on a tonnage basis, the warehouses 
in 1947 were under 1946 by about 
15 percent. 

“In view of the great shortages of 
these principal steel mill products, 
we cannot, as an industry, complain 
that we have been treated unfairly. 
The only sound conclusion we can 
reach from these facts is that the steel 
producers have made a conscientious 








THE AIR YOU BREATHE SHOULD BE AS PURE AS THE WATER YOU DRINK 


ATION 


VENTILATION 


Alert operators have learned that it pays well to provide 
workers with plenty of fresh, cooling air! Records prove 
that people produce more, are happier when working, 
have fewer accidents, keep errors at a minimum, and stay 
on the job longer when they work in a well ventilated 
atmosphere. Now is the time to make suggestions to man- 
agement on improved ventilation for the sweltering months 
to come. If you need assistance, phone our nearby Branch 
Office (consult classified directory), or send coupon. 


FREE—send for your copy on how to make 
7-way savings in industry with ILG ventilation. 


ILG ELECTRIC VENTILATING CO., CHICAGO 41, ILLINOIS 
2897 N. Crawford Ave., Offices in more than 40 Principal Cities 


(J Send FREE copy of “How to make 7-way savings” 


Firm Name 
Individual 


Address 
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Answer this question, omer Snees, 
And youll be living on Easy Street!" 


WIN A MILLION ep 


“How much does it cost, by Air Express 
To ship 10 pounds 1200 miles, no less?” 
“‘Why didn’t you ask me that before? 
All it costs is $3.84! 


“T use it many times each day— 
It’s the fastest possible way to make hay! 
Easy Street’s already my address, 
Thanks to Scheduled Airline Air Express. 


*‘What’s more you get door-to-door service, too 
—And all at no extra cost to you. 
In these days of price inflation 
Air Express rates are cause for elation!” 


e e e ° - 
Specify Air Express-Worlds fastest Shipping Service 
nent 
e Low rates—special pick-up and delivery in principal U. S. towns and 
cities at no extra cost. 
e Moves on all flights of all Scheduled Airlines. 
e Air-rail between 22,000 off-airline offices. 
True case history: Truck and auto parts comprise big portion of Air 
Express shipments. Keep equipment rolling! Typical 36-lb. shipment 
icked up Detroit late afternoon, ddiveeed Salt Lake City noon next 
Co. 1507 miles, Air Express charge $16.58. Any distance similarly 
inexpensive. Phone local Air Express Division, Railway Express Agency, 
for fast shipping action. 





Rates include pick-up and delivery door 
to door in all principal towns and cities 


=o 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE u.s. 
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effort to serve their warehouse cus- 
tomers as best they can, despite tre- 
mendous pressure from all their other 
steel customers for more steel.” 


Precautions Listed 


In closing, Mr. Doxsey enumerated 
several precautions to be taken by 
distributors in the future. “Higher 
labor costs and the inroads they make 
in your gross incomes demand utmost 
ingenuity in management. You must 
combat apathy on the part of your 
workers and teach them American- 
ism. Sales forces must be trained to 
sell the sincerity and integrity of your 
company today while they reject or- 
ders, yet they must be prepared to 
sell steel under keen competitive con- 
ditions when that time comes. 

“The territories you can serve ef- 
fectively must be trimmed to con- 
form to the new boundaries imposed 
by rising transportation costs and by 
new competition. Your methods for 
determining your resale prices and 
profits are no longer rational because 
of sweeping changes that have taken 
place in mill pricing practices. 

“Such adjustments as you may 
make should anticipate the devas- 
tating effects on your financial posi- 
tion that will come with any material 
shrinkage in the volume of your busi- 
ness. This may come this year or in 
the future with a general decline in 
business. 

“All of these critical problems are 
mutual problems. With full cog- 
nizance of the law, many phases of 
them may be properly discussed by 
our committees and at our chapter 
meetings.” 


The Outlook for Steel 


Most manufacturers will have to 
take a hitch in their belts as a result 
of ERP and defense requirements, 
Mr. Austin declared. He pointed out, 
however, that the impact on civilian 
steel production throughout the re- 
mainder of 1948 will be “substan- 
tially less than some persons have 
been led to believe.” He estimated 
the combined steel requirements of 
the European, the allocation and the 
defense programs at between 17 and 
174 million tons. 

In setting up the domestic alloca- 
tion program, Mr. Austin said, the 
Office of Industry Cooperation has 
invited to Washington representa- 
tives of industries which felt current 
shortages were jeopardizing their abil- 
ity to serve properly the national econ- 
omy. These industries, except agri- 
culture, are in the process of crystal- 
lizing their requirements, he said. 

“The first program to be com- 
pletely formalized,” Mr. Austin said, 
“fs the domestic freight car program. 
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Is for K-68 gives outstanding results where unusual resilience must 
Bonen be combined with resistance to oil and to extremely high tem- 
taken peratures. K-68 sheets are made of specially selected asbestos 
may fibres and bonded under great pressure with Neoprene. 
levas- 
cas K-68 sheets are recommended for aviation and Diesel engines 
terial and applications in oil refineries and chemical plants where 


wy they must stand up against solvent and aromatic conditions 
le in of extreme heat. Because K-68 contains no sulphur it is also 
— valuable in refrigeration service. 
- ~*~ For applications where the special characteristics of K-68 are 
1 by not required, R/M offers a number of other sheet packings, 
_ among which are R/M No. 650, the famous “Pyroid” brand; 

R/M No. 670, which is approved by the National Board of 


Fire Underwriters. 
For your customers’ sheet and other packing needs supply 


them R/M products. All R/M packings for maintenance and 
replacement are sold only through authorized distributors. 














RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION ! 
| 
| 
| 


Manheim, Pa. + Bridgeport, Conn. * North Charleston, $. C. ° Passaic, N. J. 


We also manufacture a complete line of Asbestos Textiles, 
Friction Materials, and Industrial Rubber Products. 
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| It calls for the steel industry to pro- 
_ vide approximately 750,000 tons per 
| quarter to make possible a substan- 





“yi, BUY NOW!” 


WHICH DEAL IS 
MOST PROFITABLE 


Today? 


@ Products stocked and sold by Mill Supplies 
Distributors can be roughly classified into two 
types. You might call them (1) ‘Think-it-over” 
and (2) “Buy Now” products. 





The first type are those purchases which represent 
a relatively heavy investment .. . lathes, cranes, 
motors, etc. Competition to sell these products is 
tougher. The buyer is wary and most such pur- 
chases must be pondered by the top officials of 
the company. Often the president’s nephew gets 
the order. 


In the other picture are the easy to sell “necessity” 
products which all industrial companies must 
have. Bolts, nuts, screws, and cotters are of this 
type. They are bought by the millions with mini- 
mum fuss and deliberation. They are the “Buy 
Now” items that almost sell themselves. 


That’s why we say: Sell Lamson & Sessions 
fasteners on every call and you'll pick up profits 
you didn’t expect. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th St. * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham « Chicago 


LAMSON « SESSIONS 
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| tial maintenance and repair program, 
_as well as the production of 10,000 
| new freight cars per month. 


“The atomic energy program has 


| been established but not yet formal- 


ized. Its requirements for the next 
eight months have been established 
at 160,000 tons with 135,000 tons of 
the total scheduled for shipment in 
the third and fourth quarters. 
“The petroleum industry also has 
formally filed its report with the De- 
partment of Commerce”. You have 
all seen the publicity some weeks ago 
which identified these requirements 
on an annual basis as being in excess 
of 10 million tons. The press reports, 
however, were somewhat misleading; 
for the petroleum people, in an effort 


| to present a comprehensive picture, 


included in their initial report, re- 
quirements for such allied needs as 
containers, tankers and tank cars, as 
well as a myriad of other end prod- 
ucts not formerly considered as being 
a specific part of this industry. 

“Whether this current report has 
been modified to reflect only the pe- 
troleum industry’s own specific needs, 
I do not know, but we can be cer- 
tain that before this program assumes 
its official status, the requirements 
will have to be thoroughly screened 
and made realistic. 

“There are other groups attempt- 
ing to qualify, whose needs ultimately 
also must be underwritten. Para- 
mount at present, of course, are the 
requirements of the military for na- 
tional defense purposes which must 
be super-imposed upon these civilian 
emergency requirements.” 


Other Speakers 


Mr. Mooney, president and board 
chairman of Willys-Overland Motors, 
stressed the oversupply of paper 
money as the big factor in in- 
flation. “It is about time for us to 
stop making the assertions that high 
prices are caused by high profits and 
high wages,” he said. “It’s about 
time for us to examine the fiscal poli- 
cies of our government because | am 
quite convinced that our price level 
is more a result of our loose fiscal 
policy and our devalued money than 
it is of the factors of profits and 
wages.” 

Dr. Benson stated: “Our genera- 
tion has failed to teach its children 
about our republic. We have a gener- 
ation of youths that believe we should 
have a government ownership of in- 
dustry. There are factors planning to 
destroy American capitalism and the 
infiltration is well done. Channels 
must be kept open so that we may 





“Fine Tools” must be precision ground. At Whitman & Barnes tolerances 
are close and inspectors are tough! Their reamer grinders realize this. 
They know that unless tools are ground within the company’s manu- 
facturing standards the tools will be thrown out—scrapped. Customers 
require reamers that will ream smooth accurately finished holes—and 
W &B grinders and inspectors make certain that only reamers that can 
produce such holes reach the shipping department. 


This policy of manufacturing tools only to high standards of quality has 
been traditional with W & B over a period of 100 years. 


There is a W & B distributor near you. 


WHITMAN s BARES 


DETR OR 
NEW YORK CHICAGO LOS ANGELES 
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preserve that republic, government 
The Caster That Went Astray management of industry can’t sur- 
. : ; ' ; vive without totalitarianism.” 
Good men tried to steer it straight—nudging, urging, Mr. Ching spoke of his department 
pushing, forcing—cussing. But it was determined to as the only department in government 
service working to put itself out of 
business. “It is the government's 
quickly to the scrap heap. role,” he said, “to encourage those 
engaged in collective bargaining to 
approach their negotiations with the 
realization of their responsibility, not 
only to the people they represent, 
but, also to our country.” 


go off in its own erratic way ...a path that led it 





Customers See, 
Try, and Buy Them 


(Continued from page 89) 





Our job with the trailer unit is to get 
it demonstrated by actual use. Let the 
contractor, superintendent or foreman 
get his hands on it and do actual 

. . work. If the contractor is in a pinch, 
EVERY Bond caster is designed for the let him keep it for a few hours if 


conditions it meets in actual operation. Free- necessary. Proceed in this way to 


rolling wheels—steel or rubber tread—save cocate 8 desive for the unit and to 
prove its economic value and a sale 


floor surfaces. Double ball race Bond casters is pretty sure to result. 


take maximum loads . . . take the turns. They Pp gles bap 7 


swivel easily and are easy on truck handlers. sides of the street and as far right and 


’ . left as I can for any large building 
Get the caster that’s exactly right for each | pealect. ‘The best tne to spot thom 
operation. Get the free Bond catalog K-38. is in the excavation stage, because very 
soon they will be cutting form lum- 
ber. When I see big stacks of uncut 
BOND FOUNDRY & MACHINE COMPANY —: I — —— — rd I jot 
own in a notebook, always by my 
MANHEIM + PENNSYLVANIA side in the seat, the street and cross 
street where the job is located. If the 
contractor’s sign is up I may put his 
name down also and a note or two 
about the job if it appears at all un- 
usual. It is surprising how fast these 
tips accumulate. I always have 
enough of them ahead so that I can 
practically plan several days routing 
ahead to live-looking, pretentious 
prospects. 

“With my car and trailer, I draw 
in on a job and park in a conspicious 
place and ask for the superintendent. 
I may get him, or it may be the con- 
tractor or owner. The idea in making 
my ‘pitch’ is to get a ‘dry run’ with 
the saw that means a demonstration 
of all the levers, adjustments, and a 
general going over of all the points, 
but without the power on. Before | 
am through, I usually have an audi- 
ence of six or eight people from that 
job, nearby jobs, or even’ passersby 
who are interested in power sawing, 
and I pass out literature to all of 
them. 

“What I want out of the ‘dry run’ 


Sent on request. 
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INSLEY standardizes on 
J&L Wire Rope to help operators 


dig more profits 


There are fewer replacements... less time 


lost with J&L 


Insley—the world’s largest exclusive man- 
ufacturer of small excavators—has stand- 
ardized on J&L Wire Rope, because more 
and more operators demand equipment 
that will stay on the job! Insley knows that 
when excavators go down for wire rope 
replacements, operators’ profits go down 
too. 
To build “‘equipment that makes jobs pay” 
Insley Manufacturing Corporation, of 
Indianapolis, Ind., demands stamina and 
quality for every part—including the best 
in wire rope. 

J&L Precisionbilt Wire Ropes are built to 
absorb snap loads safely. They are designed 
to wind and rewind evenly on quick- 
reversing drums and travel over sheaves 
smoothly. Every strand on these ropes is 


‘teectoiombébe” \Nire Rope 


made from a special J & L quality-controlled 
steel and drawn to exacting tolerances of 
1/1000’. Then stranded on high-precision 
machinery, these wire ropes have uniform 
diameters that even up the wear all along 
the working length, reduce localized abra- 
sion and stay on the job longer. 

J&L manufactures wire rope for every 
purpose: Excavating, material handling, 
marine uses, logging, mining and oil country 
applications. Whatever your needs, you’ll 
find it profitable to consult with J&L 
engineers first regarding your requirements. 
We maintain a complete wire rope service 
for every field of application. Write to: 
Jones & Laughlin Steel Corporation, 420 
Jones & Laughlin Building, Pittsburgh 30, 
Penna. The coupon is for your convenience. 


JONES & LAUGHLIN STEEL CORPORATION 
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Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
Pittsburgh 30, Pennsylvania 


Please send me information about 
J&L Precisionbilt Wire Rope. 


NAME 





ADDRESS. 








CITY 





STATE__ 

















NOW! 


A HEAVY DUTY 


ALL-PURPOSE 
WHEELBARROW 
with 
ALUMINUM ALLOY TRAY 


Buch's #455 Heavy Duty 


Aluminum Tray ‘Barrow 


Limited Quantities Available for Immediate Delivery 


Buch's Aluminum Tray ‘Barrows are available to help you 
fill the pent-up demand for wheelbarrows, Buch’s alumi- 
num Tray ‘Barrow ¥455 is a heavy duty ‘barrow formed of 
specially rolled alloy aluminum sheets, It has a capacity 
of 5 cubic feet. Experience has shown that the Buch 
Aluminum Tray ‘Barrow is no novelty ... can stand up 
against any competition where hard usage is a factor. 
Particularly recommended for handling materials which 
corrode ordinary ‘barrows, such as chemicals, manure, etc. 
17 pounds lighter than an equivalent steel tray ‘barrow. 
Limited quantities are available for immediate delivery. 
Phone or write your distributor. 


BUCH MANUFACTURING CO. 


Carrying the Load Scuce 1868 
ELIZABETHTOWN, PA. 
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SALES MANAGER Spangler _ be- 
lieves construction accounts are worth 
the undivided attention of salesmen. 


is to get an invitation to pull in farther 
and give a sawing demonstration there 
and then, or an appointment to come 
and make a demonstration at a given 
time later. 

“When I get a bid to demonstrate, 
it is advisable to rig a saw table at 
once so as to be able to do consider- 
able real sawing. This is done by tak- 
ing a pair of 2 x 12’s, 14 ft. long and 
nailing them on top of the saw table, 
with a 2 x 4 on edge at the back for a 
fence. Legs are then tacked on each 
end of the table and you are ready 
to go. The necessary lumber being 
right at hand, it does not take more 
than five minutes to rig a table. 

“Remember, now, this demonstra- 
tion is for the purpose of introducing 
the trailer-mounted radial saw, and so 
I am willing to take plenty of time 
to get that contractor to make friends 
with it and like it. Frequently it hap- 
pens that he is short handed at the 
moment, or a little behind. I am will- 
ing, therefore, to let him use it, half a 
day, even. Or, if conditions are such 
that it will really help him, I will run 
the saw myself for two or three hours, 
and you can saw a lot of lumber in 
that time. It is essential, however, 
to do these things in a way that will 
not put the prospect under any sense 
of obligation. I tell him frankly that 
what I am after is to demonstrate the 
equipment thoroughly and it may just 
as well be to him as anyone else. I 
am doing that sort of thing all the 
time I tell him. 

“There are two things in particu- 
lar I wish to get over to my prospect 
in the demonstration. 

“First is the tremendous over-all 
advantage of the trailer-mounted type 
of unit. It is most effective if put into 
use when the job starts, for cutting 
the studs, rafters, bracing, blocks, etc. 
for the whole job. As seen, it is set 
up in five minutes’ time anywhere on 
the job—it is, moved around at will, 
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magazines this month. 
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Everyone your salesmen call on is a possible user of 
Rust-Oleum products. Sales add up to large volume 
—repeat business multiplies profits. Rust-Oleum is 
essential in all types of maintenance and many 
production jobs... it fills an important need for 
positive, low-cost rust protection indoors or out. 
Here’s why Rust-Oleum is a money-maker for 
industrial distributors: 
1. It's a long-profit, easy-to-sell, repeat sale line that 


offers time, labor and money-saving advantages to 
every customer on your books. 


2. Rust-Oleum’s powerful sales story, based on exclusive 
features, is a practical ‘‘\door-opener’’ for establishing 
new accounts and reviving “lost business.’ 


3. It provides lasting protection for metal at substantial 
savings over the best anti-rust methods used previously. 


4. Application is easy. Costly preparation of surface is 
avoided. Wirebrush to remove loose paint, dirt, scale, 
etc. Then spray, dip or brush on. 


S. Salesmen require no complicated, technical knowledge. 


6. Acceptance is increasing—stimulated by proved trade 
paper and direct-mail campaigns that draw inquiries for 
distributors. 

7. Our policy of selective distribution assures fast, profit- 
able turnover on minimum inventory. A simple, yet 
powerful, sales program backed by Rust-Oleum’s thor- 
oughly qualified field men helps you to get quick results. 


us regarding tested promotion plans based on selec- 


tive distributor policy. Your territory may still be open. 
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| so that carrying raw lumber or cut 


pieces can be reduced to a minimum. 
After this type of sawing has been 
completed, the trailer unit may be 
taken elsewhere and this job com- 
pleted by the use of portable power 
hand saws. We sell the latter, of 
course, and part of my time on the 
demonstration is spent in selling the 
contractor on our line of portables, I 
can assure you that time spent in 
working with the trailer is well re- 
warded also in sales of portables, 
blades, etc. 

“A second point in connection 
with the ‘trailer unit that I try to 
emphasize is the fact that in the case 
of the radial saw furnished with it, 
having a 44-in. stick capacity, all ad- 
justments are made in front of the 
saw. This saves a lot of time and is 
also a safety factor of importance. 

“I, and almost all other salesmen, 
realize that the best road to sales is 
through the rendering of service. So 
I can truthfully say that my days with 
the ‘rolling saw’ are happy because my 
customers and prospective customers 
get no end of real help out of it, for 
which they are always appreciative’. 





Stepping Stones 
to Successful Selling 





Anyone who attempts to sell any- 
thing without the honest belief that 
there is business to be had, always 
fails. And you never find anything 
until you look for it. . 

There are few good articles that 
do not find a wide market if they are 
pushed properly by an enthusiastic 
sales force. Only concentrate on what 
you have to sell; forget the business 
someone else is getting with some 
other product. 

A salesman connected with a mill 
supply house suddenly found one day 
that roof ventilators had been added 
to the list of articles he was expected 
to sell. His first reaction—and it was 
immediate—was that there were not 
enough ventilators sold in his territory 
to pay him for the sales effort he 
knew he would have to expend. He 
had always looked inside the factories 
he called on, had never paid much 
attention to what was on the roof. 

But the next day, “just for the 
ride” you might say, he spent a great 
deal of time looking up, instead of 
down—and got something of a shock. 
He saw, literally, hundreds of ventila- 
tors, visioned hundreds of potential 
sales. How come he hadn’t seen all 
this before, he asked himself, and the 
answer was of course that he hadn’t 
really looked. 
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Your customers get extra high produc- 
tion with TOLEDO Power Pipe Ma- 
chines — because of many time-and- 

labor-saving features. 

For example— Toledo No. 999 Super 
Model, shown here, threads 2” pipe in 22 seconds, cuts off 2’’ pipe in 10 seconds, and smaller 
sizes relatively fast. Simple to operate... enables mechanic to maintain high production with 
ease. Instant change from cutting to threading and vice versa... quick change of die heads 
from one size to another, 4’ to 2” pipe incl. ... speeds up cutting, threading and reaming. 

Small, compact, portable... ideal for shop or job use or industrial plants. 
For ail pipe tool requirements—save time, reduce costs with Toledo-built dependability! 
The Toledo ag Threading Machine Co., Toledo, Ohio. New York Office, No. 2 

g. 


Rector Street Bl 


FOR PRECISION PIPE TOOLS 


RELY ON THE LEADER 


TO 
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For work on metals, 

alloys, wood, plastics, 

stone, horn, bone, etc. Plugs in 
any AC or DC socket. 





CTU 


A good production tool. Has every- 
thing—speed, power, versatility and 
pencil-point precision. Constantly 
cooled by forced air, the 44 runs cool 
and smooth all day long. Weighs 2 
pounds, 82” long, 20,000 

r.p.m. -$31.50. In wood 

carrying case with acces- 

sories $42.50 





Hi-Power 


A big fellow. Fast, powerful, 
sturdy, for continuous work. 
Has ample power to drive a 
242" diameter wheel. Weighs 
3 pounds. 10” long, 

17,000 r.p.m. In case 

with assortment of ac- 
cessories $42.50 


First tool of this type and today’s finest. 
For precision work. Also gets into hard- 
to-reach places to make repairs on ma- 
chinery. Weighs 12 oz. 6%” long. 
25,000 r.p.m. With 7 accessories $20.50. 
Handee with 40 accessories in carrying case $27.50. 


CHICAGO ACCESSORIES 
Grinding and mounted wheels, sanders, steel cutters, etc.—the most 


complete line to fit any power tool—over 500 of finest quality—all made 
in our own plant. 


Write for literature and attractive franchise open on all 
nationally advertised Chicago Wheel products 


CHICAGO WHEEL & MFG. CO. 


Est. 1895 
1101 W. Monroe St., Dept. MB Chicago 7, Ill. 
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Imagination is an absolute essential 
in any selling job, whether the prod- 
uct is safety pins or automatic screw 
machine tools. No one ever gets to 
first base without it. That’s why a 
man with “vision” will succeed in a 
territory, where a man without it has 
failed miserably. 

And none of us ever has reached 
the potential, the full limit of his 
sales opportunities. 








SALES HELPS 
from 
MANUFACTURERS 


GRINDING WITH OIL—The title 
of a completely revised edition of a 
20-page catalog and handbook, con- 
tains all necessary information on the 
subject—D. A. Stuart Oil Co., Chi- 
cago 23, Ill. 





VEST-POCKET CATALOG—A 20- 
page illustrated miniature catalog de- 
scribes the manufacturer’s complete 
line of abrasive belt machines, as well 
as portable electric tools.—Porter- 
Cable Machine Co., Syracuse 8, N. Y. 


NEW GEARED MOTORS—A col- 
orful bulletin describes the use of 
geared motor power in driving ma- 
chinery and the latest electrical motor 
models.—U. S. Electrical Motors, Los 
Angeles 54, Calif. 


BILT-ON PUMPS—A _ complete 
sales and engineering manual includes 
graphical solutions for assembly of the 
basic parts used interchangeably in 
Bilton pumps.—Pump _ Division, 
Byron Jackson Co., Los Angeles, Calif. 


ae TLE 
7 BAND SAW 





BAND SAWS-Fifty different sizes 
of welded, flexible backed band saws, 
from 4-in. to l-in. wide, now are in- 
dividually boxed, making for easier 
handling by both distributor and cus- 
tomer.—Forsberg Mfg. Co., Bridge- 
port, Conn. 
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or your complete requirements 


Thermoid advertising to your customers 
constantly stresses product quality, and 
features our distributors’ full line of 
industrial rubber products. And as a 
Thermoid distributor you profit in many 
ways. Thermoid engineers are constantly 
improving on Thermoid’s already supe- 
rior products which are known every- 
where that industrial rubber products 


are used. Thermoid engineers also work 
for you on your customers’ tough prob- 
lems. Then, too, Thermoid’s production 
is so well integrated that orders are on 
the way within a minimum of time after 
receipt. Nationally advertised . . . top 
quality ... prompt service and an alert 
sales engineering staff—reasons why you 
should sell the complete Thermoid line. 


The Thewmota Lline Includes: Transmission Belting - F.H.P. and 


Multiple V-Belts - Conveyor Belting - Elevator Belting - Wrapped and Molded 
Hose + Custom Molded Products + Industrial Brake Linings and Friction Materials. 


Thermoid Company : Trenton, N. J., U.S.A. 
Automotive + Industrial + Oil Field + Textile Products 
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CARBIDE TIPPED TOOLS—Com- 
plete information regarding the care, 
setup, use and sharpening of carbide 
tipped tools is contained in a new 
catalog just released.—Chicago La- 
trobe Twist Drill Works, Chicago 
10, Ill. 


HOSE FITTINGS—A new catalog 


PROFIT corkapeet epee 
showing = — — recom- 
BOOSTER ¢oz JOBBERS The B. F. Goodrich Co,, Akron, Ohio, 


PROFITS FROM INVENTORY— 
A comprehensive 24-page book en- 
titled “How to Get Profits from In- 
ventory”, graphically spotlights all 
phases of inventory control problems. 
—Remington Rand Inc., New York 
10, N. Y. 


DETACHABLE CHAIN—Complete 
specifications are given in a new bul- 
letin for plain and attachment chains, 
including information to aid in de- 
termining what sprockets are advisable 


Revoluing } : me for use with detachable chain.—The 
me Of | \bon Chain Belt Co., Milwaukee 4, Wis. 
PEDESTAL DISPLAYS |Beaecee \dsteeneell”™ 


They pack a powerful selling 
wallop! They attract attention 
and actually make many sales 
“on their own and unassisted.” 





gnctony oFanm HOME * Aur, 








They display a great variety 
of OTC Tools in a very small 
floor space. 


3 -WAY PEDESTAL 


carries 12 standard 16” panels 


2 -WAY PEDESTAL 


carries 8 standard 16” panels WRENCH DISPLAY —A new 


i method of stocking and selling the 
manufacturer’s line of “balanced” 
24 PANELS AVAILABLE wrenches is demonstrated in the No. 
.each a carefully selected and i | 76 Dispensing-Display Assortment. 
neatly arranged assortment 3! ae The compact metal wall rack con- 
of related tools, making it S \sto “a tains a complete selection of wrenches 
easy to pick YOUR best-selling egg a A in the most popular sizes.—Metco 
lines. Division, Metal Eng. Co., Chicago 2, 
“Most Profitable Floor Space We've Got.” Il. 
says Bill Kelly, Nichols, Dean & Gregg, St. | TUBE FITTING TYPES — and 
eneduunes how to recognize them is contained 
in a new folder, “Handy Data on 


Ask your OTC Factory 
Brass Fittings,” which shows a broad 


Representative or Wiite Us. 


range of two and three-way shut-off 


\ ore ADVSATISING DIRECTS PROSPECTS TO valves and draincocks,—The Imperial 
Brass Mfg. Co., Chicago 7, IIl. 


OTC DISTRIBUTORS 


FEEDING TABLES—of the shect 
and strip feed type, are described and 
illustrated in a new bulletin on the 
manufacturer's 2,000, 4,000 and 
6,000 lb. types in single and doubl 
pedestal models. — Lyon-Raymond 
Corp., Greene, N. Y. 
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CASH IN 

ON THE 
REMENDOUS 

DEMAND 


for nationally adustioad 


BOICE-CRANE 
POWER TOOLS 


A complete, quality tool line 
which includes many not 
available in others. As the 
world’s largest manufacturers 
of certain equipment, Boice- 


Crane prices can be lowest. 


A few open territories. 
Write today 


regarding franchise. 


BOICE-CRANE 
COMPANY 


939 CENTRAL AVENUE, TOLEDO 6, OHIO 


BOICE-CRANE 
BAND SAW 


BOICE-CRANE 
THICKNESS PLANER 


BOICE-CRANE 
SPINDLE SANDER 


BOICE-CRANE 
SPINDLE SHAPER 


BOICE-CRANE 
GAP-BED LATHE 
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BOICE-CRANE 
DRILL PRESS 


BOICE-CRANE 


| TILTING-ARBOR SAW 


BOICE-CRANE 
SAW-JOINTER 


BRAG 


BOICE-CRANE 
SIX-INCH JOINTER 





BOICE-CRANE 
BELT SANDER 





laa Demung Pumps 


THIS ONE PLANT! 


A midwestern steel plant provides a good example of the sales oppor- 
tunities offered by the COMPLETE Deming line. 


A total of 144 Deming Pumps of various types and capacities perform 


ALL pumping requirements in this plant! 


Partial List of Services 


Performed by Deming Pumps 


DEMING CENTRIFUGAL PUMPS of various types and capaci- 
ties were selected for cooling tower service; spray pool service 
(as illustrated); saw cooling; and other requirements. 


DEMING TURBINE PUMPS were selected for descaling billets 
as they roll from the mills. 


DEMING SLURRY PUMPS were given the job of slag break- 
ing by pumping cold water on hot slag to shatter it into 
small pieces. 


DEMING POWER ROTARY FORCE PUMPS are used to pump 
fuel oil from tank cars to storage tanks. 


DEMING HIGH PRESSURE POWER PUMPS were selected 


to force oil thru pipe lines to the melt shop and oil-fired furnaces. 


DEMING CELLAR DRAINERS AND SUMP PUMPS remove 
waste water and oil which settles in low spots. 


When YOUR COMPANY faces a pumping problem, call the 
Deming Distributor in your area for the most efficient and 
economical solution. 


THE DEMING COMPANY 
511 BROADWAY * SALEM, OHIO, U.S. A. 


EMING 


PUMPS AND WATER SYSTEMS 
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SHAFT HANDLING—Greater assur- 
ance of protection in transportation 
and handling, cleanliness, and instant 
identification of flexible shafts is pos- 
sible with the firm’s new method of 
packing the shafts with wrapping and 
stuffing, each shaft now individuall 
encased fully, lengthwise, in strong 
transportation tubing, sealed in. 
Wyzenbeek & Staff, Inc., Chicago 
22, Iil. 


FIRE EXTINGUISHERS—A spe- 
cial file folder on the subject, in two 
colors, lists classes of fires and the 
type extinguisher and method of op 
eration to be used for each class.— 
The General Pacific Corp., Los An- 
geles 21, Calif. 


SAW, TOOL AND FILE—Manual, 
completely revised and issued in a 
larger page size with 64 pages instead 
of 48, lists and explains various of 
the manufacturer’s hand tools, and 
suggests rules for their use.—Henry 
Disston & Sons, Inc., Philadelphia 
35, Fe. 


DISPLAY BOARD, TOOL RACK 
—Six of the most popular “‘Steelgrip” 
pullers used for the removal of gears, 
wheels and bearings are contained in 
a new package unit designed for a 
display board and tool rack—Arm- 
strong-Bray @& Co., Chicago, III. 


SPIRAL CONVEYOR—The latest 
and most complete catalog covering 
the subject treats with its application, 
how to specify, horsepower formulas, 
etc—The Jeffrey Mfg. Co., Colum- 
bus 16, Ohio. 


WAX-FORTIFIED FINISHES — 
Light ‘reflectance readings for each 
color shown is a feature ot the new 
color card just issued by the manufac- 
turer. The readings indicate the actual 
percentage of light reflected by each 
(Continued on page 199) 
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MOTORS 


ftom | to 200 hp! 


TWO VACUUM PUMP units, with standard Allis-Chalmers ONE OF THREE Allis-Chalmers Direct 
motors, installed in the research laboratory of aircraft Current motors driving blowers in a 
plant in eastern U. S. large glass products plant, 


yhia )TALLY ENCLOSED fan-cooled motor, with 
Texrope V-belt drive, used on grinder of large 
midwestern metal-working plant. 


Get More Profits With a Complete Motor Line! 


JoOLUME SALES mean bigger profits...and 
high volume results only when you sup- 
ply a major share of your customer's motor 
demands, With an Allis-Chalmers motor fran- 
chise you can supply a// of your customet’s 
motor needs from one through 200 hp! 
The Allis-Chalmers line of motors is uni- 
versally used and liked in every major indus- 
try. It meets all conditions of motor —— 
ments .. . high starting torques, power factor 
corrections, adjustable speeds, and general 
purpose use, In addition, it is promoted in 


ads reaching millions every month. 

Here’s the complete lineup: squirrel-cage 
and direct current from one through 200 hp; 
wound rotor from five through 200 hp; syn- 
chronous from 40 through 200 hp. Mechan- 
ical modifications: open, splash-proof, ver- 
tical, flange-mounted, enclosed fan-cooled, 
and explosion proof, 

Let us give you the full story of Allis- 
Chalmers motors, including the profit story. 
Write today. ALLIS-CHALMERS, MILWAUKEE 
1, WISCONSIN. A 2447 


Texrope is an Allis-Chalmers trademark 


ALLIS-CHALMER 


Dealer Sales Organization GENERAL MACHINERY DIVISION 
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“—-DIENER 


ESSENTIAL IN PLANTS, 
BUILDINGS, ETC. 


* For protection plus in storing oily waste, explosives, | Handle heavy reels easily and 
volatile liquids such as alcohol, benzine, gasoline, etc. safely; remove wire or cable from 
make sure your customers have modern, dependable, | top or bottom, front or back of 
economical DIENER Fire Prevention Equipment. Placed reel with 


strategically and used constantly they protect valuable 
industrial production and pay good dividends to you ROLL-A- REEL 
and to users. Get all details. Az P~ 


| |2.000 tbs. cop. : 


37.50 
E i R F Style B: tow slanted front and 


PREVENTION 75.00. positive front lock 


F.O.B. Cincinnati or unloading. 
EQ U I P M E N T Eliminate jacks, cum- 
e KW\ 


bersome handling. 











FOAM TYPE FIRE 
PERFECTION Bi yeenng I) || Carried easity 
EXCELSIOR CAN "gals. of thic 3 WW, to reels, job 


For storing egg wa. blanketin x, mn or storage. 
waste, paper for packing, an urning ids. . 
other combustibles — also helps smothers the fire and 2 s Sold through 
to keep packing material neat the thick air-tight S$. wholesalers only. 
and clean and prevents waste — yi pat 
and loss. Made of heavy gal- re ag ro-lonttine. 
vanized steel. Useful in manu- A vital necessity where 
facturing plants, airports, gaso- gasoline, naphtha, oll, 
line stations, etc. enamel, grease, or lac- 
quer is used and stored. 


GEO. W. DIENER MFG. CO. “232.3: erin" 





























CALDER DRESSERS and CUTTERS * nwt 


SOLDER! 


Federated Gardiner Brand 


A Dresser Size for Every Job | | ACD CORE SOLDER. ts scien- 
tifically alloyed from the 


my ii 
SOLD ONLY THRU DISTRIBUTORS eeerethpentncndet samo #5 
will give strong, lasting bonds. 


® Tool Steel Cutters For automotive and general 
® Dresser has Right and Left werk. Comes in o& coma 

: cial sizes and quantities. 
hardened Threaded Bushings 


© Extra Dresser Weight 
Easy to Sell .. . 
Everyone Likes Them 


Also a Fine Line of Guaranteed 
Diamond Dressing Tools Se 
METALS DIVISION 


CALDER MANUFACTURING COMPANY meen a 


LANCASTER, PA. WHITING, INDIANA (CHICAGO) 
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of 34 colors and tints.—S. C. Johnson 
& Son, Inc., Racine, Wis. 


MASONRY DRILL KIT—A new 
kit of carbide-tipped, Super-Grip hex 
drive, masonry drills in six sizes lists 
three styles, standard length fluted, 
extra length fluted and hex shank 
for shallow holes.—Super Tool Co., 
Detroit 13, Mich. 


MAINTENANCE FOLDERS—Con- 


tain a thorough analysis of major 
paint problems of important indus- 
tries and include a handy chart to 
facilitate selection of paint finishes.— 
American-Marietta Co., Chicago, IIl. 





METAL BAND SAWS—A new | 


pamphlet for distributors highlights 


the mechanical features of metal cut- | 


ting band saws, Models 816-C, 824-C, 
816-S, 824-S. The pamphlet lists 
specifications of all models.—Kala- 


mazoo Tank & Silo Co., Machine | 


Tool Division, Kalamazoo, Mich. 


EJECTOR TYPE TOOLS—An | 
application manual covers 20 types | 


of ejector type tools, in both horizon- 
tal and vertical types, and illustrates 
the variety of cuts possible with stand- 


ard and special design—Super Tool | 


Co., Detroit 13, Mich. 


SMALL HAND TOOLS—Screw 
drivers, nut drivers and other small 
hand tools are covered in a new cata- 
log which lists more than 250 stock 


sizes and types.—Vaco Products Co., | 


Chicago, II. 


HIGH SPEED TAPS—A 64-page 
handbook of tap data and catalog in- 
formation on the manufacturer’s high 
speed commercial and precision 
ground taps, lists both standard and 
special types.—The Sheffield Corp., 
Dayton 1, Ohio. 


LIFT TRUCKS—A bulletin de- | 


scribes and illustrates the company’s 
single stroke lift truck, offered in one 
standard capacity of 2,500 Ibs. and in 
varying heights and platform sizes.— 
Lyon-Raymond Corp., Greene, N. Y. 





= 


4eno-Seat 


T.M. Reg. U.S. Pat. Off. 


worm drive 





practical applications 
WHEREVER AIR, FUEL, COOLANT LINES EXIST 


Urge each of your salesmen to carry an "Aero-Seal" hose clamp in his pocket. 
Showing it to plant operating and maintenance men will stimulate business — 
and profits. Because "Aero-Seal” is leak-proof and vibration-proof ... because 
it exerts uniform all-around pressure... because it has extra-long take-up and 
reduces inventory requirements... because it lowers maintenance costs... be- 
cause it can be re-used many times... it's on the job" in many plants in a wide 


range of fields. You'll find a definite demand for Aero-Seal" right now. 





| Company. 
Street Address 
City. 
BREEZE CORT oe ane ee ) a Oa 

E 











AIRCRAFT STANDARD PART ome) Vi, 


UTH SIXTH STREET © BEWARE 7. BLEW Gao 
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“GOOD, FAST, 
EFFICIENT... 
TAKES ONE 

THIRD LESS 
LABOR” 


eS 
SS 
“a 


GREENLEE HYDRAULIC BENDER 


~ 
i 


faster and better . 
GREENLEE. 

For, even a beginner with a 
GREENLEE can in just a few minutes 
produce smooth, precise bends in 
pipe up to 4%”, rigid and thin-wall 
conduit, tubing, bus-bars. The 
GREENLEE is hydraulic . . . one-man- 
operated, compact, portable, easy to 
set up and operate. Get complete 
sales facts today. Write poy 
Greenlee ToolCo.,Divi- | 
sion of Greenlee Bros. 

& Co., 1927 Herbert 
Avenue, Rockford, III. 


GREENLEE 


In reporting on its experience with 
the GREENLEE Hydraulic Bender, 
Conlon Electric Corp., Brooklyn, 
N.Y., says this: 


.. by using a 


‘The GREENLEE is. very good, fast, 
and efficient. Through its use, a savings 
of 30% in labor hours is realized. In 
addition, the GREENLEE brings about 
a 30% savings on fittings and manu- 
factured bends.” 

Savings like these in labor and 
materials are extremely important to 
industry today. Tell your customers 
how they, too, can do more jobs... 


YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE 
Hydraulic Conduit, Pipe and Bus-Bar Benders * Steel and Copper Tube Benders * Hydraulic 
Pipe Pushers « 
Cable Pullers « 


Bits « Bit Extensions ¢« Draw Knives « Chisels and Gouges «* And Many More 


Radio Chassis Punches ¢ Joist Borers 


Spiral Screw Drivers * Automatic Push Drills * Auger Bits « 


Knockout Punches and Cutters « 


Expansive 
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NEW LINES 
taken on by 
DISTRIBUTORS 








Garrett Supply Co., Los Angeles, 
Calif., has been made distributor 
for Chrysler Oilite bearings and 
Klingwell bushings. 

Briggs-Weaver, Dallas, Texas, has 
been appointed a distributor of 
the Yale & Towne line of prod 
ucts. 

]. G. Christopher Co., Jacksonville, 
Fla., has become distributor of 
finished bushings of Bunting 
Brass and Bronze Co.; of Sand 
storm sand blast equipment; of 
Brilco sludge solvent; and o! 
bending roll manufactured by 
Reed Eng. Co., Carthage, Mo. 
Rueger Co., Los Angeles, Calif. 
has been appointed  exclusivi 
sales representative for — the 
Threadwell Tap & Die Co., in 
the eleven Rocky Mountain and 
Pacific Coast states and the ter 
ritory of Hawaii. 

Farquhar Machinery Co., Jacksonville, 
Fla., has been named distributor 
for Florida for Jenkins valves, 
DeWalt saws; drills and tools of 
National Twist Drill & Tool Co., 
Hercules power units and parts, 
and turret lathes and accessories 
of Jones & Lamson. 

Jones Hardware Co., Long Beach, 
Calif., recently became distribu- 
tor for a number of additional 
lines, including Jacobs chucks; 
Embury lanterns; Atlas wood- 
working equipment; Western 
Brass bronze bushings; Lock- 
wood Hardware & Mfg. Co. 

Martin © Turner, Wilmington, 
Calif., has taken on the Gates 
Rubber Co. line of V-belts and 
sheaves and also is stocking all 
sizes of Gates hose and clamps 
for any size pipe, including 
Clancy hose clamps. 

Georgia Supply Co., Jacksonville, 
Fla., has been named distributor 
for Rockwood motor pulleys. 

The Utilities Supply Co., Los Angeles 
recently was made distributor for 
the following lines: Rubberset 
Co. complete line of paint 
brushes; Simplex Co., jacks and 
pullers; Golden State Mat Co. 
“Rainbow” rubber mats; Atlas 
Co. line of collapsible scaffold- 
ing. 

Rawlins Bros., Inc., Los Angeles, now 
have the Transiter Truck Co. line 
of light-weight lift trucks. 

Following are new stocking distribu- 





Tool if ife = egy il 


a. 


igeles, 
butor 
§ and 


has 
or of 
prod 





Wille, 
4 ot 
nting 
yand- 
t; of 
1 of} 
| by 
Mo. 
lif... 
SIV 


th —" A Test Record Shows 
and ay M0-MAX Cut-off Blade 


“ t, | Lasts 60% Longer 


ville, 























on . 4% | Costs are sharply cut... production stepped up... 
a " when you effect a 60% increase in tool life. <> This 
oe , 7" was accomplished by the superintendent of a Mid- 
ries western plant, who tested MO-MAX High Speed Cut- 
ach, q off Blades against the best he had previously used. He 
ibu- " ' roved that MO-MAX Cut-off Blades give 1% hours 
mal 4 ' P & 
“ey more production time. <> You too can get similar 
sind ' results from Ccveland Tools. Ask our nearest Stock- 
ack- room to send a Service Representative to make a sur- 
on, vey of your drilling, reaming and cutting operations, or 
ites aks as 
= nn Telephone Your Industrial Supply Distributor 
nps i at : a mS 
~ i} TY = THE CLEVELAND TWIST DRILL CO. 
lle . east al 1242 East 49th Street Cleveland 14, Ohio 
tor ae i Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 1 * San Francisco 5 
ss Los Angeles 11 * London W. 3, England 

les — 
me ASK YOUR | NDUSTRIAL S UPPLY D ISTRIBUTOR FOR THESE AND OTHER CLEVELAND TOOLS 
int . 
nd ————.,., 
20. 
las i “CUEVELAND” DISTRIBUTORS EVERYWHERE 
Id- \ are ready to serve you! 

\ ld 





advertisement reaches your customers who read the leading magazines in the metal-working field. 
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BRUNNER 


SINCE 1906 


Vileme to Prcduction Executives 


\ Industrial users of atr are continually being invited 
to call you for advice and recommendations. Keep 
informed through Brunner. 





AIR 


helps you serve better 


If he lets go a lot can hap- 
pen...and quick. He’s like 
your air supply. That’s 
why it’s so important that 
what compressor ...what 
size...what type...how 
many...are questions that — 
must be answered through 
careful planning, checking 
and comparing. It’s the 
properly distributed and 
dependable air supply be- 
hind the tools you use in 
your manufacturing pro- 
cesses that control produc- 
tion cost and volume as 
well as product quality. 
Don’t short change your- 
self by “quickie” selection. . 
Brunner’s local represen- 
tative* is experienced in 
air applications. It costs 
you nothing to talk it 
over and know the an- 
swers beforehand. 

(*Write us for his name.) 
BRUNNER 
MANUFACTURING CO. 
Utica 1, N. Y., U.S.A. 











BINGLE STAGE % HP. TO 10 HP, 
TWO STAGE 1'4 HP. TO 10 HP. 
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tors of The du Mont Corp. line 

of products: 

e The Henry Walke Co. 
Norfolk, Charlotte 

Atlanta. 

¢ Bossert Tool & Supply Co. 
Kansas City, Mo. 

¢ Goodspeed-Detroit Co. 
Detroit, Mich. 

¢ Colonial Supply Co. 
Pittsburgh, Pa. 

¢ Globe Machinery & Supply Co. 
Des Moines, Cedar Rapids. 

¢ Tool Equip. & Supply Co. 
New York. 

¢ W. L. Blake Co. 
Portland, Me. 


and 





FROM THE 


wa FILES 1 


25 YEARS AGO 


Overlapping territorial assignments 
and their unjustifiable pyramiding of 
selling costs, one of the big problems 
of the machine tool industry in which 
the dealer was (and still is) vitally 
interested, was decided upon as a 
subject for study by the conference 
committee of the Machine Tool Sec- 
tion of the National Association. 

Mitt Suppuies of the time “had 
a go” at Mr. Henry Ford and his 
Model T-earned millions. Both Mr. 
Ford and his millions survived. 

W. H. Fraser, vice-president, Ma- 
chinery, Pipe & Supply Co., in San 
Diego, guest-wrote a page on his novel 
price book—an efficient system of in- 
dexed cards—which solved an old 
business problem and proved a big 
time-saver. 

Personality, thought Mr. George R. 
Woods, American manager for the 
European house of R. S. Stokvis & 
Sons, Inc., is a big factor in machin- 
ery sales. Mr. Woods had just sur- 
veyed six or eight of the leading Amer- 
ican machinery and supply dealers on 
the question. 

Frank Farrington’s “column” on 
Successful Salesmanship remembered 
that it takes 65 muscles of the face to 
produce a frown, only 13 muscles to 
produce a smile. The moral?—Let 
Your Motto Be “Cheerio!” 

For the “They'll Never Be That 
Cheap Again” Department: Machine 
Screw producers and other screw ma- 
chine products manufacturers valued 
their output at $18,365,000 in 1921. 
That was a falling off from their $40,- 
015,000 value in 1919 (war year), but 








| ONLY THE E-ZEE STILLSON 
“| can grip’, to I pipe 
; WITH ONLY ONE SETTING 

ids THE E-ZEE STILLSON IS THE ONLY STILLSON 


THAT CAN DO ALL THIS: 


@ grip and work three sizes of pipe, up to 
1”, with one setting of the adjustment 
nut.* 


@ grip and work two sizes of pipe, up to 
2”, with one setting of the adjustment 
nut.* 


@ grip and work pipe when jaws are open 
wider than pipe diameter. 


@ grip and work with jaw opening nar- 
rower than pipe diameter. 


PIVOT ACTION 
PERMITS GRIPPING AND 
WORKING 3 SIZES OF PIPE — 
WITH A SINGLE SETTING. 


FINGER - TIP PRESSURE 
AT POINT ‘‘A’' GIVES 


IMMEDIATE RELEASE. 
Available: 
6” 8” 10” 





— @ doesn’t lose original setting when jarred, 
bumped, or dropped. 


*From a test made with 14” 14” 18” 24” 
model. All other models have 


same proportional flexibility. 


" | ONLY THE E-ZEE CHAIN TONG 


can turn pipe right or left at one setting 


: WITHOUT ADJUSTMENT 


es = eo Turns pipe right or left at one setting—without adjust- 
. ONLY THE ment 
| Has ratchet action 
_ E-ZEE 
el CHAIN TONG Has 25% greater chain wrap than any other wrench 
2 Chains will not jam under pressure 
ld 
. WRENCH : iia etl ; 
ig ---Permits handling pipe in corners, coils and banks, where /#@ 
offers all these no other wrench can operate ri Sizes 
. plus features §& ..... Adjustment nut and bolt is provided for those rare cases Available: 
. where a tight chain is required. a2 
1- 
[- = 
4 THE E-ZEE MODEL RN \\y, E=ZEE SLIP JOINT PLIERS 
n An automatic self-adjusting and PR © Drop Forged Steel 
self-locking wrench . . . covers 3 —_ Jaws insure a Clean 
n : : Tooth Form 
J practically the entire range of @ All Pliers are Heat-treated 
5 open end wrenches. Perfect and Hardened 


@ Available in Dull Nickel 
Plated Polished Finish with 
Drawn Blued Handles 

Sizes Available: 6” 8” 


ratchet action. 8” size will take 


a) 
t nuts from 7/16” to 15/16”. 
Sizes Available: 6” 8” 


| £E.ZEE TOOL MANUFACTURING CORPORATION 


136 LIBERTY STREET, NEW YORK 6, N. Y. 
FACTORY: 148 WEST RIVER ST., PROVIDENCE 1, R. I. 
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JEFFERSON... 


the COMPLETE LINE of UNIONS 
featuring the RECESSED BRASS SEAT 


EASIER TO SET UP PER- 
MANENTLY LEAK-PROOF 
RECOGNIZED AND ACCEPTED 
WHEREVER PIPING IS USED 


All Jefferson Unions and Flange Unions in all 


styles are designed around the Jefferson 
Recessed Brass Seat—a metal-to-metal spheri- 
cally ground seat located away from the run 
way of the fitting. This design and construc- 
tion assures a permanently tight joint which 
can be made up leakproof without undue 
Pressure. Threaded pipe ends cannot come 
in contact with the seat no matter how far 
they are screwed in. 
The advantageous features of Jefferson 
Unions are easy to demonstrate. Your cus- 
tomers will appreciate the better, easier piping 
installations they can make with tried and 
proved Jefferson Unions. 

a Complete details of the Jefferson line are 

available on request. 


JEFFERSON SPECIALTY UNIONS 


Available in 45° and 90° Union Elbows and Union Tees— 
save labor and pipe joints. 


~F Tegate Union Tee nes 

w nion on the Run. 45° Elbow All Female 90° Elbow All Femal 

Also made in Male-Fe- made also in Male mad in fanle. 
—. . ops e al > 

male type. Female type. Female type. ——— 


JEFFERSON FLANGE UNIONS 


Style ‘‘B’’, 3-part Flange Style “‘E’’, 2-part Flan 

/ 2s ge “py” 9. 

7 ot test pressures Union for test pressures Sulen "4 gt no 
up to 2000 Ibs. up to 6000 Ibs. up to 4000 Ibs. i 


JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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back in 1914 the value of their prod- 
ucts had been only $7,248,000. 


| 10 YEARS AGO 


A conductor on a New York Cen- 


| tral suburban train was told he was 
a dead ringer for Harry Ruhf of Cleve- 


land Tool & Supply. The editor rode 


| “for free” that day. (Forgot his com 


mutation ticket. ) 

Ed McOsker and John Welch put 
their heads together to editorialize on 
“the case for selective distribution.” 
They concluded: “Both the manu 
facturer and the consumer of indus 
trial products will be a whale of a lot 
better off with more careful surveil. 
lance of all distributing outlets, and 


| more cultivation of the full-time dis 


tributor.” 
The Keystoners celebrated thei 


| first birthday with a golf outing at 


Melrose Country Club near Philadel- 
phia. 

Convention cruise plans still hung 
in mid-air, but final plans were ex- 
pected to be drafted at a committee 


_ meeting the first of this month. 


(1938) The inquiries, by the way, 


| indicated some company might have 
to build’ us a bigger boat. 


The “hole-in-one” that F. B. 
Shearer of York Machinery & Supply 
Co., Pa., made on Memorial Day at 


| the Outdoor Club was accomplished 


(Attention: Ray Barnett) with a No. 
6 iron on a 135 yard, par three hole. 

The Sales Indicator for May (1938) 
bounced up from April’s 76 to 79.2. 
The Southern and Western groups 


led the climb. 


The Buyer Looks 





at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A. 





| Business Survey Committee. 


A real tone of optimism is reflected 
in the reports of the Business Survey 
Committee for May. Backlogs of or- 
ders have increased again during this 
month, and the trend could carry 
them back to the February high level 
if conditions continue to improve. 

May production is slightly off from 
April, showing effects of the coal strike 
which will continue to be ‘elt for two 
or three months; also production in- 
terruptions caused by other work 
stoppages. 

The definite action to promote 
business stabilization througn price 
reductions; the firm stand being taken 





SECURITY 


IS THE WORD FOR 
CHICAGO LOCKS! 


© Time was when a lock was just a lock. But today, 
security is what really counts! Maximum security. CHICAGO 
security. 


Made of finest materials, CHICAGO Locks are designed by 
experts to provide positive protection. Yet CHICAGO Locks 
are economy-priced. 


Delivery is prompt on types and styles to meet practically 
every need—for new and replacement use. Cabinet, Drawer, 
File Cabinet Locks. Locker, General-Purpose Cylinder, Switch 
Locks, and Padlocks that lock both sides of the shackle. 
Models available with regular pin-tumbler, single-bitted disc- 
tumbler, double-bitted criss-cross-tumbler and ACE 7-pin- 
tumbler locking mechanisms. All famous for smooth, trouble- 
free operation and years of dependable service. 


That's why security is the word for CHICAGO Locks! Ask 
your distributor or write for your free copy of our complete 
catalog. 


Ci ae gametes 


PRLS NOR MME Se. 


4 


"Sr Cane Mcner ae Bae Ga 
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Announces... 
Another NEW Product 


AN ADJUSTABLE 


HACK SAW FRAME 












































Solid Steel Rod and Steel Tube 
Cast Aluminum Handle 


Spartan presents to you and your customers our “‘new look” 10” — 12” 
adjustable hack saw frame. Packaged individually for easy shelf 
convenience. 





























Scientifically designed to hold its shape for years—to keep the blade 
rigid at all times, to stand up under wear and tear of constant use 
and perfectly balanced for greatest efficiency. 




















Handle is of cast aluminum shaped to fit the hand. Top part of frame 
maintains a parallel position with the saw at all times, no matter how 
much pressure may be put on the thumb screw to tighten blade. 















































Here’s The INSIDE Story 


Unique ...Advanced! 
Scientifically Engineered! 


This shows the two positions of the frame and illustrates the large 
bearing surface which prevents bending. The steel drill rod telescopes 
through the tube and back into the handle, giving a bearing surface of 
9” when a 10” blade is used, and a 7” for a 12” blade. The feature 
guarantees that the frame remains rigid at all times. Backbone cannot 
twist because the locking pin goes from the top of the handle, through 
the rod and back into the casting. Large holding surfaces at each end 
of the blade prevents its turning or wobbling in the work. 
























































Sold Only Through Distributors 
SPARTAN SAW WORKS SPRINGFIELD, MASS. 

















against excessive wage demands; the 
growing realization that aid to Europe 
and defense preparations cannot have 
much disturbing effect on general 
business this year, coupled with the 
continuing high rate of demand and 
production, indicate to the reporting 
purchasing agents that generally favor- 
able business conditions may continue 
through the balance of 1948. 


Prices 


Industrial prices are steady, with a 
trend to stabilize. The token reduc- 
tion made in steel prices is about bal- 
anced by freight rate increases. How- 
ever, buyers expect these price reduc- 
tions in steel and electrical items to 
be an effective brake on inflationary 
influences and believe the. tendency 
will be slightly downward for the bal- 
ance of the year, providing business 
can hold the line against higher wage 
demands and serious work stoppages. 


Inventories 


The over-all inventory picture re- 
mains about the same as the past few 
months. 52% report holding to safe 
operating minimums. A few, 4%, 
have higher stocks than in March and 
April. ‘The reasons, production drops, 
the effects of coal and other strikes, 
delivery of materials which have been 
delayed by strikes as affected operators 
come back into more normal produc- 
tion. Inventories continue to receive 
the selective attention required by the 
generally cautious buying policy. 


Buying Policy 


The forward commitment range 
remains predominantly “hand-to- 
mouth” to 90 days. 91%, the same as 
reported in April, are maintaining 
that position. Within that bracket, 
however, the movement has been 
away from the shorter term and into 
the 90-day category. A substantial in- 


the bracket is reported. While more 
confidence in future business is ex- 
pressed, comments run strongly to 
continued caution as more and more 
commodities become readily available 
and competition steadily increases. 


Commodity Changes 


Coal led the list of price increases. 
Other important commodities _re- 
ported up were of short range, many 
of’ them upward adjustment of freight 
rates. Increased were: Aluminum, al- 
kalies, cyanides, concrete, coal, coke, 
drop forgings, storage batteries, hides, 
leather, lumber-mixed, menthol, paint, 
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pigments, platinum, sand, shooks. 
(Continued on page 210) 
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NEW 
Conditions— 

NEW 

Sales Opportunities 


Call For 
Brightboy! 

















| oe | 


B 
Brightboy 















Your customers will welcome versatile, 
rubber-cushioned Brightboy’s time and 
money savings in one-operation burring, 
finishing and polishing of: — 
STAINLESS STEEL ¢ MONEL 


DURAL ¢ ALUMINUM 
COPPER ¢ BRASS 










Brightboy’s unique finishing and surfacing action ing business for distributors right now throughout 
the century. 


and wide adaptability immediately suggest exten- Brightboy is available in 


sive use, simpler methods setups, substantial work WHEELS e@ BLOCKS e@ STICKS @ RODS 
for manual and machine operations 
Ready for immediate use. No special preparation required. 


important buying incentives to your customers in Pa 


these days of rising labor and materials costs. 













savings, fewer operations to do a better job—all are 













Today's step-up in metal finishing makes rubber- 






cushioned Brightboy a “must” in rounding out your 4 ‘ 
abrasives service to customers. Get the details NOW .. 
on Brightboy’s Selective-Distributor Sales Franchise 









and territorial sales promotion plan which is build- 






AIRCRAFT, AUTOMATIC &. 

INSTRUMENT COMPONENTS 
BRIGHTBOY INDUSTRIAL DIVISION AND PARTS 

WELDON ROBERTS RUBBER CO., NEWARK 7, N. J. | represent but a few of many categories where manu- 


facturers and sub-contractors have found versatile 
Brightboy a substantial time and money saver. 













\NISHING, 
| o 


WELDON ROBERTS 





» 


Brishthoyg 









The SOFT RUBBER hinder : CUSHIONS the abrasive 
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the woeful case of. — the distributor ; : 


SPECIFIC 
PROPOSAL 
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PRODUCTION 
MANAGER 








TF | 
RECEPTION DESK 
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salesman whose products 






are never advertised 






I 





















san you imagine what it would be like if none of your customers constantly informed. 
~ your suppliers advertised? If your customers’ knowl- 
atl edge of your products was confined to what you had 4. You would make less money, because longer calls 
time to tell and show them? If you had to carry with and tougher sales resistance would cut way down 
a you all the vast amount of information that advertis- on the number of people you could see in a day. 
ing now gives your customers about your products? 
A startling picture? Startling enough to make it im- 
l Here are some of the things that would certainly happen: pontens 00 step semetianes, and think shout _— _ 
useful and helpful a sales partner your suppliers’ ad- 
SK 1. You’d make much fewer calls, and calls would vertising is. For every day, throughout your territory, 
take longer. Instead of concentrating your time this advertising is selling your customers and easing 
ie on closing orders, you'd be busy much of the time your path to bigger sales. 
in establishing contact, arousing interest in your 
products, creating a definite preference for the And we'd like to suggest that you watch particularly 
brands you sell. for their advertising in American Machinist. For this 
leading metalworking publication reaches the mo 
_| 2. You’d never, or very seldom; have new customers important metalworking buyers in your territory. It is 
seeking you, because they'd have no information read by more metalworking production executives 
on the products you sell. Instead, you’d always the men who use the products you sell t] 
— have to find them, and always start with them other metalworking magazine. And many of your 





from scratch. pliers are prominent among the 600 leading manufae 
ers Who invest more advertising dollars in Americar 






3. You'd lose business every day to competing sales- Machinist than are entrusted to any other metalwork 
men whose suppliers did advertise, and did keep ing publication 






THIS IS YOUR TOP SALES PARTNER IN YOUR BIGGEST MARKET 






* Would you like to see some examples of the advertising your suppliers ore 

running in American Machinist? Just write to Reader Service Department, — 
American Machinist, giving us names of the manufacturers who make the’ 
products you sell, and we will send you copies of their recent advertisements. 


be, 


The McGraw-Hill Magazine of Metalworking Production 

McGraw-Hill Building, New York 18 
ABC 
ABP 
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FOR SAFETY PLUS 
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For better rubberized Work Gloves, look for the HOOD 
Trade Matk—a sign of quality since 1896. Styles to suit every 














requirement. Send for folder. Order from your jobber. 














BBER CO., WATERTOWN, MASS. 
ge HOOD RU 





A Division of the B. F. Goodrich Company 




















A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 



















Proof Coil Chain 
BBB Coil Chain 

Sling Chains and 
Log Chains. . 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 

















WESTERN CHAIN CO. 
1819 NO. BELMONT AVE. 











CHICAGO 13, ILL. 
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Decreases noted: Alcohol, brass 
ingot, copper fittings, cotton bags, 
corrugated paperboard, fats and oils, 
linseed oil, Southern pine, machined 
parts, magnetos, mercury, mersol, 
wastepaper, building paper, propane, 
resins, some shipping containers and 
cartons, soap, steel, tallow, turpen- 
tine, vegetable oils-mixed. 

Hard to get: Aluminum, antifreeze, 
ammonia, cadmium, caustic soda, 
chromic acid, coal tar products, coke, 
conduit, copper pipe, lead, better 
quality hardwoods, nails, nickel, bet- 
ter grades of crude rubber, steel, rayon 
yarn, nylon, tin, zinc. 

Easing in supply: Acetic acid, cop- 
per alloy tubing, copper and _ brass 
rod, small motors, fuel oil, glycerine, 
hand tools, grey iron castings, nitro 
fertilizers, oxalic acid, paint, paper, 
propane, rubber hose, shipping con- 
tainers, tallow, tires, screw machine 
products, plastic mouldings. 


Employment 


In May the trend turned from 
March and April and is pointed up. 
There is still much reduced running 
time reported, caused by shortages in 
critical materials resulting from the 
coal strike cutback on production. The 
large strike in the automotive industry 
is being felt by parts suppliers, with 
consequent temporary layoffs. Over- 
time is disappearing in many indus- 
tries. 


Canada 


General business is about the same 
as last month, steady. Production off 
a little, back orders diminishing, 
prices trending up, inventories hold- 
ing even, employment easing, buying 
policy 90 days. 

























June 26-Sept. 11—International In- 
dustrial Exposition, Million Dollar 
Pier, Atlantic City. 


June 28-July 2—American Electro- 
platers’ Society Industrial Finishing 
Exposition, Convention Hall, At- 








lantic City. 








@ Williams Soft-Face Hammers are 
the answer to industry's demand for a 
hammer that will be more durable than 
rawhide, rubber, babbitt, lead or wood 
and still not mar, cut or damage delicately 
painted, polished or plated surfaces. 
Williams Soft-Face- Hammers deliver max- 
imum impact with minimum effort...no sting... 
no vibration.,.no rebound. They reduce 
worker fatigue and are also real safety tools. 
Will not chip or create flying particles to en- 
danger employees’ eyes. “ Nuplaflex” is elec- 
trically non-conductive; it will not spark, thus 
minimizing danger of fires or explosions. 


"a RONeccece 
NESSE: 

Replaceable, interchangeable tips made 
of either “Nuplaflex” or Nylon. “Nuplaflex” 
is an amazing new slow resiliency, self heal- 
ing material that is highly resistant to oil, 
gasoline, common industrial solvents and 
acids. Three degrees of hardness: Soft, 
Medium and Tough. For extra hardness 
specify Nylon tips. 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y. Qiskeibulded Cvouguhore 
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RAPID TURNOVER 
with . 
MINIMUM INVENTORY 


MAUREY/PULLEYS 


with one at 


INTERCHANGEABL 
_.-BUSHING 


@This one bushing fits all three. 


This new development and application in pulleys was 
designed by Maurey engineers to give pulley users the 
finest in Fractional Horse Power transmission. 

With Maurey V Pulleys and the new Maurey Interchange- 
able Bushing, you can serve more pulley users while 
maintaining a much smaller but more complete stock. 


CONSIDER THESE FEATURES 


@Minimum Inventories—Less @ Nine (9) Bore Sizes 4” to 114” 
Cost @ Bushings and Pulleys Individ- 

@ Faster Turnover of Stock ually Boxed 

@ Simple to Assemble @ Pulley Diameters 3” to 19” 


Write for Catalogs and Prices 


MAUREYWPULLEYS 


MAUREY MFG. CORP. + 2900 S. Wabash Ave., Chicago 16 
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July 1—Industrial Finishing Exposi- 
tion, Atlantic City. 


July 1—International Trade Mart, 
New Orleans. 


July 6-10—2nd International Store 
Modernization Show, Grand Cen- 
tral Palace, New York. 


July 16-24—American Road Builders’ 
Association Show, Soldiers Field, 
Chicago. 


Aug. 2-6—Building and Maintenance 
Supplies Exposition, N. Y. C. 


Aug. 10-13—Western Packaging Ex. 


position, San Francisco. 


Aug. 23-26—National Association of 
Power Engineers, St. Paul. 


Aug. 27-Sept. 11—Canadian Nationa! 
Exhibition, Exhibition Park, To- 
ronto. 


Sept. 8-10—Railway Electric Supply 
Manufacturers Association, Hotel 
Sherman, Chicago. 


Sept. 13-17—Instrument Conference 
and Exhibit, Instrument Society of 
America, Philadelphia. 


Sept. 19-22—Allied Railway Supply 


| Association, Sherman Hotel, Chicago. 


| Sept. 20-23—American Mining Con- 


gress-Metal Mining Convention 
and Exposition, San Francisco. 


Sept. 27-Oct. 1—Third National Plas- 
tic Exposition, Grand Central Pal- 
lace, New York. 


Sept. 28-Oct. 1—Iron & Steel Engi- 
neers Exposition, Cleveland. 


Oct. 2-10—Construction Industries 
Exposition, Sam Houston Colli- 
seum, Houston. 


Oct. 4-9—Fifteenth Southern Textile 
Exposition, Textile Hall, Green- 
ville, S. C. 


Oct. 5-7—National Contract Hard- 
ware Association, Palmer House, 
Chicago. 


Oct. 5-7—Industrial Packaging and 
Materials Handling Exposition Ho- 
tel Sherman, Chicago. 


Oct. 12-16—Fifth National Chemical 
Exposition, Coliseum, Chicago. 


Oct. 12-16—National Hardware Show, 
Grand Central Palace, N. Y. City. 





KPOsi- 
Mart, 


Store 
Cen- 


ders’ 
‘ield, 
Floor stand snagging steel castings on a 
Safety Rite-Speed Grinder running at 9,500 
surface feet per minute. This is heavy duty 
production work requiring a wheel that can 
Ex. “take it” yet give fast grinding action and 
low costs. 


ance 


onal 

° Lis wheel 

ply Borolon Electrolon 
otel Borolon resinoid bonded, A20-Q7-B1, ALUMINUM OXIDE ‘SILICON CARBIDE 


30” x 3“ x 12"... adopted as stand- 


ard on the basis of total cost per pound : } 
nce of metal removed ... plus the extra Ss | M ‘@) | D 


advantages of Red Streak Flanges } 
of which protect the center hole—steel fits y ABRASIVE CoO. 
against steel—substantially reducing ’ 


maintenance cost on grinding equip- ; PRE, gy 
ment. This is a patented feature exclu- 


ply ane rh i " 
) sive with Simonds Abrasive Company. Gril ni Ife ic 
20. rl ii ing Wi ne e ‘ 


and abrasive grain for polishing, 


on- 4 a Every size and shape for every 
ion . 
Available Everywhere grinding job .. . centerless, 
crankshaft, cut-off, cylindrical, 
las- + 
al- Te) get it internal, knife grinding, mounted 
where points, portables, roll grinding, 
gr a : . saw gumming, snagging, surfac- 
Simonds Abrasive Distributors in all principal in- hesoiesbeat d ' 
: ' dustrial centers of the U. S. and in many foreign ing (wheels and segments), too 
1e€S 4 countries carry stocks and can advise on grinding pa ea ee a 
. "i 4 ' . ° t . ’ ’ ’ 
y]i- wheel selection. Write today for informative 
5. GRINDING WHEELS “3 Bulletin ESA-154 on Snagging Wheels and Red 


Streak Flanges. Also for name of distributor 
* nearest to you. 
ile fmm, 
n- 7, 
” °C 5 


pressure blasting, anti-slip, etc. 











4. SIMONDS m more than 50 yeargSimonds Abrasive ny has beena major 
e Philadephia, Pa. manufacturer of grinding GWheelsrand bre oducts exclusively. 
F Electric Furnace Plant, Simonds Canada Abrasive Co., Ltd., Arvida, P.Q. From grain to grindi whee te Rey th Cc ol has governed 
SIMONDS ABRASIVE COMPANY our manufacturing ses. This stadecyi 2 on crude abrasive pro- 
is a divisi f 
id si DS duced by Simonds Can asive, 2 oe inves throughout every | 
0- Saw ano steec co stage of processing in our hia plant—and proves itself in | 
oun Geant the economical long lasting performan ever Simonds Abrasive Com- | 
;, Other Ohtteen pany Grinding Wheels are used. 
a SIMONDS| SIMONDS| 
Lockport, N.Y. Montreal, Can. 
Special Steels Simonds Products for Canada 
v, 


PHILADELPHIA 37, PA. ¢ DISTRIBUTORS IN ALL PRINCIPAL CITIES* 


’ 
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ANOTHER | Oct. 25-29—National Metal Exposi- 
| 


tion, Convention Hall, Philadel- 
phia. 


D O n n ~ l e Oct. 25-30—National Business Show, 
Grand Central Palace, New York. 


Nov. 29—Dec. 4—National Exposition 
of Power & Mechanical Engineer: 


CATAL ©] G ing, New York. 





| ....,.. NEWS 


Repeats 











The record indicates that 


THE MAU-SHERWOOD 





SUPPLY COMPANY | 
| Harry Alcott and Lee Dabney 


of Cleveland believes with us that | 
Dabney-Alcott Supply Co. 
Leadership prospers with Leadership | Expands Its Facilities 


The Dabney-Alcott Supply Co., 
Memphis, Tenn., has expanded its 
| business and has moved into a new 





location at 32 West Iowa, in a two- 

story building with 12,000 sq. ft. of 

THE LAKESIDE PRESS | {oor space. Formerly, the firm had a 

three-story building, but with only 
R R D | | & — sq. ft. of “ae age 

n its new location the company 

anata onnelle Y will have adequate railroad and sawed 

ing facilities and parking space for 

S Ons E om p an y customers. The owners, Harry Alcott 

and Lee Dabney, began their business 

18 months ago. 





350 EAST 22ND STREET * CHICAGO | 


John H. Graham & Co. 
‘Elects Officers 


Harold S. Graham was re-elected 
| president and George W. Eckhardt 
seas re-elected vice-president at the 
‘recent annual meeting of John H. 
|Graham & Co., Inc., of New York 
| City. 

Other officers re-elected were 
George A. Graham, secretary and M. 
A. Nixon, assistant secretary. 

S. L. Goldsmith was elected treas- 
| urer of the company. Mr. Goldsmith 
has been a member of the organiza- 
tion for the past ten years, serving as 
an executive in various departments 
of the business. 
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We have already designed and carry in stock 
hundreds of Special Wrenches, too numerous 
to illustrate and describe, but if you will merely 
send us your customers’ requirements, advis- 
ing size of the nut, bolt head or cap screw 
“across flats’’ and where it is used (if on a 
standard piece of machinery such as an 
automobile or a machine tool) we will be 
able to help you. 


If the job is on some special work you can 
probably give us a diagram with dimensions 
showing what obstructions or conditions inter- 
fere with the use of standard wrenches, 


If it can be accomplished with a wrench we 
can supply the wrench. 


VT a aa TOOLS 


BONNEY FORGE & TOOL WORKS, ALLENTOWN, PA 


Please send me full information on the sales and profit 
possibilities of Bonney Tools. 1D-4-48 


BONNEY FORGE & TOOL WORKS 


NAME 





ADDRESS 
ALLENTOWN, PA. CITY 2006....80— 











NOW OUR METALWORKING 
ALL-RESIN FIBRE ABRASIVE 


You score another sales hit 
with this hard-hitting clincher. 


Yes, Michigan DISCS are now 
RED—the same sparkling red- 
wine color that is going over 
so big for Michigan Belts. 


That’s the famous Michigan 
Red Coat! 


That means your customers 
can now see the difference as 
well as fell the difference in 
these sharper tougher DISCS. 


Latch onto this modern money. 
making up-and-coming line. 
Write for our deal and a Red 
Coat sample Disc* today! 


*Specify size and grit number. 


a 4 
Ah sé Au 
fr" UAE 


ROLLS, SHEETS AND 
LAPPING COMPOUNDS 


Michigan Abrasives are supplied 
in Belts, Discs, Rolls and Sheets— 
either paper or cloth backed—and 
in Silicon Carbide, Aluminum Oxide 
and Garnet—in full range of 
standard grit sizes. 

Michigan Abrasive Lapping Com- 
pounds are tops in their field— 
come in 13 standard grits in Sili- 
con Carbide. 


ABRASIVES 


MICHIGAN ABRASIVE CO. 


BELLEVUE AVE. + DETROIT 7, MICH. 


W101 
: Phone: MEirose 3131 





LOOKING UPSTREAM, Southeast along the sea wall, Portland’s wide arterial thor- 


oughfare skirts the water front. To the right is the downtown district where many 


distributor establishments are located. 


| Portland Distributors 


Escape Flood Damage 


By rare good fortune, the industrial 


| distributor firms in Portland, Ore., 





| escaped damage by the high water in 


the Willamette and Columbia Rivers 
during the recent June freshets that 
washed over the Northwest area. The 
sea wall, constructed more than a 
decade ago along the Willamette past 
the downtown district, held firm 
against the flood. 

Among the distributors who missed 
the successive crests coming down the 
rivers were J. E. Haseltine & Co., 
Munnell & Sherrill, Woodbury & Co., 
Consolidated Supply, Harris Supply. 

Portland is situated a few miles 


| above the confluence of the Columbia 


| and Willamette, 
| slightly higher stage. 


former at a 
As a_ conse- 


the 


| quence, the water backed up in the 


Willamette past the city of Portland 
itself, like a vast mill pond. This back 
water would have come in behind the 
sea wall and made it useless but for a 
hastily constructed mile-long embank- 
ment of sand bags five feet high, 


| which started at the downstream end 


| of the sea wall and cut diagonally 


| across the lower end of the business 
district. If the parapet of the wall had 


| 
| 


| 


given way, however, the majority of 
the distributors in that area would have 
had full basements and water several 
feet up on the ground floors. But con- 


| stant vigilance kept the wall intact 


through the successive crests swirling 


| down the rivers, swollen by precipita- 





tion and the melting snows. 


Allis-Chalmers Mfg. Co. 
Re-Elects Waiter Geist 


Walter Geist was elected to his sev- 
enth term as president of the Allis- 
Chalmers Mfg. Co. and all directors 
and officers were re-elected at the 
recent annual meeting. 
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FROM THE OTHER SIDE of the 
bridge looking Northwest, the sand bag 
dike stretched from the sea wall to the 
Union Station and beyond, where railroad 
yards, saw mills, industrial plants, docks 
and commercial buildings suffered the 
worst damage. 


American Pulley Co. 
Adds To Sales Staff 


John N. Hamm, Lloyd P. Wells 
and Walter L. Connell recently joined 
the sales organization of the Ameri- 
can Pulley Co., Philadelphia, Pa. All 
are on their respective territories, pres- 
ently, after a month’s intensive course 
at the home office. 

Mr. Hamm will work out of the 
Boston office, covering Northern and 
Eastern New England. Mr. Wells 
will make his headquarters in St. 
Louis, and from that point will cover 
the states of Missouri, Kansas, Illinois, 
and parts of Kentucky, Tennessee and 
Mississippi. 

Mr. Connell’s headquarters will be 
in Minneapolis from which he will 
cover the states of North and South 
Dakota, Nebraska, Minnesota, Iowa 
and most of Wisconsin. 





Milwaukee Electric Tool Corp. 


Presents the NEW, IMPROVED 
Milwaukee HOLE-SHOOTER 


Record Breaking Performance in ON-THE-JOB TESTS 
Reveals Big Sales Potential for This Fine Tool 





Milwaukee 
HOLE-SHOOTER 
Leadership 


More than twenty-five years ago the trade- 
name “HOLE-SHOOTER” was used to 
describe a MILWAUKEE light-weight 
drill — under 5 Ibs. 

It was a highly advanced and perfected 
tool — lighter, more compact, more pow- 
erful than any other tool of its class at 
the time. 


The HOLE-SHOOTER immediately won 
the preference of mechanics everywhere 
and stands today with the same high 
quality reputation. 

The new improved Milwaukee HOLE- 
SHOOTER lives up to its fine name. 
Remember — at all times — “If it isn’t 
a MILWAUKEE, it isn’t a HOLE- 
SHOOTER.” 








Yes — this new HOLE-SHOOTER set an all-time high in performance and 
endurance in a recent competitive test. Placed in service — on a production 
line — operated continuously 24 hours a day for 3 weeks — the Milwaukee 
HOLE-SHOOTER heavily out-performed and outworked rival makes doing 
the same work. The competing drills required maintenance attention 21 times 
to the HOLE-SHOOTER’s one, in the same period of working hours. 
There's real proof of the working endurance built into this new, improved 
HOLE-SHOOTER—a tool that’s destined to go places in sales all over America, 


Quick Facts On the NEW IMPROVED Milwaukee HOLE-SHOOTER 


4, inch capacity —— with more power than any other pistol-grip drill — 
equipped with Milwaukee-built AC or DC, Universal Type motor, standard 
115 volt — net weight 31/4 lbs. — equipped with Jacobs chuck — aluminum 
housing — available in five speeds, ranging from as low as 650 r.p.m. to as 
high as 5000 r.p.m. 

Distributors — the new Milwaukee HOLE-SHOOTER offers a sensational 
profit opportunity. Write — TODAY — for complete information, 


Milwaukee Electric Tool Corp. * 5340 W. State St., Milwaukee 8, Wis. 
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Sturdy BUFFALO solid-woven cotton 
belting impregnated with neoprene syn- 
thetic or natural latex has a snap and wear- 
resistance that make it the ideal belting for 
cannery service. 


This fine-quality BUFFALO belt is 
especially designed for conveying vege- 
tables, fruits and other food products where 
moisture is prevalent. Acids which attack 
ordinary cotton belting have no destructive 
effect on BUFFALO Latex Canner’s Con- 
veyor Belting. 


Other BUFFALO Latex features are: 

1) No seams to split 
—no plies to sepa- 
rate 2) Maximum 
pliability 3) High 
tensile strength 4) 
Odorless 5) Low 
operating cost. 


Other Buffalo Weaving and Belting Com- 
pany products including: Plastex Belting 
e RF & C (rubber-covered) Belting 
Solid Woven Cotton Belting e Glazed 
(nitro-cellulose coated) Belting. 


‘ BUFFALO 


WEAVING & BELTING CO. 


209 Chandler Street 
Chicago * Buffalo 7, N.Y. * New York 
Detroit « Philadelphia e San Francisco 








| business selling AT- 


| This Car Mover is without ill effect 
| indispensable where ’ ae is just as 
| @ customer has a | safe for belts and 





Pat'd. & 
Pats. Pend. 


Hallowell’ Solid Steel Collars, attractively proportioned throughout, are precision- 
machined so faces run perfectly true . . . are also highly polished all over . . . yet 
they cost less than common cast iron collars. 3’ bore and smaller are made from 
Solid Bar Stock and fitted with the famous “'Unbrako” Knurled Point Self-Locking 
Socket Set Screw ... a set screw that, once tightened, holds and stays tight to 
make sure the collar won't shift on the shaft. “Hallowell”... a “buy word” in 
shaft collars are available in a full range of sizes for 

IMMEDIATE DELIVERY 
“Unbrako” and “Hallowell” Products are sold through Industrial Distributors. 

OVER 45 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., BOX 519 


| BRANCHES: BOSTON ¢ CHICAGO + DETROIT « INDIANAPOLIS ¢ ST. LOUIS * SAN FRANCISCO 











The shipping job 


is a problem BELT WAX 
that «es |e SAVES BELTS 








PM || e INCREASES POWER 
| ATLAS P }—| ¢ MAKES MONEY 


: F ... these things are important to the 

CAR MOVERS man who has to watch operating 

costs because traction is of major 

“me A N importance to users of flat belt drives. 

Convince your customers that by the 

use of CANTOL Belt Wax they will 

HANDLE get, not only better traction but 

longer belt life and you'll have cus- 

~ , ‘i tomers for life. Bar, Paste, and liquid 

form. Only a slight stain is sufficient 

The key to the and it can be applied while beit is in 

ATLA and speed of motion. Let us send you complete 
facts. 


encircled. 


e CANTOL WAX Is 
wa made from a 
Our = distributors ] vegetable wax— 
build a profitable / f Candolilia 


LAS Car Movers. “ chewed like gum 


siding. Freight cars | pulleys. 
are at a premium, L 
therefore, shippers 
and receivers of — 

freight NEED them © we suggest to users that they buy through 
‘ have them their wholesaler, 

ready. 


apueron-aruas car mover co. |CANTOL WAX PRODUCTS CO. 


1421-25 S. 2nd St. BLOOMINGTON ° INDIANA 
MILWAUKEE 4 . . . WISCONSIN 
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William J. Dowsell 


William J. Dowsell, 
Chandler & Farquhar Co. 


ALWAYS... . Ze Right Connetiion 





Whore cz WME COUPLING 03 Meedad 


William J. Dowsell, salesman for | 


the Chandler & Farquhar Co., Inc., 
distributors of Boston, Mass., died on 
May 6. 


Mr. Dowsell worked for the com- | 


pany for 35 years, both as inside and 
outside salesman. 


Allan E. Goodhue, 
Chicago Pneumatic Co. 


Allan E. Goodhue, a vice president 
and a director of the Chicago Pneu- 
matic ‘l'oo] Co., died recently at the 
age of 70. 

Mr. Goodhue was born in Roches- 
ter, N. Y. He worked for the U. S. 
Cast Iron Pipe & Foundry Co. for 
six years, then represented the Mid- 
vale Steel Co. in Boston. In 1918, 
with the U. S. at war, Mr. Goodhue 
was assistant manager of the steel de- 
partment of the production division 
of the Emergency Fleet Corp. in 
Washington, D. C. and Philadelphia. 

He joined the pneumatic tool man- 
ufacturing concern in 1919, and in 
1920 was elected vice-president in 
charge of sales. He had intended to 
retire from active participation in the 
company’s affairs within a few weeks. 


Harlan Bristol, 
Keystone Lubricating Co. 


Harlan Bristol, factory representa- | 


tive in northern California for the 
Keystone Lubricating Co., died on 
April 20. 

Mr. Bristol had been with the Key- 
stone company for eight years, in fact, 
since the agency had been placed in 
the hands of the Marshall-Newell Sup- 
ply Co. 


on high or low pressure oil, 
steam, air, water, gas or 


hydraulic hose. 


Cadmium Plated — Rustproof 
Sizes 4" to 6° 


“BOSS’ MALE COUPLING 
| STYLE MX-16 


| Designed and built to provide unequalled strength, durability and safety in every 
| 


service. Stem on sizes 1%" and larger has patented “Cor-O-Zig” two-way corruga- 
tions for easy insertion in hose and stronger grip under clamp pressure. (Smaller 
sizes have standard corrugation.) Clamps on 1" and larger are 4-bolt “Boss” Offset 
| Interlocking type, exerting a powerful, full-circumference grip on the hose without 
| pinching, and eliminating all possibility of straight line leaks and blow-offs. (Sizes 
| under 1" furnished with “Boss” Interlocking Clamps.) 

| Made in all sizes from Y%" to 6", cadmium plated to resist rust and corrosion. Com- 
| panion for “G J-Boss” Ground Joint and “Boss Washer Type female type couplings. 


Sold in Accordance With Our Established Distributor Policy. 


+ UN r ; N 
PRODUCERS OF Jhe Quality Line COUPLINGS + NIPPLES * MENDERS * CLAMPS 
“BOSS” “GJ-BOSS” “DIXON” “KING” “AIR KING” “DIX-LOCK” 
PHILADELPHIA, PA. . BRANCHES: CHICAGO «+ BIRMINGHAM * LOS ANGELES * HOUSTON 
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How to keep 
Our Customers 
in business 


rR) | E. I. Leighton 


Eugene Isaac Leighton, 


@ Almost half the establishments Founder of Leighton Supply 


severely damaged by fire GO OUT 
OF BUSINESS FOR GOOD! Make 
sure your customers have complete 
PYRENE* protection. 


Eugene Isaac Leighton, founder of 
the Leighton Supply Co., Fort Dodge, 
Iowa, died on May 6. Mr. Leighton 
disposed of his interest in the firm 
and retired in 1945. 

















TO OPERATE 
WORK LIKE A PUMP 


wa 
EXTINGUISH FIRE PROMPTLY AND 
IRE TO SI E AND FUMES 
HLL eMC OUATEN 


VL (114 


EXTINGUISHERS 


°T.M. Reg. U. S. Pat. Off. 


Burned records, unfilled orders, idle plants, 
administrative expenses—these indirect, un- 
insured losses are the principal reasons why 
almost half the establishments severely 
damaged by fire go out of business. That’s 
why you're actually helping customers to 
stay in business when you make certain that 
every one of them has complete PyRENE pro- 
tection. There’s a full line of PyrENE Extin- 
guishers for every fire hazard, including 
vaporizing liquid, soda-acid, foam, water, 
and anti-freeze types. There are wheeled 


units, and manual and automatic systems. 


It’s good business for every business to 
provide itself with full PyYRENE protection . . . 


and mighty good business for you, too! 


PYRENE MANUFACTURING COMPANY 


581 Belmont Avenue 


Newark 8, New Jersey 


Affiliated with C-O-Two Fire Equipment Company 


REMIND YOUR CUSTOMERS TO TEST THEIR FIRE EXTINGUISHERS REGULARLY 
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William P. Ross, 
Standard Tool Executive 


William P. Ross, vice-president and 
a director of the Standard Tool Co., 
Cleveland, O., died suddenly at his 
home in suburban Rocky River on 
April 21. Mr. Ross was 63. 

He had been associated with the 
firm since 1992 and had long been 
active in sales and sales promotion 
for the company. 

Surviving are his wife and one son. 


Alexander A. Gardner, 
Retired Disston Manager 


Alexander A. Gardner, 67, retired 
Pacific Coast manager for Henry Diss- 
ton & Sons, Inc., saw manufacturers, 
died on May 25 at Seattle. 

He was first emploved by the firm 
on Saturdays while attending school 
and remained in the organization, in 
increasingly responsible positions, un- 
til his retirement two years ago. 


Thomas E. Hoffman, 


Former Graham Executive 


Thomas E. Hoffman, retired execu- 
tive of John H. Graham & Co. Inc., 
New York, died on May 12 at the 
age of 78. 

Before his retirement, ten years 
ago, Mr. Hoffman was vice-president 
of the Graham firm and had been 
with them for 47 years. 


(Continued on page 223) 
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HAND TOOL REQU 





This fine Hand Tool Assortment—the 103-piece SUPER 
SERVICE SET by New Britain—offers your customers 
all the Tools for every standard job in any shop! 
They'll find famous New Britain Sockets, in §”, }” 
and 3” drive, plus a full collection of scurdy Drive 
Parts. They'll find Flat Wrenches, Pliers, Screw Driv- 
ers, Hammers, Chisels, Punches . . . every basic Hand 
Tool for day-to-day needs, plus many Tools for special- 
ized mill and factory maintenance! And each Tool is a 
revelation in tough, time-saving utility! . . . picked with 
care to make this Set a balanced, hard-working team 

. a workshop in a box! Get set for sales with this 
superb Set... TODAY! The New Britain Machine 
Co., New Britain, Conn. 


Mery Bailtarig 


GREATER STRENGTH « BETTER FIT = Abele) ea 
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*PRECISION BRAND 
PACKAGED 
THICKNESS GAUGE 


eee 


GROUND FLAT STOCK PRODUCTS NEEDED BY EVERY 


GROUND FLAT STOCK FACTORY YOU SERVE 


Precision Brand* first quality electric furnace Red Rockena 
tool steel. Especially annealed for maximum 
—for easy one-man 
ang ane yey of 
eavy drums and bar- 
THICKNESS GAUGE STOCK ey rels. Made in three 
in handy-to-use dispenser cartons — manufac- — sizes, 14”-18". 
tured from highest quality tempered and pol- 24" above 
ished spring steel. In all popular thicknesses. 10 Le floor — avail. 
and 25 ft. lengths. ¥%2” widths. . abl we tei h 
sion or without 


THICKNESS GAUGE STOCK wheels. A 
; : very popular 
Tempered, polished, and edged with rounded ends. piece of 


Each 12-inch piece is individually wrapped; 12 to the \ equipment, 
box; 9 boxes — 108 pieces to the carton. Lastingly ac- ‘ thousands 
curate — convenient. All popular thicknesses. - now in use. 


QUALITY... 


machinability. Wide range of sizes. 


ee ALSO DRILL ROD — COMPLETE RANGE 


*Reg. U. S. Pat. OF WRITE FOR INFORMATION 


Vel @ cl michele) SM NAL Tie) Mae MM me | — balanced for easy 


handling of heav 
PREC IStON StEcEek Ween Onset, tee: dling envy 


- loads, 6” diameter 
4425 W. KINZIE ST. CHICAGO 24; ILLINO metal or rubber 


wheels. Streamlined 
tubular 
i tame. 
welded 
construc- 
tion for 
maximum 
| strength. 
Every plant 
can use 
Economy 
Shovel 
Trucks. 


CARBOY 
TILTERS 


| —simple and safe 


Judged by any standard . . . SNAP- “= / for one man to 
TITE has no equal. Snaps on! Snaps ~ / operate. Lifts car- 
off/ Saves liquid, air, steam and time. boy from floor 
SNAP-TITE is a swivel connection for 7 with easy rocking 
air, water, oil, grease and steam. Avail- | } ; b 
able with automatic shut-off valve in action, pours by 
ote ~ 3 ogee —, “~~ “4 | tilting on center 
on and off the main supply valve. Re- : : 
placeable ‘‘U’’-type packer assures posi- . , a ae ae 
tive seal. Sizes 44” to 1”. | ae 860©wWith wheels for 


If you use hose, you need a SNAP-TITE | f. moving about. 
Coupler. Write TODAY for catalogue. Ease 





Write for selling prices and 
1710 distributor discounts 


French 2651 W. Van Buren St. 
St. Chicago 12, Ill. 


te. inc is 
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George C. McBeth 


George C. McBeth, 
Lufkin Rule Co. 


George C. McBeth, director of sales 
for the Lufkin Rule Co., died on May 
17th at the age of 58. 

Mr. McBeth joined the company 


in 1909 at the age of 18 as an office | 
clerk. He advanced rapidly and in | 
1914 he was assigned a sales territory | 
extending from western New York | 
State to Nebraska and including al- | 


most all the mid-western territory. 
In 1919, Mr. McBeth returned to 

the home office in Saginaw and was 

assigned to the position of assistant 


sales manager. He held that office | 
until 1934, when he succeeded the | 


late Theodore Huss as sales manager. 
Following the war, the sales divi- 
sion of Lufkin was reorganized to meet 


the expanding problems of the post- | 


war period. At this time, Mr. McBeth 


was appointed director of sales, which | 


position he held until his death. 


Charles J. Brown, 
Bearing Inventor 


Charles J. Brown, inventor of the 
Micarta bearing now in general use in 
the steel rolling mill industry, died 
on May 6 at the age of 65. 


Mr. Brown had been with the | 
American Steel & Wire Co. for 30 | 


years, starting at the company’s Cleve- 


land plant. He had been superintend- | 
ent at plants in the Pittsburgh and | 
Cleveland districts before his retire- | 


ment last March. 

He held several patents for in, 
provements in steel and wire making, 
the most important of which was the 
Micarta or fiber roll neck bearing. 

Surviving are his widow, two sons 
and a brother. 


J. T. E. Aikenhead, 
Canadian Distributor 


James T. E. Aikenhead, president | 


of Aikenhead Hardware Limited, 
Toronto, Can., died at the age of 54 
years and has been succeeded by his 
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Power-full Sales Appeal... 


HEIN-WERNER 


HYPER-POWER UNIT 
INDUSTRIAL HYDRAULIC JACKS 
assure your customers: 








EPENDABILITY a 
ER-POWER unit incorporates 
oe g-life Heinite Piston for sure, 


i sing, 
very lifting, pushing, pres g 


g operation. 


COMPLETE D 
The H 
patented lon 
full power af ©N" 
bending of movin 


RVICE LIFE 


Werner HY PE 
built with greater st 
of greatest stra 


LONGER SE 
Hein- 
are ruggedly bul 
forcement at points 
more years of service. 


R-POWER Hydraulics 


rength rein- 
in to give 


s - 

_— _ cael HY PER-POWER eet 
aon ory-tested at 114 times rated cap 

| ¥ “ aut an important extra margin 

a f aes at every industrial application. 

of s 





* HYPER, according to the dictionary, 
means over, above, beyond the ordinary 


Higa a Made in models of 112, 


3, 5, 8, 12, 20, 30, 50 and 
100 tons capacity. Write 
us for details. 


Meme 
LMS, 


HEIN-WERNER CORPORATION ¢ WAUKESHA, WIS. 
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Now— 
THE NEW 


“E-Z” PIPE 
& TUBE CUTTER 





Fast Action—Low Operating Cost— 
Completely Ball Bearing Mounted 
—Thousands of Cuts Per Wheel— 
Low Cost Wheel Replacement—The 
Machine Already in Demand! 


ONLY THIS POWERFUL AND 
PORTABLE POWER-DRIVEN 
ROLLER CUTTER HAS THE 
FOLLOWING MONEY-MAKING, 
TIME-SAVING FEATURES. 


Power-driven rollers—Ball bearing- 
mounted cutter wheel cannot “bite” 
into pipe and stall because rollers ro- 
tate the pipe and insure fast, positive 
cutting action. 


Automatic switch—Starts cutting op- 
eration when cutter wheel is brought 
in contact with pipe. Automatically 
stops when cut is finished. 


Capacity— Cuts pipe and tubing in- 
cluding cast iron pipe from 3%” to 4”. 
Cuts quickly, easily, cleanly. 
“E-Z’? — OUTSTANDING 
IN EVERY WAY! 


























Built by 
QUIJADA, 
maker of the 
f>mous Model 
3-A Pipe 
Threading 
Machine —fine, 
fast, fully 
portable. 









































y 


Ask Your Jobber or Write for Catalog 


QUIJADA TOOL COMPANY, INC. 
5472 Alhambra Avenue 
Los Angeles 32, California 











Export and Cable Address: “C.1.8.C.0.” 
319 East 4th St., Los Angeles 13, Calif. 
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J 


Torpedo Electric 
Hoist. i 
250-, 500- and 1000- 
lbs.; hook, bolt or 
trolley suspension. 





MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a. leading 








name in the materials handling equip- 
ment field tor a quarter of a century. 
Write for full information on this profit- 
able line. 














a 


Differential Hoist Beam Trolley in 


Spur Gear Hoist. 
pow pony lay § — four models, plain High speed, high 
selling low-cost or geared types in quality. in capaci- 
hoist, with a large capacities from 1%, ties ranging from 
iesieel. through 10 tons. \% through tons. 


ENGINEERING WORKS 


D..Conkey & Co., Mendota, 


Division of H. 


Division St., Illinois 


















Viking 
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These simple 2-moving parts with their CORRECT application 
and engineering have meant good reliable pumping for over 
a third of a century. They give you these outstanding features: 


Self priming. 
Constant, even discharge. 
Low speed—ltong life. 
Low power requirements. 
Suitable for any clean liquid 
(heavy or light) 
Discharge pressures up to 200 psi. 
No timing-gears, springs or gadgets. 
Complete capacity and model range available. 


Look to Viking to fill your pumping requirements. 
Send for free bulletin 47SMM today. 


Pume Company 


Cedar Falls, lowa 






ACKSON 


The Line of Distributor Preference 











J equip- 
century. 
$ profit- 


1 trolleys 
Costs j 7 
with full 24 
lity per. 
leading 














Always in step with users’ needs 


Jackson's ‘know-how’ in its specialized field has resulted 





in an ability to appreciate the requirements of users of 
wheelbarrows and kindred equipment, and design, de- 
velop and produce products which satisfy the most exact- 
ing needs. Recognition and acceptance of ‘Jackmanco’ 





products have followed naturally and logically. 


Jackson Distributors have built a substantial and profit- 
able business on the strength of ‘Jackson’ reputation for 
high quality and for completeness of the line that bears 
its name. 


Est. 1876 


InCKSON MANUFACTURING co, 


HARRISBURG, ER: 





*tGu.5.°>" 
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brother, J. W. Aikenhead, Mr. J. T. E. 
Aikenhead was president of the firm 
for the past six years and his death 
terminated an association of 36 years. 

Thomas M. Masson is vice-presi- 
| dent; J. M. Aikenhead, son of the de- 
ceased, is secretary and J. B. Best is 
treasurer. 

The late Mr. Aikenhead served as 
a director of the retail hardware divi- 
sion of the Wartime Prices and ‘T'rade 
Board and was active in local civic, 
social and welfare activities. 


Lindsay Dunham, Sr. 
Crucible Steel Corp. 


Lindsay Dunham, Sr., director of 
purchases for the Crucible Steel Corp. 
of Harrison, N. J., died on May 18 at 
the age of 60. 

Surviving are his widow, 
sister and a brother. 

Fred Koepf, 
Link Belt Co. 

Fred Koepf, 52, district manager 
of the Link Belt Co. at Seattle, Wash. 
died there April 16, following a heart 
attack. Born in San Francisco, Mr. 
Koepf moved to Seattle from Los 


Angeles in 1944. 


NEWS 


a son, a 

















Frederick Muller 


Frederick Muller 
Joins White Supply Co. 


Frederick Muller, former vice-presi- 
dent of Carter Milchman & Frank, 
Inc., now is associated with the White 
Supply Co. in the capacity of general 
manager. 

L. C., White. is president of the 
company; D. F. Sullivan is vice-presi- 
dent; M. I. White is :treasurer-secre- 
tary; and, R.. F. Heihi is assistant 
secretary-treasurer. : 











Distributor Keglers Reap Pin Awards 


THE DISTAFF SIDE among supply company bowling teams boasts “The 
Trail Blazers” of Briggs-Weaver Machinery Co., Dallas, Texas, and includes 
Leona Justice, Lou Kerr, Dorothy Wicher, Ann Wells and Captain Gene- 
vieve Jordan, shown kneeling with ball in hand. The ladies labor in various 
departments at Briggs-Weaver, but they bowl as a group. 


il 


MANUFACTURERS REPRESENTED in the Strong, Carlisle & Ham- 
mond Company’s Bowling League include the Morse Twist Drill & Ma- 
chine Co. team, shown resting on their laurels. The tired bowlers include 
Preston Deming, Wilbur Myer, Robert Schultlz, William Sutfin and 
Edward Hurdle. 





SALESMEN Perry Howell, J. C. Keeney, John 
Dale, Carl Kinnan, Charles E. Waddill, C. C. 
Gaillard and Captain J. C. Carter, all members 
of Briggs-Weaver’s organization, compare the 
day’s scores. 


LEAGUE LEADERS IN THE Pattison Supply 
Co.’s six departmental teams are (back) George 
Mack, Bob Podwils and Sherwood Phillips, with 
Bob Mack and Sales Manager Gordon Vaughan 
down in front. 
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@ HOT FORGED 
STEEL 


@ STAINLESS 
STEEL 





even when the pipe is not in perfect alignment! 


Seats in all Catawissa Unions 
are a 55° angle on the female 
end to a BALL on the male end 
—assuring good, tight, 

leakproof joints! 





Made in STANDARD and DOUBLE EXTRA HEAVY 
types to meet specific pressure requirements! 


+ write for your copy of 
BULLETIN 10-A 


CATAWISSA VALVE & FITTINGS CO. 
300 Mill St. CATAWISSA, PA. 





Double Extra Heavy 
Hot Forged Steel 
SWING CHECK VALVES 























Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
} DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. ° Cleveland 4, Ohio 
the Worlds Largest Mahers of Vises 


STRENGTH * ACCURACY WORKMANSHIP 
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DEPENDABILITY 





Here’s a big, profitable 
market for you! 


Stainless Steel 


MACHINE SCREWS 
and Hexagon Nuts 


i 


Manufacturing facilities on 
premises assure you of 
prompt delivery... 


In scores of industries, old and 
new, the demand for stainless 
steel fasteners is increasing 
every day. Profit from this large 
and growing market by selling 
the Allmetal line. We carry the 
largest stock in the country of 
stainless fasteners and can as- 
sure you of prompt delivery. 
To make your selling job 
easier, Allmeétal stainless fast- 
eners are nationally advertised 
in leading industrial publica- 
tions and directories. Write to- 
day for our free 83-page catalog. 


Nationally Advertised! 


Purchasing 
Electronics 
Electrical Manufacturing 
Product Engineering 
Chemical Engineering 
Industrial Equip. News 
New Equip. Digest 


Largest, most complete stock 
in the nation... 
SEND FOR FREE CATALOG 


ALLMETAL 


SCREW PRODUCTS CO., INC. 
33 Greene St., New York 13 


“Specialists in Stainless” 








Always noted for their rugged durability, the completely redesigned and 
improved Porter Cutters are extra strong — having 30% greater tool strength 
in the sections apd handles. Add other features — better balance, built-in 
safety stop, curved toe-in handles, broad palm-fit grip and 10 other improvements 
and you will realize that the new Porter Cutters set absolutely 
new standards of cutting ease, strength and performance. a. Operated by one 

Porter Cutters are “the POWER line’ — yes, and the PROFIT ~~ hand, this versa- 
line. 1948 will be the biggest Porter year ever. Push om Pj tile clamp 
Porter Cutters a little and you will make a lot of a will hold¢ a 
profit. a’ /e material im- j 

‘ movable and save ih: 
by , up to 50% of 
Hf ‘- clamping time on 
30% GREATER TOOL F ay production operations, in 
/ : h welding, jigs, assembling, 


/ drilling, punching, etc. 
ST K E Re GT H pe AA lf The proven “C” design of 
oJ ” / the Roesch Clamp gives & Channels 


BETTER BALANCE 74m ene tore mane es 





work ... fits over Ts, 
flanges and rolls. Has 
y self-aligning jaws, no Holding ' 
THE £ oy cumbersome protruding , Operations 
handles. 


POWER | , : SPECIFICATIONS: ( 


LINE , , Adjustable toggles open to 
, 22" capacity — Holds up to 

iS THE PROFIT ; 1¥" with jaws locked. $2.75 
each, $33.00 @ doz. Attrac- 

LINE tively packaged. Order direct, Getting Over 

i or see your jobber. Roll Beads 








NOTE: JOBBERS 
WRITE FOR DEAL 


H. K. PORTER, INC. ROESCH TOOL PRODUCTS 


° i M ; 8913 OLIN STREET 
seta iatehasbbaiaeian LOS ANGELES 34, CALIFORNIA 











he Wew “AUTOMATIC” LP 200 
PACKAGED FLOAT SWITCH 


When You Sell 
a new pump— 
sell an LP 200 
Float Switch 
with it 


BUILT TO SERVE WELL— 


The “Automatic” LP 200 
“nM — is . aa. 
simple, quality swi or con- . 
trolling pumpin oO Peane wangtnor age = A COMPLETE SWITCH 
sumps an wo poles, wit 
double-break, snap action, silver to silver READY TO INSTALL 
contacts, adjustable float lever, accessible 1. LP 200 Float Switch 
terminals, stainless steel shafting, rigid || 2.Lifetime Gloss 
drip-proof steel case. It successfully meets Float, 4“ diam. 
all float switch competition at anywhere 3.4 ft. of Ye" Float 
near the price. Your customers will like its Rod 
pee pallarg will like its easy sala- 4. Two Rod Stops 
ility and repeat business. 5. Bracket for Wall 
PRICED TO SELL-AT A GOOD PROFIT or Pipe 
catia a4 be coadlcatty cheesaek «| Costes 
wasp pte Ps A reg A ne 4 Hooks are rigidly held in accurate alignment 
for prices ees unts on LP 200—also by patented steel binder bars before, during 


r : and after application, distributing tension uni- 
L 210 Float Switch for replacements. ee formly across the belt, assuring p Ae mee trac- 


are used by all leading tion with minimum wear. Patented binder bars 
— j ‘ : manufacturers... When lap over belt end, prevent fraying. 
SS selling new pumps, sell Sizes for all belts. Cost no more than ordinary 
NTROL Com any Automatic Controls with belt hooks. Write for circular. 
p the SAFETY BELT-LACER COMPANY 
oe & 5388 N. MENARD AVE. S.A. 
ST. PAUL 4, MINNA ~ ms ee 





Safest because 
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Juse 


nent 
ring 


3/3 
Sells 


Drill 


vetar ... because 
7 “ay goes MORE 


It Drills 
Sands ¢ Grinds « Hole 
Saws ¢ Polishes 


Cuts Metal ¢ Sharpens Tools 


Every factory, machine shop, institution, contractor 
and mechanic will find daily use for this all-pur- 
pose 34” MallDrill that will prove one of the 
fastest selling items in your stock. The lightweight, 
rugged alloy housing reduces the weight of the 
tool. The commutator can be serviced and brushes 
replaced without dismantling the drill. It has power 
enough to drill 4” holes in metal using drill bit 
with turned-down shank. Available for 115-volt 
or 230-volt AC-DC. 
Our national advertising in leading magazines, 
farm and trade papers is building nation-wide 
acceptance and sales for this tool. Write at once 
for FREE booklet, “Mall Portable Power Tools” 
and full details of distributor set-up. 


COMPLETE MALLDRILL KIT 


Contains %” MallDrill, pol- 
ishing and sanding attach- 
ments and an_ all-metal 
carrying case. A_ perfect 
item to feature in your 
House Organ, Monthly 
Sales Bulletin or Special 
Promotion. 


MALL TOOL COMPANY 


7802 South Chicago Avenue, Chicago 19, Illinois 
A Complete Line of Portable Power Tools for Industry 
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Upon his discharge from the Army, 
G. B. Deatherage hustled around for a 
job with a good future—and found it in 
Factory Supplies Co., Rockford, IIl., 
where he now heads the shipping 
department. 





| Dickerson To Head Sales 


Of Roper Pump Division 


Frederick R. Dickerson has been 
appointed sales manager of the Pump 


| Division of The Geo. D. Roper Corp. 
| of Rockford, III. 


Mr. Dickerson studied engineering 


| at Beloit College and the University 
| of Illinois. He has been with the 


company since 1936, when he joined 


| the engineering department and later 


was transferred to the pump sales de- 
partment. As sales engineer, Mr. 
Dickerson was in charge of interpret- 
ing pumping problems, making rec- 
ommendations for various pump appli- 


| cations and analyzing customer 
| requirements. 


In his new position, he will head 
the sales department at the home 


| office in Rockford and will be con- 


cerned chiefly with sales control and 


| market analysis. 


F. R. Dickerson 













IT'S EASY TO SELL LU) el-Valelainys 


The milled bodies, accurate dimen- 
sions and fine finish of Ottemiller 
Milled Screw Machine Products have 
been recognized and demanded by 
users for over 40 years. 

Distributors can profit by filling 
Industry’s insistence on Ottemiller 





More 






Precision Products. than 
The Ottemiller line is complete . . . a book! 
in steel, brass and other alloys... in A 
any commercial thread. “literary 
cyclotron” 
CAP SCREWS ¢ SET SCREWS showing you how to 










MILLED STUDS * COUPLING BOLTS release the TRUE POWER 
tae of your mind 


THINK 


FOR YOURSELF 


By Robert P. Crawford 









WILLIAM H. 






YORK, 





PENNA. 


Just as scientists have found a way to release the 
power harnessed in the atom. so the author of this 
remarkable book gives you formulas for releasing 
the true power of your mind. Everyone who reads 
this book may increase his power to solve his 
problems and to think creatively by fully twenty 
five percent. In many cases it will be doubled! 
No reader is using his mental powers with the 
greatest efficiency who does not follow the princi- 
ples laid down in this book. 


































Ideas Sure to Stimulate You 


Have you noticed how other people’s ideas start a 
reaction in your own mind? On the ordinary level 
you usually interrupt with “that reminds me”. 
But when a brilliant educator like the author of 
this book drops an idea into your mind it starts 
a “chain-reaction” that compels you to think — 
creatively, originally. Here are the formulas, easy 
to follow, easy to understand, for better thinking; 
the “open-sesame” to success. 



































1. Do You Think, or Only 
10 Fascinating 2. An Expanding “World and 
a Bewildered Min 
Chapters that % You can ‘Own Your" 
Will Make You 5. Human "Beings and Their 
THINK FOR 7 the Process of Creative 
8. The karchuaing of Creative 
YOURSELF! , 
0 


Power 
The Great Adventure 
. Man’s New Earth 





EVERY PLANT NEEDS at least one of these time-savers for 
handling heavy materials. Factories, warehouses and ma- 
chine shops, alike, welcome faster handling of steel plates, FREE 10 DAY EXAMINATION 
pipes, bars and rails as well as timber, barrels, drums and | 

heavy crates. , : 


Your sales staff can dig up plenty of sales for these crane 
accessories. which’ have. been featured in many material- 
handling publications. Send for a set of catalogs today and 
ask for dealer's discounts 


MAIL COUPON BELOW 












(SESS See eseeseeeeeeee 

McGRAW-HILL BOOK CO., INC. 

330 W. 42nd St., N. Y. C. 18 

Send me Robert P. Crawford’s THINK FOR YOURSELF 
tor 10 days’ examination on approval. In 10 days I will 


remit $3.00, plus a few cents postage, or return the book 
postpaid. (Postage paid on cash orders.) 


DOWNS CRANE & HOIST CO. § Bs 


AALS LIAN A ENGINEFRS 540 W. VERNON AVENUE AAGGPESS on cccccccccecccecscsesescerescsssssessesseses 
LOTION, LOU LOS ANGELES 37, CALIF. 
Electric Cranes @ Hand Cranes @ Jib Cranes @ Sheaves @ Sheave Blocks 
Plate Grips @ Plate Hooks @ Crane Trolley Hoists @ Crane Wheels @ Crane 
End Truck Units @ Jib Crane Fittings @ Automatic Mechanical Load Brake 
Crane Hook Blocks 



































Clty OMA BUM <0. ee ccccvcascceccccssccccescesscsccccees 








COMPANY ..ccccscccrsvccccvcsersessesssscessesssssesss 


POSITION ..ccceccccccccsccceeescessecscess eoeess SI-7-48 
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Tough Jobs Are Easy...for These 
MULCONROY Hose Specialties 


Regardless of the service — steam, air, water, oil, chemicals, 
hydraulics, grease, grain, etc. — you can rely on Mulconroy 
for special constructions that will withstand higher tem- 
peratures and pressures, and more severe external or internal 
wear, than conventional types of hose. They provide the 
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) reads 
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twenty 
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opportunity for extra sales wherever you call. 


“DYNAMITE” 


ARMORED, INSULTATED STEAM HOSE, 
Style 801. For pressure up to 150 lbs. Tube is 
special heat-resisting rubber compound, rein- 
forced with continuous spiral of steel wire, 
and insulated by woven asbestos lining. Can- 
not buckle or collapse. Carcass is extra strong 
combination of rubber and duck, Cover consists 
of multiple layers of braided wire, surrounded 
yep of half-round galvanized steel. Sizes 
to 3”. 


“SUPER-DYNAMITE”, Style 800, has addi- 
tional layer of asbestos between carcass and 
braided metal cover. For severe internal and 
external heat conditions. 


“IMPERIAL DYNAMITE” 


ARMORED, INSULATED STEAM HOSE, 
Style D-46. For steam pressures up to 200 Ibs. 
and superheat steam temperatures up to 400° F. 
Specially compounded tube is insulated by a 
lining of woven asbestos and reinforced by con- 
tinuous spiral of steel wire—cannot buckle or 
collapse. Body of hose consists of heavy section 
of high quality woven asbestos, providing 
superior strength and insulation. Cover is 
formed by multiple layers of braided galvanized 
steel wires, surrounded by external oir of 
half-round galvanized steel. Sizes %” to 2”. 


“IMPERIAL NEW PROCESS” 


CORD COVERED STEAM HOSE, Style NP- 
46. For super-heat steam temperatures up to 
400° F. and working pressures up to 200 Ibs. 
Tube is asbestos lined and spiral wire rein- 
forced. Carcass is formed aw mg of high- 
quality woven asbestos, es v multiple 
a of braided galvanized steel wi “New 

Process’’ Cord Cover is braided from hard- 
twisted cotton cord, especially treated 2 = 
oils, acids, chemicals, ete, Sizes 4” 


“FULLPAK” 


FLEXIBLE ALL-METAL HOSE FULL-IN- 
HS ad Te aeanores ge LACED 

D, Style 830. For steam 
ry’ eee h. 7” a HS Ibs. E temperatures 
up to 500° F. Also air, —, ammonia, gases, 
creosote, asphalt, tar, etc. Used for either 
suction or discharge. Full- Ceaher ked, asbestos 
packed flexible metal tube, with cover of 
tightly braided steel or bronze wire, and outer 
wy oe steel or bronze wire spiral. Sizes, 


Style 829, Laced—Same as above except for 

omission of outer-half round spiral. 

sevle =. Plain—For temperatures up to 500° 
and ‘where external wear is not severe. 

Sizes 5/16” to 4”, 


UUM 


MARA 


preceedeee OOOO 


“CORRUTUBE” 


FLEXIBLE, ALL - METAL CONTINUOUS 
WALL HOSE, Style 948. For services demand- 
ing extreme flexibility, highest resistance to 
fatigue under all temperatures and pressures, 
and complete freedom from leaks and_ seepage. 
Carries steam, air, oil, acids, chemicals, gases, 
etc. Non-burnable. Provides simplest one- 
piece all-metal line between two points involv- 
ing maximum movement; and assures long, 
safe, maintenance-free service. Sizes 5/32” to 
2”. Available in lengths up to 

Style 949. With outer steel casing to withstand 
extreme abrasive wear, 


HYDRAULIC HOSE ASSEMBLIES 


COMPLETE UNITS, READY TO INSTALL. 
Mulconroy’s ‘‘VICTOR’ High Pressure Hose 

with sealed-on couplings. Furnished plain, or 
with short or continuous outer wire guards. 





e, durable, 

oil-resistant tube and corer, with braided wi wire 
reinforced carcass. pine, are brass or 
malleable iron. Sizes % with working 
pressures ranging from 10, io. lbs, for the %4” 
vise to 800 Ibs. for the 2” si 


“Mulconroy Starts Where Others Stop!” 


MULCONROY COMPANY 


Hose Spocialtios Since 1887 


5329 JEFFERSON ST., PHILA. 31, PA. 
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It’s the cheerful voice of Mrs. R. B. Rogers 
customers hear when they order by tele- 
phone from Dillon Supply Co. of Raleigh, 
N. C. 





H. H. Jarrett & Associates 
Named By Atlas Chain 


The Atlas Chain and Mfg. Co. of 
Philadelphia announces the appoint- 
ment of H. H. Jarrett and Associates 
of Atlanta, Ga., as their Southern 
representatives. The territory will be 
covered as follows: 

L. B. Powers of Winston-Salem, 
N. C., will cover Virginia, North 
Carolina and South Carolina. 

H. K. Price of Atlanta, Ga., will 
cover Tennessee, Florida and Georgia. 

H. G. Beall of Birmingham, Ala., 
will cover Alabama, Louisiana, Missis- 
sippi and Arkansas. 


S. P. Jones Joins 
Mid-West Abrasive 


Saunders P. Jones has joined the 
Mid-West Abrasive Co. of Detroit and 
Owosso, Mich., as vice-president. 

Formerly, Mr.- Jones was president 
of Jones-Dabney Co., of Louisville, 
and the American Central Co. of Con- 
nersville, Ind. His association with 
Mid-West will entail sales and advis- 
ory work. 





President Albert Kimball, of Kalamazoo 
Mill Supply Co., Michigan, guides 
J. U. Bisaillon, Fiske Bros. Refining 
Co. lubrication engineer through his 
company’s new building. 
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THE MAIN WAREHOUSE boasts a ramp to the mezzanine and daybright lighting 


throughout. 


THE TUBING STOCK at Ideal Hardware Co. is stowed on the perpendicular for 
easy handling. 





Arcos Consolidates 
Home Office Activities 


The administrative, sales, research 
and engineering, and production ac- 
tivities of the Arcos Corp., manufac- 
turers of stainless’and alloy electrodes, 
have been removed to the firm’s new 
general offices at 50 Street and Pas- 
chal] Ave., Philadelphia 43, Pa. 
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G. L. Barry Joins 
Myers Equipment Co. 


G. L. Barry, formerly buyer for the 
Consolidated-Vultee Aircraft Corp.., 
has joined the Myers Equipment Co. 
of San Diego, Calif., as outside sales- 
man covering the city territory. The 
company specializes in materials han- 
dling equipment. 
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Ideal Hardware Co. 
Reorganizes In L. A. 


The Ideal Hardware & Supply Co., 
Inc. of Los Angeles, Calif., has 
changed from individual ownership to 
a corporation, under recent reorganiza 
tion intended to streamline its business 
facilities. 

The “hardware” portion of the 
name. is a misnomer. At least 90 per- 
cent of its business consists of indus- 
trial supplies and metals, with special 
emphasis on alloy tubing and sheet. 

The present success of the company 
is due in great part to the merchan- 
dising ability and experience of its 
president, W. F. Kreck, who is only 
33 years of age. Mr. Kreck’s early 
training was in the retail hardware 
business established in 1920 by his 
father. It was there that he studied 
sources of supplies and equipment, 
with an eye to becoming, eventually, 
an industrial distributor. His plans had 
matured by 1940, when the present 
business was launched. 

Prewar activity, followed by a tre- 
mendous surge of sales to the war in- 
dustries, carried their business to a 
wartime sales peak in excess of $2 mil- 
lion. A new warehouse and office 
building was erected on land pur- 
chased, which was ample also for serv- 
ice shop, steel and pipe yard and park- 
ing facilities. 

Mr. Kreck’s sales manager is Roy 
Tadd, who had held a similar position 
with a large industrial distributor in 
Los Angeles. The firm now has six 
outside salesmen and eight salesmen 
on the telephone and the counter. As 
of April the stock, in excess of $500,- 
000, consisted principally of tools of 
all kinds, iron and steel products, ma- 
terial handling equipment, miscellane- 
ous shop supplies, oil well equipment 
and supplies and aviation tools and 
supplies. 


Manning, Maxwell & Moore 
Acquires Long Island Firm 


The acquisition of the Hydraulics 
Division of the Airex Mfg. Co., lo- 
cated in Long Island City, N. Y. has 
been announced by executive vice- 
president J. Robert Kelley of Man- 
ning; Maxwell & Moore. 

The Airex hydraulics business will 
be moved to the Jersey City plant of 
Manning, Maxwell & Moore. Key per- 
sonnel of the Airex company will be 
sorbed into the Manning, Maxwell & 
Moore organization. 

The hydraulics products consist of 
the Airex relief valves, other hydraulic 
valves, filters and pneumatic pressuriz- 
ing valves for the aircraft industry. 
Manning, Maxwell & Moore plans to 
develop industrial applications for 
Airex hydraulic products. 











FAITHFUL 
LUMBER 
CRAYONS 


Their marks are permanent, bright, 
legible and clear. Rain, sleet and sun 
will not affect them. Will not brush off, 
wash off, or fade. For green or sea- 
soned lumber. 


The result of 113 years of crayon manu- 
facturing. 


Send for the FREE Industrial Crayon 
Guide listing the complete line of Old 
Faithful Crayons to efficiently meet 
every marking need. Dept. ML-36 


MERICAN CRAYON company 4 é 


—~ 


Now y you can sell GREATER SAFETY 


with no added cost...in 


PRESS - RITE 


OPEN BACK—INCLINABLE 


PUNCH PRESSES 


You can sell Press-Rite Presses faster and 
easier because they provide greater safety - 
for the worker . . . greater safety for the dies 
. greater safety for the press. Your cus- 
tomers get increased production and lower 
operating costs PLUS greater safety through 
such outstanding features as: 
1 Built-in single stroke non- 
repeat mechanism with new 
4 point contact steel clutch 
plate engaged by a sliding 
key clutch. 


2 New patented automatic cam 
operated brake. 


3 Anti-friction roller bearings 
in flywheel. 


Make more profit now selling the Press-Rite 
Punch Press line . . . 6 standard models. . . 
No. 12 5 to 30 ton capacity. 


12 Ton Press Write Dept. D-78 for dealer data today. 


Sales Service Machine ‘hol "he 


2363 UNIVERSITY AVE PAUL 4, MINNESOTA 


, Important 
news to 


DISTRIBUTORS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
‘quarter of a million key 
men in industry each 
month, — 


MW _HEXACON ELECTRIC co. 
r 138 VE. ROSELLE PARK NEW JERSEY 
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* Gasoline, Electric or 
belt—power models. 


* Sizes from 142" to 
10” 


* Capacities from 
3,000 to 200,000 
gallons per hour 





The outstanding features, plus unbeatable 
strength, stamina and service built into CMC . ona inamen contin 2 

. L R —in a 
Pump models will attract and hold aed custo- . grains, grades, backings of paper and 
mers. You get quick sales and big profits with cloth, coatings, sizes and shapes—in 
CMC. Write for Bulletin 1P-147 and details about rolls, sheets, belts and discs. Also resin- 
ous Disidiater plan bonded fibre discs. 


CONSTRUCTION MACHINERY Co. 


WATERLOO, IOWA 


ae, eerie) eee 











CLOVER LAPPING AND GRINDING 


COMPOUNDS — in twelve grades from 
microscopic fine to very coarse. 


When you concentrate on CLOVER 
Abrasives...you buy at lowest prices 
and sell at maximum profit. 


Selling abrasives is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


FREE! 
For over Cig veers, ee pete relied ~ De-Sta-Co long-life seaet 
acers and Shims for milling, slitting and gang-saw set-ups and for 
ys arent en gears and bearings. Dealers are capitalizing on the value of Comp lete Handbook, 
this name synonymous with quality. They know that plenty of satis- without propaganda, 
faction goes along in every De-Sta-Co Precision Package. on Coated Abrasives. 


De-Sta-Co Spacers are packaged in standard sizes from %" to 4” hole 
diameters, up to 5%" O.D., thicknesses from .001” to .125”, all with key- 
way. oe oe stamped and mont <4 ey em ape ine «ne the a 
sizes, without keyway. Spacers packed in handy plastic kits of 19 grad- 7 

uated decimal thicknesses; they’re safe to stock, preferred in the shop. CLOVER MFG. CO., Norwalk, Conn. 


CONSUMER 





Special spacers—thicknesses greater than 


’ : : : . There’s the same preference for De- 
-125°—available in popular sizes, machined - 
: Sta-Co Shim Stock and Feeler Stock. 
bar stock, hardened and ground, with stand- They're Precision Packages, too. © L ov -% Pad 


ard keyways and thickness identification. Don't Delay. Write Today. 


Write for catalog and price list. 
- 
DETROIT STAMPING COMPANY ry 


332 Midland Ave Detroit 3, Mich. 
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AAAAAAAAAL 


SOCKET CAP SCREWS 
Precision made—class 3 fit. 


FLAT HEAD 
SOCKET CAP SCREWS 


Fit standard countersink. 


SOCKET STRIPPER BOLTS 

Accurately ground shoulder. 

SOCKET SCREW KEYS 

“Glove” fit between socket 
and key 


SOCKET SET SCREWS 


New | super-smooth ground 
thread. 


SOCKET PIPE PLUGS 
Made of special alloy steel. 


EMiiud(—= ] & 


A COMPLETE LINE — BEST QUALITY 


“Blue Devil” socket screw products are available from stock 
in a wide selection of standard sizes and lengths. They are 
made by specialists in socket screw manufacture in a plant 
which is entirely devoted to the manufacture of “Blue Devil” 
hexagon socket screw products. 


Sold through industrial supply distributors 
Write today for further information 


4455 N. KNOX AVENUE « CHICAGO 30, ILLINOIS 


11 Park Place 
New York 7, N. Y 
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J. J. Stephens 


Strong, Carlisle & Hammond 
Elects Stephens President 


J. J. Stephens, vice president, treas- 
urer and general manager of Strong, 
Carlisle & Hammond Co. since 1940, 
has been elected president of the firm 
and re-elected treasurer. 

Mr. Stephens, a native of Cleve- 
land, has been associated with the 
company for 44 years. He succeeds 
G. J. Zimmerman who retired last 
December. 

Mr. Stephens started with Strong, 
Carlisle & Hammond in 1904 as book- 
keeper. He became office manager in 
1915, then cashier and credit man- 
ager. In 1923 he was named assistant 
treasurer and the following year was 
elected to the board of directors. From 
1925 to 1932 he served as secretary 
of the firm, and in 1933 he became its 
treasurer. 


Miller Named Sales Manager 

Of Goodyear in Chicago 
Charles B. Miller has been ap- 

pointed district sales manager of Good- 


year Tire & Rubber Co.’s Mechanical 
Goods division at Chicago, Ill. The 





Charles B. Miller 





FOR FAST GRINDING, POLISHING, 


SHAPING, DEBURRING, CHAMFER- 
ING, SQUARING, CONTOURING, 
etc., ON ALL METALS, PLASTICS, 
CERAMICS, WOOD, BONE, RUBBER, 
GLASS AND OTHER MATERIALS. 


Model 50-D 
Combination 


The HAMMOND 50's are available in 
many combinations in bench, floor and 
with self-contained dust collector. All 


employ cool, fast cutting abrasive belts. 


Model 

50-A 

Combination 

* WRITE TODAY FOR NEW 
20-PAGE CATALOG No. 325 
SHOWING COMPLETE LINE — SOME 


te 


TERRITORIES STILL OPEN. 


1610 DOUGLAS AVE. © KALAMA 
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14 Reasons Why 


MOTO-TO0L SELLS FASTER 





“Pocket-Size Machine Shop” Produces 


Dremel’s famous Moto-Tool . 
that does big jobs . 
ing to set production. 


the little electric grinder 
. Proved itselt cuts © the war Wontiag, F oly. 
Electric, 

house, Remington Arms, Ford A. ao plants . 
by the Armed Forces. Wherever bench work is os. in 
proms tg | metal, polishing or grinding tod hand, there is a 
market for another Dremel Moto-Tool ... and a continuous 
demand for Dremel accessories. 


LOOK AT THESE 14 MOTO-TOOL FEATURES 


wh a | automatic @ Easily replaced @ Sliding snap 

chuck fock pin. commutator brushes. type switch. 

s Sesame: action, @ Dust-filtered @ Handy hanger 

wrenchless chuck. alr- ae vee. hook; cord pro 
Oil-less, sealed, @ About 27, tector. 

trouble-proof bearings R.P.M. “cute el Speer 


@ Oversize armature 
ed, Sturdy, chooks: root 


shaft, harden 
ground and polished. bakelite housing. 
é Housing has “‘pen- anc 


& a — universal 
type or. i-type”’ finger grip. less operation. 





e ° ve only 13 oz. 
° Oi eens to Mt the 


2 Dynamically 2a 


Profits 


APPROX. 
27,000 
R. P.M. 


MOTO-TOOL KITS PROVE POPULAR 


Moto-Tool Kit No. 2, with 23 accessories (high speed stee] 


. Cutters, 


grinding wheels, 


polishing accessories) 


and 


heavy-duty professional Model 2 Moto-Tool in natural 


finish, hardwood case . . 
No. 2, with one emery point. . 
Tool Kit No. I is again available . . 
' Moto-Tool and 34 accessories . . 
1 Moto-Tool with one wheel point . . 


. list price $23.50. Moto-Tool 
- list price $16.50. Moto- 


.- has Model 1 


. list price $17.50. Model 


- list price $9.85. 


Write Today for Catalog and Distributor Prices 


DREMEL MFG. CO., °¢ 


Dept. T-438-G « 


Racine, Wis. 











For years the choice of good craftsmen. 
obtainable . 
hardness. 
numbered for identification. 








DAMASCUS STEEL PRODUCTS CORP. e 
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TOOLS YOU CAN’T BEAT 


- made of the finest steel 
. electrically tempered and diamond point tested 
DASCO Tools are beautifully finished and individually 


SOLD BY LEADING JOBBERS 


ROCKFORD, 


for 





ILLINOIS 











WHEN YOU SEE THIS 
ON AN END MILL.... 


... you know you are sell- 
ing a tool specified by men 
who want faster cutting 
and longer end mill life. 


Putnam end mills are the best that years 
of specialized experience and careful 
manufacturing can produce. They are the 
country’s most complete line of regularly- 
stocked, catalog-priced end mills. More 
than 800 standard types and sizes, recog- 
nized for their dependable performance, 
are available for immediate delivery to 


keep your inventories complete. 


As a result, you enjoy a high level of sales _ 


and profits, plus greater repeat orders 
from satisfied customers. Putnam's aggres- 
sive advertising, prominently displayed in 
leading trade publications, further assures 
you increased sales by creating maximum 
trade acceptance. 


That’s why leading mill supply distributors 
prefer and SELL Putnam End Mills. 











2981 CHARLEVOIX AVENUE . DETROIT 7 MICHIGAN 
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district embraces Illinois, Wisconsin 
and Southern Indiana. 

Mr. Miller succeeds Guy E. 
McMahon, who will remain in Chi- 
cago as special representative for Good- 
year industrial rubber products. Mr. 
Miller is succeeded in Akron by Wil- 
liam F. Burdick. 


Marshall-Newell Issues 
800-Page Catalog 


The new Marshall-Newell Supply 
Co. catalog, just out, contains a total 
of 800 pages. 

In addition to listing a complete 
line of industrial supplies, some 200 
pages of the new catalog are devoted 
to builders’ hardware, for the service 
of contractors and architects. 

Recent promotions at the San Fran- 
cisco firm include the advancement 
of George Nelson from corporation 
salesman to outside salesman on East 
Bay territory. Mr. Nelson was a para- 
trooper during the war, in the 82nd 
Airborne. ; 

Herman Persson, veteran salesman 
of the company who recently injured 
his shoulder, is on the way to recovery. 


Eaton Mfg. Co. Promotes 
R. C. Ochs To Manager 


R. C. Ochs has been advanced to 
the position of sales manager of the 
Saginaw Dynamatic Devices division 
of Eaton Mfg. Co., Cleveland. The 
Saginaw (Mich.) division is manufac- 
turing electro-magnetic drives. 

Mr. Ochs worked in the Engineer- 
ing Department of National Acme 
Co., after his discharge from the serv- 
ice. He joined Eaton in 1947 as sales 
engineer for the division of which he 
is now sales manager. His assistants 
will include R. E. Linn and W. W. 
Dolan. 


R. C. Ochs 





LITERALLY PAPERED with photographs of industrial buildings which have been 


- by Western Metal is the office of A. M. Wright, right, shown with Kenneth 
. Perry. 












































ALL INTERIOR is the new warehouse of Western .Metal, with thin, space-saving 


columns and a high flat ceiling for added storage, maximum lighting, 


stacking. — 


“STUDENTS” WHO ATTENDED the recent April class in product and sales 
training held by Manning, Maxwell & Moore, Inc. of Bridgeport, Conn., included, 
front row: R. Davis, American Radiator, Lima, Ohio; A. Lindenschmidt, Drake 
Supply Co., Evansville, Ind.; K. Greene, Greene-Wolf Co., Brooklyn, N. Y.; F. Felle, 
Hajoca Corp., Newark; E. M. Dunlap of Manning, Maxwell & Moore, Bridgeport, 
Conn. Second row: C. Keddle, H. B. Kimmey Co., Plattsburg, N. Y.; H. T. 
Williams, Barrett-Christie Co., Chicago; C. West, International Supply Co., Provi- 
dence, R. I.; V. C. Helm, Central Rubber & Supply Co., Indianapolis, Ind. and 
C. W. Blakesley, Manufacturers Selling Co., Trenton, N. J. 


238 INDUSTRIAL DISTRIBUTION © JULY, 1948 


Western Metal 
Builds New Warehouse 


When the Western Metal Supply 
Co. of San Diego, Calif. found itself 
in the market for a new warehouse 
recently, it also found another cus- 
tomer for a Stran-Steel building. For 
the company is distributor in its area 
for that type of industrial building 
and has first-hand knowledge of its 
usefulness. 

The new warehouse is 200 ft. by 
80 ft. and adjoins a paved pipe yard 
of the same dimensions. It will be 
used for warehousing products other 
than steel that do not require crane 
service but can be handled on pallets 
by lift trucks. The sectional, gable- 
roof type of construction adds to in- 
terior height and gives additional 
space for high stacking. 

A previous account in INDUS- 
TRIAL DISTRIBUTION reported 
how Western Metal took on the dis- 
tribution of Stran-Steel industrial 
buildings two or three years ago, at 
first concentrating on the Quonset 
type. They have sold such buildings 
throughout the San Diego Area. 

Later came the development of the 
pre-fabricated straight side wall type, 
truss or rigid frame building, which 
appealed to those who desired the 
square interiors and conventional out- 
ward appearance—and opened up a 
whole new market for Western. 


Keasbey & Mattison Co. 
Celebrates 75 Years 


“Anniversary in Ambler”, a thumb- 
nail booklet sketch of Keasbey & Mat- 
tison Co., Ambler, Pa., manufacturers 
of asbestos and magnesia products, has 
just been issued by the company on 
the occasion of its 75th Anniversary. 

The booklet treats with the history 
of asbestos fabrication (which began, 
believe it or not, away back about 450 
B. C.), the research and development 
of the firm to its present industrial 
capacity and its many kinds of prod- 
ucts, and closes on a note of broad 
hope in the company’s future. 


Edward E. Loesch 
Joins H. D. Taylor Co. 


Edward E. Loesch has become asso- 
ciated with the H. D. Taylor Co., 101 
Oak Street, Buffalo, N. Y., as a spe- 
cial representative for the bearing 
division. 

Mr. Loesch has specialized in ball 
and roller bearings, bronze and bab- 
bitt, for the last 12 years. Formerly, 
. was with the S. H. Pooley Belting 
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“PARTS OFF’ 
MANY 
MATERIALS 


All hot and cold 
rolled rods 
Stainless steel 
Chrome Molyb- 
denum 
Aluminum Brass 
Copper Bi-metals 
Many types of 
plastics 
Fibre Rubber 


ALS 


Rod Cutting 
at High Speed 
with the New 


DI-ACRO ROD PARTER 


This newest member of the DI-ACRO “DIE-LESS 
DUPLICATING” family of Machines brings you accur- 
acy, speed, capacity range and ease of operation fully up to 
the standards of DI-ACRO Benders, Brakes, Shears. 

Do you require precision? The DI-ACRO Rod Parter holds 
tolerance to .001” on duplicated cuts. The ends are square, 
and roundness is maintained 

Do you want speed?—The Rod Parter exceeds output of 
other methods with equal accuracy, on rods and bars up 
to 5%". Torrington Roller Bearings incorporated in an 
exclusive multiple leverage arrangement provide remark- 
able ease of operation in both heavy and light materials. 
SAi.EsS FOR YOU! There is widespread interest in the DI-ACRO 
Rod Parter, also DI-ACRO Benders, Brakes, Shears, 

Notchers, Punches. Send for Catalogue and com- 

plete dealer information. 


Pronounced *"DIE-ACK-RO"’ 





312 EIGHTH AVENUE e@ LAKE CITY, MINNESOTA 





STEGS 


New York 


Atlanta 


AMD WIRE COMPARY, 
WORCESTER 1, 


Philadelphia 
Houston Tulsa 





Alarm clock, electric razor, tele- 
phone, automobile, typewriter, cal- 
culator, switches and electric motors, 
pruning shears, push button radio 
controls and... yes, the juke 
box—the list goes on andon. . . 
all function because of dependable 
wire springs—JOHNSON XLO Music 
Spring Wire, the wire of a thousand 
uses, made under strict laboratory 
control all the way from mine to you. 


pve G.. 
MASS. 


Cleveland Detroit Akron Chicago 





Los Angeles Toronto 
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RETOOL FOR 


oll. 


“ond ee 


WITH 


NORTHERN 


HIGH-LIFT ELECTRIC 


HOISTS 


Faster, safer work handling 
is required to get the most 
good from higher speed, 
carbide-tipped cutting tools. 
NORTHERN HI-LIFT 
ELECTRIC HOISTS 
cut load and unload time 
—assure steadier production 
—cut setup time. 


Also OVERHEAD CRANES 
—TRAVELATORS and 
other NORTHERN mate- 
rial handling equipment. 


- 
eases 


x 
\ et US SEND YOU \ 


X 
‘BULLETIN NO. 116-H 


‘ 
1 
co 


4 
aa 


NORTHERN 
ENGINEERING WORKS 


2615 ATWATER ST. 


DETROIT 7, MICH. 





More Uses... 
More Sales for 
“YANKEE” 

VISES 


“Yankee” 1993 Vise, removed from swivel 
base and held securely by “Yankee” 2993 
Vise Clamp for drilling and tapping. 





=) 


cn 
Dinah mounted Vise lifts 
on quick-release on and off 
swivel base swivel base 





Sides, bottom 
and front end 
accurately 
machined 


Machine-mounted 
with 


“Yankee” Clamp 














Every customer of yours has small 
jobs on which “Yankee” Vises can 
make big savings. Stress the con- 
venience of “Yankee” Vises and 
Vise Clamps and you'll sell him. 


“Yankee” Tools now part of 


Reg. U.S. Pot. Off, 


The tool box of the world 


NORTH BROS. MEG. CO 
Philadelphia 33. Pa. 
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MOVERS 


Help to relieve 
freight car 
tie-ups 
© POWER KING 
© NEVERSLIP 
® SLIP-PROOF 
® ADVANCE 
SAFETY 
CAR 
WRENCH 


Your customers 
can select the 
type of car mover 
to give them the 
utmost efficiency. 
Sell this equip- 
ment for safety 
and speed in all 
railyard jobs. We 
give prompt serv- 
ice on orders and 
sell only thru dis- 
tributors. 


ADVANCE CAR MOVER CO. 


APPLETON, WISCONSIN 














(tact WELDED STEEL) 


SUPPLY CANS 


BRAND 


specify THE TREE SERVICE 


FOR LONG, TRO! ouB_tE 


These sturdy Eagle Supply Cans 
for gasoline and oil are really leak- 
proof, because they have no seams 
or joints. Bodies are drawn in one 
piece... breast and body are elec- 
trically welded together. Spout, 
threaded collar and ears are all 
welded to can. Bottom is rein- 
forced with heavy steel hoop. Every 
can tested under air pressure. 1, 
2 and 5 gallon capacities. 


Order from your Distributor. 


EAGLE MANUFACTURING CO. 


Dept. 1D 748 


‘@ Wellsburg, W. a 
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REDUCE POWER COSTS WITH 


ROTARY PUR 


Compact, built-to-take-it Roper Series “K’’ pumps are especially 
adaptable to confined spaces... reduce power costs... cover a wide 
range of jobs pumping clean liquids at capacities up to 50 g.p.m. 
They are self-lubricated by liquid pumped, handle total suction 
lifts up to 25 feet, come equipped with mechanical seal or packed 
box — with or without relief valve. 


Venturi suction and discharge principle provides properly pro- 
portioned distribution of liquid pumped, thereby minimizing 
energy loss through turbulence, cavitation, or friction. 


Series “K” pumps can be direct connected, belt or chain driven... 
operate in either direction... available in 34 to 50 g.p.m. sizes, 
pressures to 150 Ibs. p.s.i., speed 1740 r.p.m. 


SEND FOR 
CATALOG 


Illustratéd literature describes 
models and specifications of 
pumps in the Roper line. Ask 
for yours today. 


GEO. D. ROPER CORP., 337 Blackhawk Park Ave., Rockford, Ill. 
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Cie 


2 game: 0 
me 


A day’s work of order filling is scanned 
by Raymond Lanieri of the inside staff 
at Southern Machinery & Supply Co., 
New Orleans. 





National Serew Elects 
F. G. Hodell A Director 


Following the merger'of The Ho- 
dell Chain Co., its president, Fred 
G. Hodell was elected a director and 
vice-president of National Screw & 
Mfg. Co., Cleveland, Ohio, at the 
firm’s annual meeting. 

Charles F. Newpher was elected 
executive vice-president. All other di- 
rectors and ofhcers of National Screw 
were re-clected. 


Cherry Rivet Co. 
Purchases New Plant 

The Cherry Rivet Co. of Los 
Angeles, Calif., recently purchased an 
additional plant for the manufacture 
of rivet hand and automatic guns and 
accessories. 

The new facilities are located adja- 
cent to the company’s present plant 
and general offices at 231 Winston 
St., Los Angeles, and a floor area is 


available to the company of some 
14,000 sq. ft. 





The newly organized city order and 
inventory control department of the 
Webb Belting & Supply Co., Kansas 
City, includes left to nght, Estelle Phil- 
lips, Rolla Brooks and Lloyd J. Galvin, 
William D. Glick (right) newly ap- 
pointed sales manager for this dis- 
tributor checks an order with Mt. 
Galvin. 
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GOOD 
SELLERS 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly ... safely 
with a Nolan Car Door 


eeees, Somnenes a F 0 R A L L 
mart os See bende i N D U S T R } A L U S E S 


i loadi ts. : 
- ae yong sa — .. - Because it’s made on the most modern 
wire rope machines in use today. All types 


NOLAN PULLER JACK AND and constructions for all industrial pur- 


poses; Construction, Mining, Logging, 


LOAD BINDER Drilling, Marine, Pit and Quarry work 













(formerly Anchor Puller Jack) and other uses. Write for recommenda- 
Used in industrial machinery and tions and prices. 
plants, construc- other heavy arti- Same teitiorios anil ; 


tion work, quar- 
ries, mines and oil 
fields for moving 






\ cies, Two cypes: open for distributor- 
* ships. Write for full 


particulars. 


SUNBURY WIRE ROPE 





















Smee | MANUFACTURING CO. 
¥, ton, 8 ft. load chain, 3 ft. tail chain. 880 South Second St., Sunbury, Pa. al 
NOLAN GEAR PULLER I 
(formerly Anchor Gear Puller) ae n 
ARMSTRONG-BRAY 

GEAR ahd WHEEL i 

PULLERS THE RIGHT ; 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 
dustries are big 
users. 


NOLAN TRACK BRACES 


(formerly Anchor Track Bra<es) 


FOR EVERY JOB 


LEMPCO "reese" | 


... enables you to select the correct pressure 
for every job: press fitting, assembling, bend- 
ing, straightening and die try-outs. Pressure 
builds from 0 to 60 tons in just four seconds. 
Movable head permits rapid centering of 
ram over work. Adjustable bolster accom- 
modates large and small jobs. Strong, sturdy 





Quickly and easily pull gears, 
wheels, pulleys and bearings 
off of shafts without damage 
or breakage. » 







Improved designs makethem ‘ 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 








12 types, 40 sizes—2-arm, 
3-arm, standard and special 
STEELGRIP Pullers with drop 



























a vt 2 yet Sra _ ee forged arms end heat treated construction assures safety factors in excess 

where service is screws as well as CHAINGRIP of the limits of the 

severe. Can Universal Pullers that reach to press. 

be used fe.) considerable distances from LempcoPressurematic 

aoe one end of shaft. Presses are made in Siatant 

againfor 7 . ° xclusive 

quick, Write for Catalog electric and hydraulic Automatic Pressure 

easy, low j models, in 20, 40 and Control—stops ram 

cost repairs, =a : ARMSTRONG-BRAY 60-ton capacities. Each poeta 
will pay for itself many costly,spoilage, 

All Nolan products are & COMPANY times over in your speeds assembling 






- operations. Ideal for 
shop. Write for fully- production line. 


illustrated catalog. 


LEMPCo 


5742 DUNHAM ROAD e BEDFORD, OHIO 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 


carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
li8 PENNSYLVANIA STREET * BOWERSTON, OHIO 
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Henry R. Greenley 


Morse Chain Co. Holds 
National Sales Meeting 





More than forty salesmen from 
all parts of the country recently at- 
tended the annual sales meeting of 
the Morse Chain Co., a Borg-Warner 
affiliate, in Detroit, Mich. 

The agenda included a discussion by 
I’. M. Hawley, president and general 
manager, of the past and future busi- 
ness prospects for mechanical power 
transmission products. Other speakers 
included R. P. Johnson, vice-president 
and assistant general manager, on 
“Managements Support of Sales 
Objectives.” 

The second day of the meeting was 
given over to discussion of the new 
Morse Silent Chain and Sprocket 
standardization by R. J. Howison, gen- 
eral sales manager. Mr. Howison an- 








c nounced, also, the formation by Morse 
of a new Morse-Formsprag Sales De- 
. partment, which will market an en- 
|. tirely new line of over-running 
e clutches. Henry R. Greenley will 
. manage the new department. 
t The last dav of the sales meeting 
‘ was devoted to the how and why of 
; merchandising through distributors 
and a general discussion of various 
" subjects. 


Dayton Rubber Co. Opens 
Sales Service Office 


Dayton Rubber Co. has opened a 
new sales service headquarters and 
warehouse facilities at 1055 Spring 
Street, N. W., Atlanta, Ga. A mod- 
ern building has been constructed to 
serve customers in the Southeastern 
area. 
John M. Hubbard is district man- 
ager of the division. 








The New Streamlined Pair of 


Portable 


<< 
Side Handle Removable 
















for Close-quarter Drilling 


MODEL .500 


Y2-Inch Electric Drill with Jacobs Key 
Type Chuck. Complete Weight Only 
9 Pounds. 


$3,465 





MODEL .250 


Va-Inch Electric Drill with Jacobs Key Type Chuck. 
Complete Weight Only 31. Pounds. 
Small Diameter Body for Close-Quarter Drilling 


In Every Way— 
A Sales Opportunity 
PRICE - POWER - PERFORMANCE 


These drills are the latest in streamline design. In its 
capacity range, each represents an advancement in the 


$19% 


combination of high power, quality and refinement in 
construction, and long-life performance. Due to the shape, 
| size, and light weight, each offers a new handling ease and 
convenience that readily appeals to the user. These drills 
are what you would expect at much higher prices. 


Get the full particulars on these low-priced, quality-built, 
guaranteed Portable Electric Drills. 


PORTABLE ELECTRIC TOOLS, 


255-59 West 79th Street, Chicago 20, Illinois. 


INC. 


Electric Drills 


Fractional HP Motors ° 





Spin-A-Brush 
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m 1WO WELL KNOWN 


CA SOEAST SELLING 
SEALING COMPOUNDS 


Your Key to Added Profits 












KEY GRAPHITE KEY-TITE 
PASTE ...for sealing pipe 


.-.an excellent joints on lines car- 
sealer for all lines rying water, gas, 
carrying oil, gas- low-pressure steam, 
oline, kerosene compressed air. 
and high-pressure Does not affect 
steam. Lubricates taste or odor of 
as it seals. potable liquids. 





Pipe joints sealed with Key Pipe Joint Sealing Compounds . 
positively will not leak, yet are easily opened, for Key will 
not freeze in the joints. A profitable repeat item. Nationally 
advertised. Attractively packaged. Immediate delivery. 


Inquire about available territories for distribu- 
tors...ask for free samples and full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, Ill. 











GENERAL PURPOSE 


, 
Y TUNGSTEN CARBIDE TOOLS 









Willey’s General Purpose Tung- 
sten Carbide Tools, suitable for 
machining cast iron, tough hard rub- 
ber, fibre, bakelite and tough alloy 
steels. They are low in price, and give 

increased production with lower costs. 
Prompt deliveries on these standard tools. 


New, Willey’s 710 


This new, steel cutting grade of Carbide, just 
announced for cutting through alloy steels can be 
used to tip any of the tools shown in Willey‘s 
Catalog — or for making special tools to your 
specifications. 






Catalog 30 
Now Ready 


Write on Your Business Letterhead 


NEW DESIGN MASONRY DRILLS 


Needed by every maintenance man. Drill concrete, brick, slate, 
marble, tile, asphalt, carbon, asbestos, plaster, wall board 
nearly twice as fast. Quiet, efficient, stay sharp many times 
longer. Used with any portable rotary drill. Goes for weeks 
without resharpening. Sizes from 3/16” to 2” diameters. Get 
a set from your supply house today, at new low prices. 


Get Willey’s Tools “Over the Counter” 


Some territories still open for Willey’s standard and special 
cutting tools, drills, reamers, grinders, and diamond tools. 
Write for full information and new Catalog No. 30, and special 
circular covering tools by the package. 





Buy Willey’s Standard Tools 
by the box from your Mill 
Supply Houses. 


WILLEY’S CARBIDE TOOL CO. 


1342 W. Vernor Highway Detroit 1, Michigan 
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Always “the same 


Dollar bills are always the same — 


just so wide, just so long, just so 
green — yet nobody tires of them. 
Fact is everybody — manufacturers, 
shop owners, garage men, farmers, 
dairymen — would like more dollars 
on the profit side of their ledgers. 


Here’s where you can help them 
increase their profits. Sell them on 
the same old story of ‘Budgit’ Electric 
Hoists—how these sturdy hoists, with 
their fast, easy lifting of loads, will 
add to their profits by increasing pro- 
duction and thereby lowering operat- 
ing costs. How they safeguard work- 
ers from personal injury, thus reducing 
‘Budgit’ 
Hoists allow workers to turn the 


compensation costs. How 
energy they'd waste in useless manual 
lifting into increased production. 


Yes, more than one person will 
profit every time you tell the same 
old story about the efficient lifting 
and load-handling jcb done by 
‘Budgit’ Hoists. The man who installs 
a ‘Budgit’ lowers operating costs, has 
more money for new equipment, in- 
creases his output, pays better wages. 
Workers’ satisfaction with their jobs 
increase, so does their production, 
their earning power. You, too, will 
benefit from increased profits. We 
through the sale of our products. 


We'll be glad to send you 
more copies of Bulletin 
No. 371 any time you 
need them. Write us. 





MAXWELL 


BUDGIT 
Hoists 


MANNING 


MANNING,MAX WELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
















: 















i 4h 
BRIGHTEN 


your profit picture with 


_B-RIGHT-ON 





SOCKET SCREW PRODUCTS 
























r so 
a Premium products put bigger 
ers, profits in your pocket! 
lars 
compare your profits 
rem on top-quality Brighton Socket 
on 
orte Screw Products with those 
= SM) Plate Screw earned on ordinary fasteners. 
a 4-4 a 
ro- a: 7 
me These Premium products bring plenty 
ing of repeat business. 
git’ 
the 
_ Brighton's large stocks are com- 
plete and centrally located for 
ill 
an prompt, efficient service to you and 
“sd your customers. 100% dealer 
Ils cooperation policy . . . plenty of 
as 
_ hard-hitting selling aids. 
>S. 
bs . ea 
. An authorized distributorship may be avail- 
. able in your locality. Check this opportunity 
today. 
wy 
/, OCKET SCREW PRODUCTS 
d 
THE BRIGHTON SCREW & MFG. CO. 
d 





1827 READING ROAD CINCINNATI 2, OHIO 
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SS 
A good left hand—for thumbing 
through company catalogs—is essential 
equipment at Columbus Iron Works, 
Columbus, Ga., says Glenn L. Nesmith 
and E. L. Anthony. 





Recent Appointments 
Made At Thermoid 


In line with its expanded sales and 
manufacturing program ‘Thermoid 
Co., Trenton, N. J. has announced 
the following personnel changes in 
the Industrial Sales Division: 

Jack Brand, formerly an assistant 
sales manager for the Automotive 
Replacement Division at ‘Trenton, 
will handle industrial sales for the 
state of Colorado, with headquarters 
at Denver. 

J. J. Chamberlain, formerly asso- 
ciated with Pioneer Rubber Mills of 
California, will handle industrial sales 
in the state of Washington and the 
northern half of Oregon, with head- 
quarters in Seattle. 

E. J. Dunlap has been transferred 
from ‘Trenton, N. J. to San Francisco, 
Calif., where he will have charge of 
industrial sales for the northern half 
of California and southern Oregon. 

Jack Wright, Salt Lake City, Utah, 
has been assigned industrial and oil 
field sales in Utah, Idaho, Wyoming, 
Montana and Western Canada. 








Chief of the accounting 
for Muskegon Hardware & Supply 
Co., in Michigan is L. L. Cooper (at 
desk), assisted by Eileen Morrissey, 
Betty DeVos, Gerda Hager, Morrie 


department 


Barnes, Eleanor Haase and Beatrice 


Vanderlaan. 


























For 
PACKING 
wth 
BACKING 

Ss 


ce 


Waren your customers ask for 
Linear Packings they know 
they are getting the best that 
precision engineering can pro- 
duce. Linear specializes in 
packing—a complete line that 
meets practically 100% of seal- 
ing problems encountered. In 
handling Linear you are as- 
sured of service, quality and 
profit. 


Assesros, flax, jute, sheet, 
gaskets, moulded fabric, semi- 
metallic, duck and rubber, and 
moulded synthetic rubber are 
only a few of the quality- 
controlled mechanical packings 
flowing daily from Linear’s fac- 
tories to meet the increased 
demands of industry. 


Linear welcomes new busi- 
ness from old and new custo- 
mers alike. Our price basis will 
permit and encourage you to 
compete aggressively — with 
good profit to you. Our engi- 
neering experience and knowl- 
edge are at your disposal to 
aid in training your sales force. 


On standard types or hard-to- 
get items, let Linear serve your 
packing needs! 


PERFECTLY ENGINEERED PACKINGS 


Linear 


LINEAR, Inc., STATE ROAD & LEVICK ST., PHILADELPHIA 35, P 























This exclusive Hargrave Hydraulic Clamp 
Tester quickly and accurately applies any 
load up to 30,000 Ibs. (15 tans) to each 
Hargrave clamp. 
No Hargrave trademark for him! Individually 
power tested under pressures far above rated 
capacities, Hargrave clamps must be stronger, 
tougher, and flaw-free to make the grade. They 


| stand up under pressure, give satisfactory serv- 
| ice on the job. With twenty-five different pat- 
| terns in a size for every purpose, they're built to 
| fit your selling needs, give customers better, 
| longer service! Openings from 1 in. to 10 ft. 


WRITE FOR 
COMPLETE CATALOG 


4032 Montgomery Rd. 
CINCINNATI 12, OHIO 














No. 32A, “Mechanic's Favorite’’ Torch, first choice in industry for peerless 
performance. Sold through leading jobbers everywhere. 


Write for New Catalog... 


CLAYTON & LAMBERT MFG. CO. 


1716 DIXIE HIGHWAY e LOUISVILLE 10, KY. 
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JOHNSON , 


Want real speed? ce 1] 















YOU GET MORE SPEED with the Johnson 
because of its greater stability, the excep- 
tional rigidity of its three-point-supported, 
heavy bed, and equally vital, the vibra- 
tionless stiffness with which the saw is 
held to the work by its wide supporting 
guide rolls. All this simply means that the 
saw blade can be pushed harder, will last 
longer, and will cut more accurately and 
closer to tolerance, which in turn means 
a further saving in material and machin- 
ing time. 


Every important dimension in the machine 
is generous. Bandwheels, 16” diameter, 
give plenty of grip on the blade and cause 
mighty little twisting or bending stress. 
Wheel axles are extra-heavy, with large 
auto-type roller bearings. Pivot bar is of 
extra large diameter. And the capacity of 
the machine, 10’ high, 18” wide, covers 
just about every cutting-off need for any 
shop. 


a 
Mode in two types—dry cutting for gen- 


eral work, wet cutting for high production. 
Casters for quick portability if desired. 







Write now for 
the descriptive 
catalog, and the 
address of the 
dealer nearest 
you who displays ~ 
this machine. 





Big capacity—10” x 18”—all you need—Auto- 
matic, hydraulic feed, quick adjustable from 
front of machine. Quick-setting vise, operated 
from front of machine. Stop for setting work, 
duplicating length shut-off. Four motor 
speeds. Automatic shut-off at end of cut. 


JOHNSON 


HERE’S an ITEM 
in a Class by Itself 








MANUFACTURING CORP. 
618 CHRYSLER BLDG., 
NEW YORHR. 17, @. =. 





HEADQUARTERS 
0) 


“BELT 
SAVER” 
Pulley used 
on bucket 
elevator 





Used asa 
tail pulley on 
belt 


conveyor 





Distributors sell- 
ing “BELT-SAV- 
ER” Pulleys know 
by actual expe- 

_» rience that they 
ae are rendering an 
outstanding ser- 
vice to their customers. By replacing ordinary pul- 
leys with “BELT-SAVER” on conveyors and buck- 
et elevators carrying hard or abrasive materials, 
conveyor belt life has been tremendously increased. 
Case after case is on record and open to complete, 
careful investigation showing actual improved belt 
life increases of from 25 to 40%. Continued repeat 
orders from distributors prove that “BELT-SAVER” 
is in a class by itself. Full details on request. 









PULLEYS 















BEARINGS 






SPROUT-WALDRON & CO. | jae 


MUNCY, PA. 
CONVEYORS 


Manufacturing Engineers Since 1866 
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IT PAYS 10 


Sel/ 


BUY QUALITY 



































HEAVY-DUTY 
INDUSTRIAL 
SHEARS 













@ These heavy trimmers prove 
their mettle in lasting service. 6” 
to 12" long for varied industrial 
uses. Hardened and tempered, 
nickel plated or polished steel 
blades, straight or bent handles 
...manufactured in both hot 
drop forged solid steel and in- 
laid blade patterns. 

Ask also about our solid steel 
and inlaid blade tinners’ snips. 


THE HENKEL-CLAUSS CO. 
FREMONT, OHIO 
New York Offices: 1107 Broadway  WAtkins 9-6797 


Lttblisss 


SHEAR QUALITY 


Anes 77 





























BALL 
BEARING 


VALLEY crinbers 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance | 
count. These grinders are all powered by Valley Motors | 
and every unit is built to a single high standard of quality. | 
This means complete satisfaction in service which builds | 
profitable demand for these efficient, low-cost tools. 


Valley Electric Corp. | 


4221 FOREST PARK BLVD. e ST. LOUIS 8, MO. 


























Buy a CARLSON RULE 
aud ae aaa 


WITH 
10-SECOND 
BLADE 
CHANGE 





BY GETTING 
AN. EXTRA 
BLADE 


With a Carlson Rule you can buy an extra blade 
for about 14 the cost of a new rule. When a blade 


is accidentally damaged or numerals become worn, 





you don’t have to buy a new rule. Just get an extra 

blade and insert it without opening the case. 

Presto, in 10 seconds, a ‘‘new’”’ rule for 2 the cost! 
> 


CARLSON & SULLIVAN, INC., Monrovia, Cal. 


CARLSON Byiji 8 ees 
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SODERI 


<@ All around flux in 
powder form . 

soders all metals but ; 
aluminum... takes 
quick = and holds 


aci 
packed. “in metal or 
glass container 


Standage Formula 
for all metals 
17,000 pounds to 

the’ square inch with 
no gumming, fumes, 





or corrosion. Use AL- : a 
NG LEN Special Formula SODERING 


SALT for Stainless Steel 


and Aluminum.» LIQUID 


FLUXES 


for 


SODERING 


BRAZING 
WELDING 


@ Standard Formula 

- », fast working, 
corrosion free, sott 
form of flux . ad- 
heres to surface while 
you soder . . . makes 
soder self fluxing. 
Underwriter Ap- 
proved. 


Cleans and brightens 
sedating copper - 
outlives fibrous lumps 
does not crumble SOLID 


SODERING or corrode metal work SAL 


PASTE 


or tools on the job. ® AMMONIAC 


. ALLEN CO.) Inc. 


6731 BRYN MAWR AVE. 


CHICAGO 31, ILL. 





Better Saws from 


Better Heat Treating | 


. Heat-treating is an im- | 
portant phase of saw 
making. Skilled heat- 


treaters, supervised by 
a competent metallur- 
gist insure the quality 
of every Chicago Saw. 


Send for Bulletin 107 


CHICAGO SAW WORKS 


5030 S. Wentworth Ave., Chicago 9, III 
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CAPITAL 


INDUSTRIAL 


BRUSHES saxo BROOMS 
There's always a right "TOOL” 
for a given job............ 


Help your customers to big savings in the expensive work of mainte- 
nance and cleaning. The best kinds of equipment must wear out BUT 
CAPITAL Brushes and Brooms will give more for every dollar invested. 
There is the right “TOOL” for a job in the complete CAPITAL line. 
Good profits can be made selling this very necessary equipment and 
we suggest to our users that they buy thru their local distributor. 








ome ; “RED CAP” METAL 
William A. Boone CASE BROOM 


Bell & Gossett 
Advances W. A. Boone 


William A. Boone has been pro- PUSH BROOMS FLOOR BRUSH 
moted to the position as assistant sales 


manager of the Belk & Gossett Co., Beef Washing Brooms Push Brooms 

Morton Grove, Ill. He will make his a _ INDIANAPO LIS Sone Soaswieg Brooms 
H ndustria i 

headquarters at the home office in cn Teena BRUSH AND BROOM + elle sm 

Morton Grove. Whisk Brooms iiies-aad ie 


Mr. Boone has been with the firm Textile Brooms MFG. CO. Washer Brushes 


since 1940 and has been active in the pac ay me Brooms Corner Brush and Broom Streets Counter Brushes 
} j VIC) , oac rooms 
industrial division of the company. pn nll nl INDIANAPOLIS, INDIANA — Scceial, Brockes 


Parlor Brooms Est. 1890 Street Rolls 











Barnes Takes First 
At Eastern Hardware Meet 











The new champion and low quali- WITH THE FAMOUS [WATIONALLY 


fier at the Eastern Hardware Golf ACCEPTES 


Association meet, held at Shawnee, RUBBER POPPET 
Pa. on May 19, 20, and 21, was Wil- 

son F. Barnes, Jr. of New York Wire ‘ 

Cloth Co., with E. H. Talmon of Im- 
perial Knife Associated Companies, 
Inc. as first flight runner-up. There 
were 168 members in attendance. 

Complete results of the meet were 
as follows: 

First flight winner, Wilson F. 
Barnes, Jr.; runner-up, E. H. Talmon. 
Second flight winner; Russell Hoehl, 
of Russell, Burdsall & Ward Co., with 
F. W. Berdan of National Carbon 
Co, as runner-up. Third flight win- 
ner: Miles T. Hutchinson, Roberts 
Hardware Co.; runner-up Douglas W. 
Franck, Safe Padlock & Hardware Co. 
Fourth flight winner: George J. Camp- 
bell, International Chain & Mfg. Co.; 
runner-up, Jack Hargreaves, Minne- 
sota Mining & Mfg. Co. Fifth, win- : ; 
ner; C. D. Merritt Reed Mfg. Co.; ALVES . invesrerery fil 
—— — DeJure, Joseph De- end leakage jan i.. save their — every doy 
ure Co. Sixth: winner, J. C. Han- ; ary- 
sen, Hansen & Yorke; runner-up, cost many fis l) in service Let vs on 
Harry E. Keenan, Phillips Hardware deal for jet plete ¢ 


Co. Seventh: winner, Hobart Phil- —— Ask for bulletin 401. 
lips, Herbert Hearn Hardware Co.; ander from your obber Mig. ¢ 
runner-up, L. E. Gilliard, Fayette R. 4 M.A. FORD ie ; 
Plumb, Inc. Eighth, winner, L. A. WHITE MACHINE WORKS 742 West First Street 


VanBuskirk, Behr-Manning Corp 
4 il FORT WAYNE 1, INDIANA D port, lowa, U.S.A. 
runner-up S. G. Russell, Columbian —— 





y our come 
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“the Outstanding Basic 


improvement in FLEXIBLE SHAFT 
Machinery in 25 Years” 





















The NEW Strand Rotoflex 4-speed gear drive Flexible Shaft 
Machine (shown upper right) is another step forward in 
Strand quality precision tools for faster, easier, more eco- 
nomical production work. The Rotoflex 4-speed gear drive 
employs a patented, new type of quick change gear drive 
utilizing 4 positive speeds by a unique and easy method of 
instantly changing from one speed to another. Rotoflex ma- 
chines are powered with totally enclosed ball-bearing motors 
having speeds from 850 to 9000 R.P.M., depending on motor. 



















Standard type Strand machines, (lower right) give portable 
rotary power at constant speeds with dependable results in 
all grinding, buffing, drilling, wire brushing and rotary filing 
operations. Hundreds of types and models from Ye to 3 H.P. 
available with suitable attachments for your specific re- 
quirements. 


Distributors in all principal cities 
Ask for Bulletin No. 43 and Catalog No. 30 

















N. A. STRAND & CO. 


5014 NO. WOLCOTT AVE. 
CHICAGO 40) O08. 



























* 
SOCKET 
SET SCREWS 
e 
SOCKET 
CAP SCREWS 
® 
HEADLESS 
SET SCREWS 
































ECONOMY PRODUCTS 


% Plant men like ECONOMY PRODUCTS because they help them to operate 
more efficiently and more economically. ECONOMY PRODUCTS make possible 
greater production with fewer shutdowns and delays—they make for smooth 
running assembly. Stock ECONOMY PRODUCTS for good business . . . be 
ready to supply Socket Set Screws . . . Socket Head Cap Screws . . . Headless 
Set Screws — your customers can profit by the use of these dependable, strong 
screw machine products. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE. CHICAGO 30, ILL. 
SL I MO AR 
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“LEVER PUNCHES- 


A PUNCH for every type of job 


Individual characteristics make 
WHITNEY Punches adaptable 
to a certain kind of work and 
the proper type in the proper 
size can be supplied from. this 
complete line. Sell . . . hand, 
bench, hammer, square, button, 
flange, channel, angle iron, 
close corner, thinner’s round, 
skylight, and ventilating tank 

. it’s a distributor's good 
business line. 


W.A.WHITNEY MFG.CO. 


ROCKFORD ILLINOIS 








Easy rolling tires with re- 
silient treads that prevent 
floor damage. Molded-on 
type with guaranteed ad- 
hesion of rubber to core. 
Strong one-piece wheel 
casting, Hyatt bearings, 
grease gun fittings. 

We serve resale dealers and original equipment 

manufacturers. 











SPECIFICATIONS 
No. Size Hub Axle Capacity 
VR-4C 4x1% 1% % 140 Ibs. 
VR-5E 5x2 2% % 250 
VR-6C 6x1% 2% %4 200 
VR-6E 6x2 244 4 310 
VR-6F 6x2% 24 34 360 
VR-7E 7x2 2% % 350 
VR-8E 8x2 2% 4 390 
VR-8G 8x24 2% 1 530 
VR-9E 9x2 2% % 420 
VR-9G 9x2% 234 1 570 
VR-10G 10x2% 234 1 600 
VR-10J 10x3 3% 1 760 
VR-11G  11x2% 234 1 630 
VR-123 12x3 3% 1 830 
VR-12L 12x 3% 4% 1% 1020 
VR-12N 12x4 4% 14 1240 
VR-14J 14x3 3% 1 890 
VR-16J 16x3 3% 1% 950 
VR-18G 18x2% 3% 1 800 
VR-18J 18x3 3% 1% 1000 
VR-18L 18 x 334 4% 14 1240 
VR-20J 20x 3 3% 1% 1050 


CASTER 


& WHEEL CORP. 








187 Breckenridge St., Buffalo, N.Y. 





Rope Co. Ninth: winner, Edward C. 


Laird, Edward K. Tryon Co.; run- 
ner-up, Keen Markey, Ames Baldwin 
‘ & Wyoming. Tenth: winner A. P. 


Henricks, A. P. Henricks Co.; run- 


ner-up, Robert Fosgate, E. C. Atkins 
C ™@ | & Co. Eleventh: winner, E. W. Du- 
gan, Thos. W. Kiley Co.; runner-up, 


George C. Stricker, Slaymaker Lock 
Co. 

The names of the new officers and 
directors of the Association for 1949 
are as follows: 

E. H. Talmon, Imperial Knife As- 
sociated Co’s., Inc., president; Joseph 
M. Kennedy, Bigelow & Dowse Co., 
vice-president; Frank C. Campbell, 
Fayette R. Plumb, Inc., vice-presi- | 
dent and H. L. Gilliam, Wood Shovel | 
& Tool Co., secretary-treasurer. I] i 

Leo C. May of May Hardware Co. | Se resu ts 
is the new chairman of the board. 
Elected to the board for a three-year It’s always a good selling angle to 
term were Wm. M. Stout, American | 
Hardware Supply Co.; John D. Stod- | ene ee 
der, Cyclone Fence Division and John 
Davey of Russell, Burdsall & Ward. results obtained when a rugged, 
Elected for a two-year term were J. J. heavy-duty ‘Load Lifter’ Electric Hoist 
Wallace of Clemson Bros., Inc.; C. B. nai er 
Leinbach, Supplee Biddle Co. and sanaanniinadont 
E. T. Fraim of E. T. Fraim Lock Co. he can depend on a ‘Load Lifter’ to 
Elected for a one-year term were Wm. give him twenty-four hours of trouble- 
Seog rd Pr. ag - age free service every day — year in and 

M. ‘ utchinson, Koberts ard- 
ud alr facts about industry’ ware Co. and John W. Patterson of yam ae 
rating of gauges that you American Steel & Wire Co. 


° Stuart A. Russell, of J. Russell & | 
will want to know... Co. is the retiring president. 


You may well have read some of the special features built into ‘Load Lifter’ 
Marsh advertisements contained in i h - . 
this folder. Brought together they Dunham, Carrigan & Hayden EES: a SS SOEs aetna 
tell a story about gauge preference Advances Robert Brolan dependable performance possible. Tell 
in field after field of industry that is 
important to you. Everyone who After four years of training in the 
handles pressure gauges will find warehouse and various other depart- ‘Load Lifter’— just one place to oil 


this presentation profitable reading. ments of the Dunham, Carrigan & | every six months. Tell him about the 
Your copy, sent on request, will Hayden Co., San Francisco, Calif., 


demonstrate two things: (1) that a } 2 yale eS 
Marsh Gauges are the right gauges obert Brolan recently was advanced 


for you to handle, and (2) that to the position of outside salesman in 
Marsh, through such advertisements the firm. ‘Load Lifter’ to meet every indus- 
as these, drives home to your cus- —_ a ee 

tomers unremittingly the story of ilies Giana 

Marsh acceptability. Sue y. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Ill. 
































materials handling problems of the 





To tell him how 


Good, too, to tell him about the 


him about the convenience of using a 


six interchangeable suspensions and 


how this makes it possible for the 


trial need. 





He'll want to know about its special 
safety features, economical operation, 
capacities, and how it cuts down 
the gauge . .. operating and maintenance costs. 


with the 
HRECALIBRATOR™ Check your supply of Catalog 
: No. 215. If your supply is 
st and - i 
“Recalibrator” - been my F ‘ low, we'll gladly send you more. 
° ee gouge “ihe finishing : 
us 
h . out ot lative gave 
touc 


EE a a a a 


mma LOAD LIFTER 
il Hoists 


“lifts” of various sizes of pulleys and MANNING, MAXWELL & MOORE,INC. 


blocks usually are — by Lawrence Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
Harrison and C. T. Vassey at Hall & ‘Load Lifter’ Hoists and other lifting specialties. 


MANNING 
Usa 3400W 2 





Arguments about the comparative 


GAUGES ¢ VALVES © TRAPS. 
DIAL THERMOMETERS Co 
HEATING SPECIALTIES iH 


. sctri Makers of Ashcroft Gauges, Hancock Valves. 
Inc., po lia of industrial Consolidated Safety and Relief Valves and 
equipment, tools and supplies. ‘American’ industrial instruments. 
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Every Metal Working Plant 
a Prospect— 


Making big savings for machine shops - sheet metal fabricators - 
electrical contractors - foundries and other plants which cut rods - bars 


- angles - channels or any kind of metal to lengths. Fast - accurate - 
moderate in cost. Customers are awaiting to be sold. 


EVERYTHING 
YOU WANT 


in 


a @) S E Manufactured by 
COUPLINGS BAY 001 Division 


* 
KALAMAZOO TANK 
Write for -f & SILO COMPANY 


/ QUALITY Dealer Discounts ' Kalamazoo, Michigan 
J PROFITS 


J SALEABILITY : Your foctoy is thei 
/ AVAILABILITY ole wy ) chinery is the place they 


lodge .. . the place where 
they do damage, where 
they release their powers 
of destruction. You know 
them as a and 
GRIT . . . and you can 

DON’T JUST SELL \ 


rout them out quickly, 


HOSE COUPLINGS completely, with the 


——— pa 
; electric CLEMENTS- 
SELL CADILLAC 


CLEANING 
LE-HI POWERFUL, EASY-TO-USE TOOL. 


CLEMENTS 
ier orm CADILLAC 


portable electric 





























SOLD ONLY THROUGH LEADING CLEANING TOOLS 
DISTRIBUTORS—NEVER SOLD DIRECT GET DAMAGING DIRT OUT OF 


° . RD-TO-GET-AT PLACES BY 
Write for full details BLOWING & SUCTION 





HOSE ACCESSORIES 


Manufactured by 
COMPANY CLEMENTS MFG. CO, 
17 Street & Lehigh Avenue “su 6623 NARRAGANSETT AVENUE . 
Philadelphia 32, Pa. “ 


1 HP MODEL 
OSE CHICAGO 38, ILL. WLusTRAtEO 
“ae COUPLINGS ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR COMPLETE DATA 
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Customers of Mills & Lupton Supply 
Co., distributors of Chattanooga, 
Tenn., get everything they order from 
the company because it’s the business 
of Oscar Legg and Alton Long to final- 
check each item on the list before 
shipment. 





Link-Belt Moves From 
Schenectady to Albany 


Link-Belt Co. of Chicago, Ill. has 
opened a district sales office in Albany, 
N. Y. with headquarters at 309-310 
First Trust Co. Building, 444 Broad- 
way, Albany 7. 

J. Charles Bullock has been ap- 
pointed district sales manager at 
Albany. Mr. Bullock has served as in 
the same position at Schenectady 
since the first of the year. The Sche- 
nectady office now is discontinued. 


American Hardware 


Names Lackland To Sales 


W.R. (“Jack”) Lackland, who had 
held a position as purchasing agent for 
Vultee Aircraft during the war, has 
joined The American Wholesale Hard- 
ware Co. of Long Beach, Calif. as 
sales representative specializing on air- 
craft plants. He assumes the position 
formerly held by Harry Scott. 








Their new catalog has signal interest 
for Roy R. Wenger, vice-president, 
Grover, secretary of Grand Rapids Sup- 


Joseph Hager, president and Art 


ply Co., Mich. 


She, foeath aged 


Packaged shim stock is easy 
to sell... and convenient to 
handle and stock. 

Andlarger units of sale for you! 

Sales points of packaged 
brass and steel precision shim 
stock: Convenient stocking... 
easy using... packages plain- 
ly marked... precision gauges 
..-elimination of waste; only 
the required amount of shim 
material is handled. 

BRASS AND STEEL in 6 x 100 inch 
units. Packed in dispensing cartons, 
gauges to .012...in envelope (four 
sheets, 6 x 25 inches) heavier gauges 
to .032. 

Write for catalog and price sheets, and explana- 
tion of dealer protection and cooperation policy. 














3021 


LAMINATED SHIM COMPANY 


INCORPORATED 
GLENBROOK, CONNECTICUT 


UNION STREET 

















CALL ON 


PYOIT 


for Cast Iron 


PULLEYS 


For accurately 
balanced 


SHEAVES 
and V-Belt 
Drives 


- CALL ON 


PYOTT. 





Pyott can meet your cast iron pulley requirements promptly. 
Available types include split and solid hub, single and multi- 
ple arm, wide and narrow face, flanged, tapered and step 
cone as well as tight and ball bearing loose pulleys. All are 
perfectly balanced and may be operated at running speeds 
up to 6000 FPM, depending on diameter and type of pulley. 
Pyott Cast Iron Pulleys are machine molded up to 72” diam- 
eter and 24” face width. Larger sizes or unusual designs floor 
molded, requiring no patterns from pulley user. With your 
inquiry, send a dimensional sketch and indicate your delivery 
requirements, 
Catalog available on request 


PYOTT FOUNDRY & MACHINE CO. 


Established 1896 e 328 N. Sangamon St., Chicago 7, Illinois 


- Sain 
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Sold ONLY through plumbing 
and heating wholesalers. See 
them. ... Ask for.... 


The famous Type "E"...$0 rete & in the }", 3" and 
1" pipe sizes, is now complete with 13", 13" and 2" 
pipe sizes. Hts ALL- BRONZE CONSTRUCTION and 
screwed-in seats, as well as Hycar seat washers and 
Neoprene diaphragm, mean a LONG LIFE of TROUBLE- 
FREE service on those big jobs you put in. 


CASH-ACME Products. 


CASUACWE .retomertic Valves... 


A.W.CASH VALVE MANUFACTURING CORPORATION 
6614 EAST WABASH AVENUE 





DECATUR, ILLINOIS, U.S. A. 


PI PE SIZES 
1 in.to 2in. 





Within your free copy of our new 


1948 Catalog for complete details on 











BABY! 

















@ Year in and year 























tributors has been truly 














matically flows from the 









































emergency belt lacing 














plants stock the special 



































A TOUGH 


—but a friend of every 
industrial distributor 


thirty years, industrial distrib 

utors have been selling Alligator 

Steel Belt Lacing. It has been a sound, substantial 

item with a turnover that in the case of many dis- 1, Without any fuss or a 

business it can be put on wit! 

a hammer and it drives straight. 

2. It will handle the lacing prob- 
lem for belts ranging from ta 

less than 1/16” thick up to belts 

5/8” thick and as wide as they 


Since it is a type of business that often just auto- 


we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some — 
of the plants in your section and find out what 3 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 


Some distributors carry special lengths as a ser- o = 
vice to important customers. In other instances the 


checks up occasionally to see that the stock is suf- 
ficient to cover emergency needs. 

Where the sale of Alligator steel lacing is placed 5 smooth on bot 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 

FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 





out, for 





remarkable. 


industrial plants and shops, 


Industrial plant 
men like ALLIGATOR 
steel lacing because: 


The belt can be unfastened in a 
jiffy — just remove the rocker 
hinge pin and the joint comes 
apart. 


job that’ might come up. 4. AMiguer Steel Lacing is made of 


lengths and the distributor 


ably long life. 


6 






“Everdur” 








grade of steel that 
com ies ductility with high 
tensile strength. Service records 
of millions of belts laced with 
Alligator show that it has remark- 


Alligator makes a joint that is 
faces—it em! 

in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating. 


It is supplied in steel, 
and 


Monel 


in twelve sizes. 











ALLIGATOR 





TRADE MARK REG — Nee ie 


U.S. PAT. OFFICE 


STEEL BELT LACING 









COLLET 
EQUIPMENT 
B 





For EVERY DRILLING ... REAMING 
AND TAPPING NEED 


Use-Em-Up Type Drill Sleeve 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Taper Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
Chuck Arbors 
Drill Shifts 
Magic Type Chucks and Collets 


THE COLLIS COMPANY 
CLINTON, IOWA 



















Light Duty 
Yo” ELECTRIC 
DRILL 


No. 89-3 
same drill as ‘‘89"" 
but with Jacobs 
Key-operated 
Chuck 
No. 209 $34.95 

Drill Stand 
(less drill) 
$12.95 
Light Duty 1/2” drills 
are designed for inter- 
mittent duty. Lighter 
and handier than heavy 
production type drills, 
these SpeedWay Drills 
are ideal for mainte- 
nance, and repair departments, 
garages, or installers and service 
men. Specially wound, long life, 
fan cooled. SpeedWay Tool motor. 
Sturdy die cast aluminum case. 
Cut steel gears. Self-lubricating 
bearings. With No. 209 Drill 
Stand makes capable drill press. 
These are the logical drills to 
sell—priced *to sell in volume, 
nationally advertised and carry- 
= a full margin. 


Write for Catalog Sheets and discounts 


SPEEDWAY MFG. CO. 
1832 S. 52nd Ave., Cicero, Ill. 
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DURBIN-DURCO, Inc. , 

PULLING TOOLS -+- WIRE STRETCHERS - ROPE HOISTS S; y Me 
New! Improved! Reinforced! Guaranteed! TOC GGOr 
DROP FORGED — MALLEABLE LOAD BINDERS 


PATENT PENDING om tor volume th 








MODEL DF1 for 5%” to %” MODEL DF2 for %” to %” MODEL DF3 for %” to %” 
chain. Safe pulling test chain. Safe pulling test chain. Safe ey! test 
16,000 lbs. 19” handle. 20,000 lbs. 20” handle. 24,000 pounds. 22” handle 
Weight each 10 lbs. Weight each 12 Ibs. Weight each 15 lbs. 
MODELS DF1, DF2 and DF3 are rugged, safe Load Binders featuring Never Spread 
Mouth. An exclusive feature designed and developed by Durbin-Durco engineers. 


CERTIFIED MALLEABLE LOAD BINDERS — 5 SIZES 





Equipped with 
Drop-Forged Hooks 











( OURBIN-OURCO INC. ST. LOUIS. MO. >) 
Md 





Durbin-Durco Load Binders guar- Wt. Each 
antee safe performance at their MIDGET No. 1—1 Swivel... 4” chain 

respective pulling tests. Should a DELTA No. 1—2 Swivels. .%@” or %” chain.... 7 lbs. 
defect develop in any part, that DIXIE No. 1—2 Swivels. .%”" or 44” chain... .10 lbs. 
part will be replaced without LONE STAR 1—2 Swivels—1%", 4” or 54” chain.14 lbs. 
charge upon its return to us, LONE STAR 2—2 Swivels. .4%4”, 4%” or 54” chain.17 lbs. 


WRITE FOR CATALOG 


DURBIN-DURCO., Inc. 


Specialists in Pulling Tools » Wire Stretchers * Rope Hoists 
6611 OLIVE ST. ROAD ST. £OUIS. 5, MO. 








semi-steel 


Popular Magor brand name shov- 
els, scoops and spades give you 
an advantage with customers. 
They know Magor’s reputation for 
quality and ask for these tools 
by name. 


Blades are made of special steel, 
normalized to prevent splitting 
and turning of cutting edges. 


Stock the easy-to-sell Magor 
simplified line for high volume, 


MORGAN can supply high profit. 


@ 4326 


© machinists’ bench ¢ combination pipe ° sheet 


metal workers ® woodworking ¢* quick action ® MAGOR 


solid nut continuous screw. 
CAR CORPORATION 
SHOVEL DIVISION 


MORGAN VISE COMPANY —‘2iizsc'.C"2".°% | ((socuenst, new yore n 








% We urge our users to buy through their local distributors 
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SELL 
Kennametal 


Contractors, electricians, 
plumbers, pest control opera- 
tors, telephone wiremen, plant 
maintenance men, sign hang- 
ers, glaziers, road builders, 
masons use Kennametal-tipped 
masonry drills because they can 
drill holes up to 10 times as fast 
and do their work at less cost. 
Kennametal masonry drills 
eliminate hole clogging, mini- 
mize down-time, man hours 
and muscle on tough jobs. 
Stone, plaster, brick, cement, 
tile, asbestos, asphalt, micarta, 
limestone, slate, etc. are drilled 
fast, easy. Bit sizes are %" to 
1¥%"'. Used in hand braces, drill 
presses, and light rotary drills. 


Write for bulletin DK on the KENNADRILL. 
Drop us a card now. 


KENNAMETAL Gre LATROBE, PA 











Stainless 
Steel 


BOLTS 
SCREWS 
NUTS 
WASHERS 


4\ 
v 


AUUUUUUULUUUA 


A Complete Line 
Available from Stock 


Stainless Steel 
fo) & By SCREWS NUTS 


Machine Machine Hexagon 

Carriage Cap Square 

Lag Wood Wing 
WASHERS FITTINGS 
All Types All Types 


RIVETS 
All Types 


Available also in Monel, Alumi- 
num, Everdur, Naval Bronze and 
Alloy Stéels 


We are prepared to fill your 
needs for “Specials”. Send your 
prints or specifications. 


Stailess 


SCREW & BOLT CORP. 
135 Church St., 
New York 7, N.Y. 
CO 7-0675 





For ACCURATE 
RADIUS 
GRINDING 


e Use this ‘'K-O”’ FIXTURE 


Handles cutters 3% 


;3;” to 10” dia. Grinds convex 


es or concave audios. 180° swing. Adaptable to 


= = any tool and cutter grinder. 


South Dakota 


Mail coupon 
TODAY for complete details. 


K. O. LEE COMPANY 
1130 First Ave. S. E., Aberdeen, So. Dakota 


{ Please send us your illustrated bulletin on the 
j “K-O” Radius Grinding Fixture. 


| Name 
1 Address 








{ City. State. 
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Aubrey Ozias 


Threadwell Tap & Die Co. 
| Name Ozias Field Engineer 


Aubrey Ozias has been appointed 
| field engineer for the Threadwell Tap 
| & Die Co., Greenfield, Mass. 

Mr. Ozias joins Threadwell after 
10 years experience as cutting tool 
engineer for Ford Motor Co. and 
Continental Motors. 

He will serve the firm’s distributors 
in his area with design and applica- 
tion engineering in the field of taps, 
drills and other cutting tools. 











OPERATE YOUR 
MACHINES 
AT THE 


Kight_ 
SPEED 
with 


STANDARD 


Variable-Speed Transmisions 


© Your customers know that there is a 
right. speed for any machine operation. 

© To maintain the correct, most effi- 
cient speed for increased production and 
smoother operation, use STANDARD 
Variable Speed Transmissions—simple, 
low cost, patented, mechanical. Abso- 
lutely positive in maintaining proper 
speed ratios. 

@ Boosts Production 25-40%. 





STANDARD TRANSMISSION EQUIPMENTCO, 
78 W. Union St., Pasadena 1, Calif. 


Please send me without obligation complete 
details on this profitable line. 

















A Modern Catalog 


@ INCREASES Your Selling Efficiency 
@ Sells More at Lower Sales Costs 


* Tools Made of HIGH 
SPEED STEEL, are priced 
in red. 

* Nationally Advertised 
Lines are tied-in with 
manufacturers advertis- 
ing by use of their trade- 
marks. 

* Action illustrations dem- 
onstrate the use of many 
products. 

¢ Every Catalog is Printed 
from New Plates. 











FA - 28 Aw 7 ie _ <i / 





600 W. JACKSON BLVD. 





A COMMANDER Production Tool 





Tapping capacity 0 to 
%” with one tapper. 


* Torque control—may be 
adjusted to protect any size 
tap. This assures safe bot- 
tom-hole tapping. 


*® Spring clutch drive 
eliminates slippage and 
wear . . . provides smooth, 
quiet, positive operation. 


* Compactly built—af- 
fords maximum visibility of 
tapping operation. 


* Furnished to fit any 
Drill Press. 


Write for further details 
and circulars 


COMMANDER MANUFACTURING CO. 
4217 W. KINZIE ST. CHICAGO 24, ILL. | 























the 
SYVTRON 


Gasoline Hammer 


PAVING 
BREAKER 


A really SELF-CONTAINED 


tool — requiring no air com- 





pressor or battery for operation 
—that will save MONEY AND 
TIME. 


Busting concrete 
Cutting asphalt 
Digging shale, clay 
Tamping backfill 


and a host of other jobs. 


Write for details and literature 


SYNTRON CO. 


900 LEXINGTON 
HOMER CITY, PA. 

















\Product of Commander . . . Builder of the WUulti-Drill 
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MANUPACTURERS OF 
INDUSTRIAL AND AUTOMOTIVE 
SUENT CHAIN ORIVES 
FLEXIBLE COUPLINGS 
ROLLER CHAIN DRIVES . FACTORIES 
MARINE TRANSMISSIONS ITHACA,N.Y.,U.S.A, 
PULLMORE CLUTCHES DETROIT, MICH.,U.S.A. 
LETCHWORTH, ENGLAND 


OETROIT PLANT, 7601 CENTRAL AVENUE 
TELEPHONE TEXAS 4-2000 


DETROIT &, MICH, 


March 11, 1948 


Mr. T. W. Van Winkle, District Manager 
Factory Management and Maintenance 
2960 Penobscot Building 

Detroit 26, Michigan 


Dear Mr. Van Winkle: 


We have several practical reasons for having adver-. 
tised our mechanical power transmission products in 
Factory Management and Maintenance for 20 years. 


The thought behind our advertising is not just the 
number of inquiries we can develop, but to stimulate 
interest in the many different uses for which Morse 
Chain products can be utilized in various types of 
industries. 


It is obvious that it would entail tremendous expense 
to advertise in every single publication available as 
&@ medium for reaching all prospective customers. We, 
therefore, are advertising in broad coverage publica- 
tions like Factory Management and Maintenance, knowing 
that in this manner we can create wide interest for 
our products throughout industry. 


Yours very truly, 
MORSE co. 


R. Jv Howison, 
General Sales Manager. 


ORDERS RESULTING FROM QUOTATIONS BECOME CONTRACTS ONLY UPON WRITTEN ACCEPTANCE THEREOF ISSUED BY THE HOME OFFICE. 

















Is-the sky your limit too? 
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MECHANICAL 
| soWwER TRANSMISSION pW 
\ 


a 
SS ——oe eo BORG: WARNER 


provuctTs 


°°... knowing that in this manner 
we can create wide interest for our products 


throughout industry.”° 


Here is a real record of continuous help for distributors. Read the letter 
at the left. This tells of the kind of advertising support that makes a line 
worth carrying. 


According to Mr. R. J. Howison, General Sales Manager, Morse Chain 
Company — “We have several practical reasons for having advertised our 
mechanical power transmission products in FACTORY MANAGEMENT 
AND MAINTENANCE for 20 years. The thought behind our advertising 
is not just the number of inquiries we can develop, but to stimulate interest 
in the many different uses for which Morse Chain Products can be utilized 
in various types of industries.” 

The use of FACTORY for this advertising is strong evidence of the recog- 
nition of the importance of the Plant Operating Group in the manufactur- 
ing industries. This group is the heart of multiple influence buying. In 
this group are the men behind the orders, the men the distributors’ 
salesmen can’t always see but who are powerful buying influences in the 
purchase of materials, equipment and supplies, and the men who read 


FACTORY. 


FACTORY has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing indus- 
tries. Outstanding readership is proved in survey after survey and this is 
why alert distributors welcome advertising in FACTORY by the manufac- 
turers whose lines they carry. 


lf vou’d like an opportunity to 
examine FACTORY more closely — 
to see for yourself why so many of 


your customers look to it for help 


slate eth MANAGEMENT AND MAINTENANCE 


to send you a complimentary copy. 
A McGraw-Hill Publication, 330 West 42nd Street, New York 18,N.Y. 
ABC ABP 
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|, HELP your customers save production money... 
2. BUILD business for the future ...............008. 


3. INCREASE your list of customers................. 


Do it all with MILWAUKEE 
POWER DRIVEN WIRE BRUSHES 


Send for this Bulletin 


No. 42-61 ...A 16-page bulletin de- 
signed specifically for industrial dis- 
tributors and the industrial purchasing 
agent. Shows special applications and 
detailed specifications of our complete 
line of power-driven brushes, wire hand mainte- 
nance brushes, flue, foundry, bench, floor, win- 
dow, and sanitary brushes. 






BRUSH TOOLS 
for Todays’ Production... 






Power Driven Wire 
Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“"Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing 
Wheel Brushes 

“Sturdi-Bilt” Wire Cup 
Brushes 










































































UALITY 


MILWAUKEE 


BRUSHES 











Fibre Wheel Brushes 
Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 
Platers Brushes 
Bench Brushes 
Floor Sweeping Brushes 
Push Brooms—wire 

and fibre 


Miscellaneous Maintenance 
Brushes 


@ Your customers, like others throughout the country, have a problem to 
meet in rising costs. One sure way for them to get help in saving production 
money is through the use of MILWAUKEE POWER DRIVEN WIRE 
BRUSHES. Their need becomes your opportunity. 

These “TOOLS” continue to demonstrate their exceptional fitness for jobs 
to which they have been applied. These jobs are many and varied. 

The reason these “TOOLS” help cut costs is that they have the quality so 
necessary for quality results even for the toughest applications. They too 
help the operators to produce at a good and maintained pace. 

The numerous types of these “TOOLS” enable you to do the broadest and 
most profitable selling job. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWACK-c &, NO dh sp4 x48 


WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 








260 





‘FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - 





FOUNDRY BRUSHES 
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PIPE CUTTING 


\ IN TIGHT PLACES 


y 
i 





FRU ZERUD we. 2 tos 4 ening 


wheels for quarter turn cuts in cramped quarters 


@ When your customers run into those hard-to- 
get-at jobs, they’ll like the fast easy action of the 
Ritarp No. 42. Its short handle makes it handy in 
cramped quarters — 4 wheel design allows fast 
burr-free cuts even where there’s room for only a 
quarter turn. Special malleable housing won’t dis- 
tort; heavy-duty cutter wheels always track ex- 
actly. Rieti No. 42 ("to 2") and No. 44 (24" to 
4") cutters are profitable repeat sellers. 


Regular heavy- 
duty RiwaiID cut- 
ters in 5 sizes 
to 6" pipe. 





; m9 “ 


COMPANY 








RIFESIb pipe wrench housings 


are guaranteed forever against break or warp 


@ That guarantee means a lot to your customers. 
They can forget wrench housing bothers and repair 
costs when they buy ritaips. Other ritaip fea- 
tures make sense too—free-spinning adjusting nut; 
convenient pipe scale on hookjaw; instant-action 
non-slip, non-lock jaws and powerful comfort-grip 
I-beam handle. It’s a favorite with millions of 
men all over the world. Sizes from 6” to 60“— real 
money-makers that it pays you to carry. 


Strap Wrench won’t mar 
polished pipe or tubing. 


+ 
UNCONDITIONAL GUARANTEE 


If this Housing ever 
Breaks or Distorts we 
will replace it Free 


COPR. 1937 
THE RIDGE TOOL CO, 
ELYRIA, O. 








re, WORK-SAVER 


LY 


PIPE TOOL Ss a 


ELYR OH. 
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It is the same principle as is 
found in trucks . . . a single 
tired truck will not wear as 
long as an identically loaded 
truck with dual tires. A dual 
tired truck with tandem axles 
will last even longer. 


The Tyson Bearing has up to 30% 
more rolls to carry the total load. 
Each roll has proportionately less load 
to carry and can work longer without 
metal fatigue. 


Industrial Distributors . . . here 
is the Longer Life Bearing that will 
reduce costly down time. Write for 
full information and your FREE COPY 
of "The Story of the Better Tapered 


Roller Bearing." 
1-10 


TYSON GIVES YOU 








THESE EXTRA VALUES 
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HALF A MILLION MESSAGES 
EACH MONTH 
KEEP THE 
STARRETT STORY 
RIGHT UP FRONT 


In the Minds of Your 
Customers and Prospects 








Half a million a month... six million a 


year... that’s the combined circulation 








of the leading industrial publications used 
to tell the Starrett sales story to your cus- 
tomers, month after month, year in and 
year out. Starrett advertising backs you 
up 100 per cent... constantly urges users 
of Starrett Tools to... 

“BUY THROUGH YOUR DISTRIBUTOR” 
... helps pave the way for more and 
bigger orders for Starrett Tools, Dial 
Indicators, Precision Ground Flat Stock, 


Hacksaws and Band Saws. 











THE MAIN THING is that every one has uniform strengih, 
The simple method of forming the loop end does not in 
any way distort the rope. Each strand carries its full shc re 
of the total load. The ACCO-LOC Splice cannot open ip 
if the load spins, and there is no danger of protrudiy 
wires injuring workers’ hands. 


egistered i 
Registered Capacities The Acco-Loc Safety Splice, 


found only on Acco Registered Wire Rope Slings, is 100% 
efficient. The wire rope is not distorted so it is not necessary 
to allow for any loss of strength. And, Acco actually proof- 
tests slings with double their rated capacities before they 


Old-fashioned hand-splicing requires open- leave the factory. A Registry Certificate, giving the rated 
ing up the sling body at the point of splice. capacity, is made out in the buyer’s name and furnished 
Distortion results and the uneven strand with each Acco Registered Wire Rope Sling. 


loading reduces sling efficiency. 


What This Means to You 
Customers of yours will be 


satisfied with Acco Registered Wire Rope Slings. They'll 
find new uses for the slings you have sold... and uses for 
new slings you will sell. You’ll get into the shop regularly 
to see the people who use them. There you’ll see need for 
other items you sell. 


Find Out Now. Acco Registered Wire Rope Sling litera- 
ture tells you very simply how to make more money writing 
sling orders . . . and delivering them immediately from your 
stock. Find out now what the possibilities are. Write today 


The Acco-Loc Safety Splice is neat, flex- to the nearest Acco district office shown below. 
ible and 100% efficient because of lack of es 
distortion. It permits close snubbing. Wire te 


ends are permanently protected. 


MEMBER THE NATIONAL SAFETY COUNCIL 


FEY 


Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Seattle, Tacoma, Bridgeport, Conn. 


WIRE ROPE SLING DEPARTMENT 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 








